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Among the most interesting of all the data 
compiled in our statistically-oriented society 
are Census of Population figures. Taken once 
every ten years they confirm or refute the 
interim estimates of state and county agen 
cies, Chambers of Commerce, research bu 
reaus, and similar organizations. The results 
are not always happy, as the number of pro 
tests, particularly from large metropolitan 
areas, after the release of 1960 preliminary 
figures earlier in the year indicated. Never 
theless, the Census Bureau is generally be 
lieved to have achieved a high degree of ac 
curacy. The truth is that in our highly mo 
bile society great variations exist in rates of 
population growth. The population of most 
southwestern states is increasing rapidly; in 
some midwestern, southern, and northeastern 
states the number of residents is either de 
clining or increasing very slowly. In most 
parts of the nation, rural population is de 
clining. Suburban areas frequently are grow 
ing faster than the large urban centers which 
they adjoin. Similar areas within the same 
state may have quite different population 
growth rates. These differences are the re 
sult of a variety of economic and social fac 
tors.
Our own state of Montana is one where
wide divergences exist. Although total state 
population increased 14.2 percent between 
1950 and 1960, a rate of growth which com 
pares fairly well with the national gain of 
17.5 percent,1 individual counties experienced 
changes varying from a gain of 50.4 percent 
to a loss of 18.8 percent, usually depending 
upon the urban or rural character of the 
county. Growth rates also varied greatly 
among Montana’s towns and cities.
Montanans are not, of course, troubled by 
overcrowding. Our total 1960 population of 
674,767 gives us an average of only 4.6 persons 
per square mile. As in the nation as a whole, 
however, our . urban population is increas 
ing while rural population declines. For the 
first time in its history, more than one-half 
(50.2 percent) of Montana’s citizens are liv 
ing in urban areas.* 2 The proportion of urban 
residents will undoubtedly continue to in 
crease as the state’s larger towns and cities 
absorb population from the rural areas.
Table 2 shows the variation in growth 
among Montana’s 56 counties. It includes 
population figures for 1930, 1940, 1950 and
’Prelim inary. All state figures are final.
2Places of 2,500 or more inhabitants and densely 
settled urban fringes adjacent to cities of 50,000 
or more population.
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TABLE 1
MONTANA’S URBAN AND RURAL POPULATION, 
1920-1960
______________Population__________________  P ercen t of Total
Year T otal U rban R ural U rban R ural
I960     674,767 338,457 336,310 50.2 49.8
1950* .............................    591,024 258,034 332,990 43.7 56.3
1950* --------------------------------  591,024 252,906 338,118 42.8 57.2
1940 ---------------------------------  559,456 211,535 347,921 37.8 62.2
1930 ---------------------------------  537,606 181,036 356,570 33.7 66.3
1920 ---------------------------------  548,889 172,011 376,878 31.3 68.7
’New definition of urban  population. The 1960 data are com parable w ith these figures. 
’Old definition of urban  population. The 1920-1940 data are comparable w ith  these 
figures.
Source: B ureau of the Census, Censuses of Population, 1920-1960.
1960 as well as the percent change between 
1950 and 1960. The counties are listed ac 
cording to size. The four largest counties, 
Yellowstone, Cascade, Silver Bow, and Mis 
soula, had within their borders 36 percent 
of the total state population in 1960. The 
two largest counties, Yellowstone with a gain 
of over 23,000 and Cascade with a growth in 
excess of 20,000, accounted for over one-half 
the total state population increase during the 
decade. With Missoula County, they were 
also among the ten Montana counties with 
the highest percentage of growth. Silver Bow, 
on the other hand, experienced considerable 
out-migration and a net loss in population 
because of a decline in mining employment 
during the decade. Others among the ten 
fastest-growing counties were Valley, Min 
eral, Lincoln, Dawson, Hill, Meagher, and 
Roosevelt. The developments contributing to 
the population growth of these counties in 
cluded expanding timber products industries 
in Lincoln, Meagher, Mineral, and Missoula 
counties; military bases in Valley and Cas 
cade counties; a rise in oil activity in Yellow 
stone, Dawson, and Roosevelt counties; and 
increased distribution activities in Yellow 
stone, Cascade, and Missoula counties in par 
ticular. Six other Montana counties had 
population increases equal to or exceeding 
the 14 percent gain recorded by the state as a 
whole. They were Liberty, Glacier, Pondera,
Gallatin, Toole, and Lewis and Clark, of the 
remaining 40 counties, 16 had increases of 
less than 14 percent and 24 had declines. With 
two exceptions, Silver Bow and Musselshell, 
the counties which lost population were rural 
areas with no towns or cities of over 2,500 
residents. The majority are located in the 
eastern two-thirds of the state. Their losses 
reflect the continuing trend toward larger 
farm and ranch units and a smaller rural 
population. As Table 2 indicates, a number 
of these counties have been losing population 
since 1930; indeed, many of them began to 
lose in 1920, but space does not permit in 
cluding figures for that year. Their popula 
tion problem is a legacy of the unfortunate 
federal land policies originally established 
almost one hundred years ago, which fostered 
the homesteading of small, uneconomic farm 
and ranch units in the Great Plains area.
Despite the widespread emphasis on 
growth, a population loss is not always un 
desirable. The inhabitants who remain, 
being fewer in number, may enjoy a larger 
share of the area’s production and income and 
thus increase their economic well-being. 
This is particularly true in rural areas where 
total agricultural income has declined and 
where some farm and ranch units are still 
too small for profitable operation. Much de 
pends upon the character of the population 














O ctober ......... ... 116.7 113.6 138.2 126.4
N ovem ber .... 114.0** 113.1** 140.0** 134.2*’
Decem ber ....... 108.9 110.2 120.0 124.1
1960
J a n u a r y ___ :... 104.9 111.2 110.9 130.2
F ebruary  __ _  105.4 113.0 109.1 129.4
M arch _____ ... 106.8 114.2 107.3 131.8
A pril ______ ... 111.2 115.1 105.4 126.2
M ay _______ 113.6 113.1 120.0 124.4
Ju n e  ............... ... 117.9 113.2 132.7 119.3
Ju ly  .......... ... 118.4 112.8 132.7 117.3
A ugust —..... ... 118.8 111.9 140.0 120.1
Septem ber 123.4 117.4 141.8 121.9
October ......... 121.1** 117.9** 136.4** 124.8*!
Novem ber .... 119.1* 118.2* 134.5* 129.0*
N onagricultural Employment1








Unadj. Adj. Unadj. Adj. Unadj. Adj. Unai
57.4 57.3 116.7 104.8 54.5 55.7 151.
53.7** 54.8** 113.7** 107.4** 52.5** 51.6** 124.
53.7 55.8 104.1 103.5 47.5 46.8 103.
70.4 71.6 105.5 107.1 47.5 47.7 86.
77.8 79.1 101.4 106.8 62.4 63.3 79.
103.7 105.3 100.0 105.0 69.3 69.3 74.
105.6 105.3 101.4 107.3 72.3 71.4 106.
105.6 107.6 102.7 104.6 74.2 73.6 119.
109.2 107.6 104.1 106.6 74.2 71.5 137.
107.4 102.6 105.5 106.4 75.2 76.4 142.
113.0 107.4 102.7 102.4 74.2 75.6 149.
103.7 102.8 109.6 106.2 77.2 78.4 165..
100.0** 99.9** 115.1** 103.6** 76.2 78.1 159.)
98.1*




Carloadings Copper . Zinc Crude Oil 
a l N onagricultural Production5 Production5 Production6
Adj. U nadj. A dj. Unadj. A dj. Unadj. Adj. Unadj. Adj. Unad
October ...........  83.3 65.7 41.4 40.3 0.0 0.0 1.8 2.2 329.8 332.1 204/
N ovem ber.......  83.4 73.8 43.8 41.6 0.0 0.0 0.8 0.7 327.4 329.7 209.'
December ___  64.6 65.9 38.9 39.7 0.0 0.0 6.2 5*5 338.3 338.3 200.1
January .........  45.4 49.2 38.6 41.7 0.0 0.0 4.3 4.8 331.8 328.5 186.1
February .......  69.6 79.7 74.4 81.3 49.4 46.4 9.0 8.4 341.9 333.6 183.-
March ........  ... 111.0 133.2 130.1 144.7 146.9 141.2 16.4 16.5 329.8 329.8 180.1
April ...............  114.1 129.2 134.6 139.2 179.3 169.2 33.9 . 25.9 327.4 329.4 177.'
May ________  121.9 132.5 147.2 144.7 181.0 180.1 32.3 27.5 312.6 313.5 186.J
June .... - .......  115.2 117.7 139.7 133.3 174.1 179.5 46.8 42.7 325.0 318.0 202-j
July  ....______  118.5 122.7 137.7 130.6 183.5 201.6 41.6 50.7 337.9 335.9 182.;
August ...........  134.6 122.5 148.2 144.4 200.5 217.9 15.1 18.2 339.5 344.3 196.1
September .....  152.3 131.5 153.4 144.0 198.8 213.8 18.6 28.0 337.9 339.6 211.5
October ..... .....  162.6 128.3 143.8 140.0 214.9 212.8 17.5 21.5 337.1 339.5 218.1
November .......  152.8
December .......
135.2 143.0 135.9 209.7 198.8 15.9 13.2 224.1
192.7 189.8 15.3 13.7
Adj.—Adjusted for seasonal variation. *—Prelim inary **—Revised
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- 
month.
Unemploym ent Compensation Commission of Montana. Number of work applicants at end of month.
•Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carloadin. 
“Computed from reports of U. S. Bureau of Mines. Daily average. 1960 figures revised.
“Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana comm 
•Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sal es of 80 to 89 department anc 






















































































Cons an  
Unadj.
; Pow er 
lptlon* 
Adj.
135.5 144.1 ---------- October





185.3 173.5 -------  February
213.2 208.8 ................ March
219.4 210.2 ................ April
218.4 208.4 ....................  May
220.4 214.0 __________June
205.8 216.8 -  . ............ Ju ly
208.9 214.9 ------------August
210.1 214.4 ........ September
208.9 222.2 _______October















($1,00$) ($1,000) ($1,000) ($1,000) ($1,000)
6,771 2,105 418 2,658 1,5904,450 1,132 341 1,844 M336,873 1,759 466 3,104 2,544
5,200 1,150 455 2,285 1,3104,687 1,351 343 1,776 l ’2175,023 1,469 716 1,862 9766,017 1,717 644 2,008 1,648
5,599 1,626 633 2,009 1,341
7,491 2,172 518 2,318 2,483
5,481 1,418 385 1,871 1,807
5,832 1,437 483 2,214 1,698
5,556 1,788 571 1,640 1,557





Unadj. Adj. U nadj. Unadj.
138.4 124.0 101.0 77.0 ......... ...................  October
140.3 118.4 95.0 78.0 „ . November
205.5 123.6 94.0 79.0 -  -------  December
80.4 128.4 93.0
196<
78.0 - ..................  January
74.8 116.3 94.0 78.0 February
89.2 111.2 105.0 79.0 — ....... March
125.7 131.8 102.0 80.0 ... .............................  April
125.4 128.5 101.0 82.0 ........................ ................ May
112.9 123.8 93.0 81.0 ....................... ................. June
113.5 123.1 90.0 80.0 .............-..........................  Ju ly
140.5 123.8 91.0 76.0 ....................................  August
126.5 117.3 95.0 77.0 ............................  Septem ber
135.1 121.0 92.0 77.0 .................................... October
137.4 115.9 91.0 78.0 .......  — ........  November
- .............-  ........December
I time wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
11 Light Company, Bonneville Power Adm inistration, and the Bureau of Reclamation to commercial and industrial 
|  ht loaded a t Montana points. Daily average.
|)a ily  average.
I tores in Montana. Daily average.
A djusted for seasonal varia tion : This m eans th a t  In tra-annual repe ti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and convention have been allowed for statistically
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(Continued from page three) 
which is left—its age, education, vigor, and 
its capital resources. Forthcoming data from 
the Census Bureau covering general charac 
teristics of the population by counties will 
shed further light on this subject.
A comparison of city populations over the 
years is not always satisfactory, because city
TABLE 2
POPULATION OF MONTANA COUNTIES, 1930-1960




The S ta te .............. _ _______... 537,606 559,456 591,024 674,767 14.2
Yellowstone ........ ...... L.........  30,785 41,182 55,875 79,016 41.4
C a s c a d e ________ ................... 41,146 41,999 53,027 73,418 38.4
Silver B o w _____ ................... 56,969 53,207 48,422 46,454 -4.1
Missoula .............. _________  21,782 29,038 35,493 44,663 25.8
F la th e a d ________ _________  19,200 24,271 31,495 32,965 4.7
Lewis and Clark ._________  18,224 22,131 24,540 28,006 14.1
G a l la t in ________ ................... 16,124 18,269 21,902 26,045 18.9
Hill ......................... .............. . 13,775 13,304 14,285 18,653 30.6
Deer Lodge ........ .................. 16,293 13,627 16,553 18,640 12.6
V a lle y __________ _________11,181 15,181 11,353 17,080 50.4
Fergus . ................... 16,531 14,040 14,015 14,018 i
C u s te r__________ ................ . 11,242 10,422 12,661 13,227 4.5
P ark  ............... ...... ................... 10,922 11,566 .11,999 13,168 9.7
Lake ...................... ............... . 9,541 13,490 13,835 13,104 -5.3
Lincoln ................................. . 7,089 7,882 8,693 12,537 44.2
Ravalli .............. ...... ............ 10,315 12,978 13,101 12,341 -5.8
Dawson ................. ..................  9,881 8,618 9,092 12,314 35.4
Roosevelt .............. ...................  10,672 9,806 9,580 11,731 22.4
G la c ie r_________ _________  5,297 9,034 9,645 11,565 19.9
Richland ................. 9,633 10,209 10,366 10,504 1.3
Big Horn .............. ...................  8,543 10,419 9,824 10,007 1.9
Carbon _________ _________ 12,571 11,865 10,241 8,317 -18.8
B la in e __________ _________ 9,006 9,566 8,516 8,091 -5.0
Toole ....................... .................. 6,714 6,769 6,867 7,904 15.1
Pondera ________ _________  6,964 6,716 6,392 7,653 19.7
Chouteau .......... ..................  8,635 7,316 6,974 7,348 5.4
T e t o n __________ _________  6,068 6,922 7,232 7,295 0.9
Beaverhead _____ ........ .......... 6,654 6,943 6,671 7,194 7.8
Powell .................... ............. . 6,202 6,152 6,301 7,002 11.1
Sanders ________ _________5,692 6,926 6,983 6,880 -1.5
S h e r id a n _______ _________9,869 7,814 6,674 6,458 -3.2
Rosebud ________ 7,347 6,477 6,570 6,187 -5.8
Phillips . .... ...... .......................  8 ,208 7,892 6,334 6,027 -4.8
Stillwater ............. .................. 6,253 5,694 5,416 5,526 2.0
M a d iso n ________ _________ 6,323 7,294 5,998 5,211 -13.1
M u sse lsh e ll_____ _________7,242 5,717 5,408 4,888 -9.6
Jefferson ...........  .. .................. 4,133 4,664 4,014 4,297 7.0
Fallon .......... __ _____  4,568 3,719 3,660 3,997 9.2
D a n ie ls_________ _________5,553 4,563 3,946 3,755 -4.8
McCone ................. ...... ...........  4,790 3,798 3,258 3,321 1.9
Sweet Grass ____ ________  3,944 3,719 3,621 3,290 -9.1
Judith  Basin ____ 5,238 3,655 3,200 3,085 -3.6
M in e ra l_________ ______ _ 1,626 2,135 2,081 3,037 45.9
W h ea tlan d ______ _________ 3,751 3,286 3,187 3,026 -5.0
Granite . _ ___ ................ 3,013 3,401 2,773 3,014 8.7
Broadwater _____ _________ 2,738 3,451 2,922 2,804 -4.0
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L iberty ...:........................... 2,198 2,209 2,180 2,624 20.4
M eagher ........  . 2,272 2,237 2,079 2,616 25.8
C arter ______ ___ 4,136 3,280 2,798 2,493 -10.9
Powder R iver .. 3,909 3,159 2,693 2,485 -7.7
P rairie  .... 3,941 2,410 2,377 2,318 -2.5
Garfield ______ 4,252 2,641 2,172 1,981 -8.8
W ibaux ______ 2,767 2,161 1,907 1,698 -11.0
Treasure _________________ 1,661 1,499 1,402 1,345 -4.1
Golden Valley .. 2,126 1,607 1,337 1,203 -10.0
P e t ro le u m ________________ 2,045 1,083 1,026 894 -12.9
Yellowstone P ark  (p art) .. 52 43 58 47
'Less than  .01 percent.
Source: B ureau of the Census, Censuses of Population, 1930-1960.
boundaries may have changed. However, 
population figures for 1960 and 1950 for Mon 
tana’s 30 cities, towns, and unincorporated 
places with more than 2,500 population are 
given in Table 3. In general, their growth 
has depended upon their ability to provide 
employment opportunities, particularly for 
persons coming from the state’s rural areas. 
Most of them have enjoyed substantial in 
creases; a few fell behind the state as a 
whole in rate of growth; one, Roundup, barely 
failed to hold its own; and two (the mining 
city of Butte and Whitefish, which was af 
fected by the loss of railroad jobs) suffered 
sizeable losses.3
Generally speaking, Montana’s smaller 
towns and villages did not fare so well. Of 
the approximately 100 communities of less 
than 2,500 population reported by the Census 
Bureau, 37 suffered a population loss. A num 
ber of others showed very small gains which 
failed to equal the expected rate of natural in 
crease, indicating that fairly substantial out 
migration occurred. Both these groups are 
made up largely of small, rural towns depen 
dent upon their surrounding agricultural 
areas for their existence. As in many of the 
rural counties, their losses are the continua 
tion of a trend which began several decades 
ago. The automobile and the surfaced road, 
which have made the larger trade centers
®For th ree of the nonincorporated places, no figures 
a re  available for 1950.
TABLE 3
POPULATION OF MONTANA CITIES, TOWNS, 
AND UNINCORPORATED PLACES WITH 




G reat Falls . ... 39,214 55,357 41.2
B i l l in g s _________ 31,834 52,851 66.0
B u t te ........ . .  33,251 27,877 -16.2
Missoula .... ....... 22,485 27,090 20.5
Helena .... 17,581 20,227 15.0
Bozeman .... ................ 11,325 13,361 18.0
Anaconda . ... 11,254 12,054 7.1
Havre .... 8,086 10,740 32.8
K a lisp e ll....... 9,737 10,151 4.2
Miles City .. 9,243 9,665 4.6
Livingston . 7,683 8,229 7.1
Lewistown ...... ... 6,573 7,408 12.7
G lend ive ............ 5,254 7,058 34.3
Glasgow .................. 3,821 6,398 67.4
Silver Bow P ark1 .. N.A. 4,798 N.A.
Deer Lodge _________ 3,779 4,681 23.9
L a u re l______________ 3,663 4,601 25.6
Sidney _____________ 3,987 4,564 14.5
Cut B ank ... 3,721 4,539 22.0
Floral P ark 1 ________ N.A. 4,079 N.A.
S h e lb y ________ 3,058 4,017 31.4
Missoula Southwest* .. N.A. 3,817 N.A.
Dillon ......... 3,268 3,690 12.9
Wolf P o in t ... 
Centerville-D ublin
2,557 3,585 40.2
Gulch1 . 1,825 3,398 86.2
W hitefish .. 3,268 2,965 -9.3
Roundup ................. .. 2,856 2,842 -0.5
Libby _____ 2.401 2,828 17.8
H ardin ........ 2,306 2,789 20.9
Conrad .. 1,865 2,665 42.9
'U nincorporated place 
“Unincorporated place
in  Silver Bow County, 
in Missoula County.
Source: B ureau of the Census, 1960 Census of Popu 
lation.
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more accessible to rural residents, plus the 
decline in rural population which commenced 
in the 1920’s have made the existence of 
such towns a precarious one. Where signifi 
cant population growth has occurred in one 
of them, a development in the nonagricultural 
field has usually been responsible. Thus Su 
perior in Mineral County, where new lumber 
and logging operations were begun during the 
1950’s, almost doubled its population, from 
626 to 1242, between 1950 and 1960. The 
growth of Columbia Falls, in Flathead 
County, from 1,232 to 2,132 (73.0 percent) may
be attributed chiefly to the establishment of 
an aluminum plant on its outskirts. The popu 
lation of several small towns in eastern Mon 
tana, notably Poplar, Circle, and Wolf Point, 
increased because of new oil discoveries dur 
ing the decade. Some of Montana’s small 
towns, however, are not so advantageously 
situated with respect to timber, water power, 
oil, or other resources. Like the farming and 
ranching areas which surround them, many 
of these towns may be expected to continue 
to decline as the state’s population becomes 
increasingly concentrated in its larger cities.
LOCAL BANK DEBITS 
(1947-1949 =  100)
Billings B utte  Glendive G reat Falls KalispeU M alta Miles City Missoula
Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj.
1959 
Oct. __— 261.1 225.3 125.5 117.4 241.1 196.5 186.3 160.6 195.9 183.2 169.7 130.7 228.1 162.7 248.0 226.5
Nov. ...... 274.0 251.4 119.1 120.7 289.8 241.5 189.2 184.6 179.3 169.5 223.3 186.4 256.7 187.5 245.3 251.1
Dec. ... 263.4 244.3 121.4 111.8 230.4 207.0 179.8 171.9 179.4 • 169.2 170.6 140.5 207.8 179.0 244.2 227.4
1960 
Jan . ...... 229.3 231.8 110.1 111.8 218.2 207.6 190.6 177.8 181.2 182.3 160.2 154.3 166.5 166.2 228.3 237.6
Feb. __ ... 227.9 252.7 111.1 118.1 198.1 213.0 166.9 182.4 178.6 196.7 133.2 155.1 139.0 169.3 243.8 288.2
March .. 225.2 233.8 129.7 125.2 191.6 196.9 163.6 181.4 154.4 181.4 122.7 144.4 146.3 169.9 249.7 258.5
A pril ... 220.0 230.8 127.1 130.8 202.3 205.4 170.5 183.1 150.0 186.3 126.0 142.0 140.3 159.6 219.2 232.0
May __ ... 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
June . 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
Ju ly ... 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. . 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. . 246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
Oct. __... 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. ... 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
_____________ _____________________________ Adj.—A djusted fo r seasonal variation.
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The Impact of Automatic Computers on Small Business
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In recent years a great deal of discussion 
has revolved about such terms as computers, 
magic brains, automation, electronic data 
processing and a host of other expressions 
used to describe the new phenomena of the 
electronic age. What are these machines 
which are described on the one hand as 
threats to human initiative and dismissed on 
the other as nothing better than electronic 
morons? What is their future role in com 
merce and industry, particularly in small 
and medium sized organizations that will 
never have need for the tremendous com 
puter installations found at some of the re 
search centers and large corporations scat 
tered around the nation?
It should be made clear at the outset that 
these magic brains (or electronic morons— 
take your choice) are not simply high speed 
desk calculators or elaborate bookkeeping 
machines. Although the desk calculator can 
compute much faster than man, it requires 
constant human guidance. Information must 
be keyed manually into the machine and any 
intermediate data copied down or remem 
bered by the operator until it can be rein 
serted for calculation of the final result. 
Bookkeeping machines require the same sort 
of step-by-step operation; although their cal 
culations are extremely rapid, they must 
wait for the operator to add new information. 
The automatic electronic computer, on the 
other hand, requires no sluggish human in 
tervention after it has been initially program 
med. It can store all of the instructions, ac 
cumulate all of the raw data, retain any in 
termediate solutions to a problem, and pro 
duce the desired results at speeds ranging 
from a fraction of a second to a few minutes, 
depending upon the nature of the problem. 
None of the mechanical equipment with 
which most of us are familiar can either ap 
proach the speeds involved here or store 
such masses of data.
Does this mean that every business organ 
ization, regardless of its size, will eventually 
need a computer installation in order to hold 
its competitive position? Such a prospect is 
certainly not likely in the foreseeable fu 
ture. Many firms have managed to operate 
efficiently in the past without a seven or 
eight hundred dollar calculator and without 
some of the more elaborate bookkeeping 
machines; there is no reason to suppose that 
they cannot continue to do so. Furthermore, 
there is little likelihood that mechanical cal 
culators or bookkeeping machines will be 
scrapped. There is a place for these conven 
tional devices just as there are instances 
where manual processing of business data 
is appropriate. Nevertheless, it is reasonable 
to assume that every businessman should 
want to know more about the new automatic 
computers and their possible impact on his 
own operations.
History and Use of 
Tabulating Equipment 
The use of punched cards and their adapta 
tion to mechanical sorting and tabulating 
equipment dates from the 19th century. Dr. 
Herman Hollerith is credited with develop 
ing the first crude punched card tabulating 
system in 1886 and was engaged by the 
United States government to compile the 
1890 census. It was not until the 1920s, how 
ever, that this type of equipment became 
practical for business use. Considerable prog 
ress was made between 1930 and 1950 in re 
fining the effectiveness of this equipment and 
most people are to some extent familiar 
with the IBM and Sperry-Rand tabulating 
systems found in many large business organ 
izations. Punched card processing systems 
were a necessary forerunner to the auto 
matic computer, but some misconceptions 
exist with the result that many individuals
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, are under the impression that the latter is 
nothing more than a high speed tabulating 
or accounting device. Although the two have 
something in common, the computer is as 
far removed from the tabulating machine as 
the space rocket is from the Roman galley. 
A certain engineering company used to spend 
three man-months calculating the critical 
shaft speed of a generator. This same prob 
lem was eventually processed on punched 
card equipment in forty hours. More recently 
an electronic computer took over the job and 
did the calculating in fifteen seconds!
Despite the high speeds attainable and the 
relatively large quantities of data that can be 
processed by punched card equipment when 
compared to manual handling, electro-me 
chanical devices cannot compete with elec 
tronic ones. As long as calculations are per 
formed with mechanical gears and shafts, it 
is impossible to approach the speeds ob 
tained by electronic computers. Further 
more, the program of instructions that guide 
the operations of punched card equipment is 
necessarily rigid. If a payroll distribution is 
desired, a pre-wired panel-board must be 
attached to the equipment. No modification 
of instructions is possible unless the control 
panel is removed and replaced or rewired. 
If the hardware is to be used next for a 
billing operation, a new control panel must 
be inserted in place of the payroll distribu 
tion panel.
Throughout the operation of a tabulating 
installation, constant human intervention is 
required. Assume for example the process 
ing of a payroll. Hourly data for each em 
ployee are first punched on a card. These 
cards are later moved to a sorter where they 
must be arranged in employee-number order. 
Employee master cards which contain name, 
address, payroll deductions, and other perti 
nent information are then brought out of the 
files together with year-to-date cards which 
contain accumulated earnings and deductions 
on each man for the year. Each of these three 
decks of cards is then carried to a collator 
where they are merged in sets of three. The 
process of sorting and collating is performed
rapidly by the machines, but the entire op 
eration requires frequent rehandling by an 
operator who necessarily slows up the pro 
cess. After these cards are properly collated, 
they are manually carried to the calculator 
where gross and net earnings are computed, 
and then to the accounting machine or printer 
where the payroll register, checks, and 
earnings statements are printed. A new em 
ployee year-to-date card is summary punched 
and separated during this operation. When 
all of the cards have been run, they must 
again be sorted into separate decks of old 
year-to-date cards, current payroll cards 
and master cards. These are then filed by an 
operator for future use. This illustration is 
grossly simplified and does not attempt to 
describe in detail an elaborate payroll op 
eration. It does serve to show, however, the 
constant need for human intervention during 
the process. Although the mass of payroll 
data which a tabulating system can effec 
tively handle in a relatively short time should 
not be underestimated, an automatic com 
puter will not only perform the same func 
tions without the need for operators at inter 
mediate steps, but will do so at electronic 
rather than mechanical speeds.
Again it should be emphasized that 
punched card equipment has by no means 
reached the end of its usefulness for the pro 
cessing of business data. Its cost is com 
paratively low and it can be more easily ab 
sorbed into the current systems of most or 
ganizations. It still has a future in large firms 
where there is a great deal of routine pro 
cessing.
Distinguishing Features of 
Automatic Computers
Until recent years, the terms computer and 
calculator were used interchangeably. The 
computer was simply a device which could 
take arithmetic symbols and add, substract, 
multiply or divide them. When we speak of 
computers today, particularly in conjunction 
with electronic data processing, we must 
broaden our definition. The hardware
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which we are discussing can accept inform 
ation, operate on it and produce results. They 
are called automatic computers because they 
have the ability to guide and control them 
selves during the course of a data processing 
operation without human intervention. They 
are sometimes referred to as electronic com 
puters because their major operating com 
ponents are electronic circuits, contrivances 
which can control the flow of an electric 
current. The control device can be either 
a vacuum tube, or more recently, a transis 
tor. In either case, tubes or transistors are 
valves which can turn a current on or off or 
change its direction. The direction of a flow 
of current may also be changed with electro 
mechanical relays, but not at anywhere near 
the speeds made possible by a complete 
electronic circuit. The important distinc 
tion, then, between the traditional computer 
and the more modern one is that the auto 
matic or electronic computer, once it has 
been programmed, can control itself and can 
process information at speeds which are rap 
idly approaching the speed of light. (At this 
speed an electric current can travel about 
twelve inches in one thousandth of a mil 
lionth of a second.)
This ability to follow a prescribed program 
without further human intervention or guid 
ance is made possible through storage media 
built into the computer so that data tran 
scribed into machine language can be stored 
in the form of magnetized spots. In the same 
manner, the computer accepts and retains 
raw data. During the processing operation 
it recalls this information from its “memory” 
units, acts upon the data in accordance with
its stored program of instructions, retains in 
termediate information in storage if neces 
sary, and finally produces the desired results. 
Needless to say, the effectiveness of a com 
puter’s memory system depends upon its 
ability to recall specific information from 
storage at a rapid rate. This is technically 
known as access time, which is usually mea 
sured in micro (millionths) seconds. As a 
matter of fact, the variations in cost and 
size of automatic computers are based 
largely upon storage capacity and access 
time. Cost is further increased if computers 
are provided with secondary storage facilities 
in the form of reels of magnetic tape. These 
reels are external but are so located that the 
control unit of the computer has access to 
them without human intervention.
Another distinguishing feature of the 
automatic computer is the logic unit, which 
enables the computer to make decisions af 
fecting the future sequence of its operations. 
Such decisions are based upon numbers in 
the arithmetic register on a greater than, less 
than, or equal to basis. In other words, if 
one number is greater than, another, the com 
puter will follow one course of action; if 
smaller, another sequence of operations. The 
computer’s ability to make logical decisions 
is one of the most important factors in the 
elimination of human intervention.
In order to illustrate the automatic fea 
tures of an electronic data processing system 
as compared with the punched card system, 
the reader is asked to recall the payroll illus 
tration given above. Instead of requiring 
constant card handling by an operator 
throughout the payroll operation, the auto-
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matic computer needs only a single input 
of time cards or tape at the beginning of the 
operation, and from that point on it will 
guide itself. Attendance data are automati 
cally sorted in the system; master card in 
formation and year-to-date accumulations 
have been previously filed in the internal or 
secondary storage units of the computer so 
that collating can be performed internally. 
Calculation of gross and net earnings will be 
the next step in the sequence of operations; 
then year-to-date information is up-dated and 
payroll registers, checks and earning state 
ments are printed; finally the computer 
comes to a halt, all without the guidance or 
control of an operator. The system can of 
course handle a payroll of 25 employees just 
as easily as 50,000. It seems fair to point out, 
however, that if you purchased a computer 
of this kind to handle a payroll of 25 people, 
it would probably be the last payroll you 
could ever afford to meet!
History of Automatic Computers 
The enormous strides which have been 
made in the development of computers taxes 
the imagination. The first semblance of an 
automatic computer was the Mark I in 
stalled at Harvard University in 1944, only 
seventeen years ago. In the strictest sense of 
the word, the Mark I was not an electronic 
computer at all, but an electro-mechanical 
machine using electric relays to switch the 
current on or off. The first truly electronic 
computer, the ENIAC (Electronic Number- 
ical Integrator and Calculator) began to func 
tion two years later in 1946. Although by 
today’s standards it was a slow motion cal 
culator, it could accomplish 5,000 additions 
per second. It was a monstrous contraption 
using several thousand vacuum tubes and 
generating a tremendous amount of heat. 
Furthermore, with so many tubes it was in 
herently unreliable. Since 1949, just twelve 
years ago, over 6,000 computers consisting of 
about 100 different models have been built. 
The ENIAC’s rate of 5,000 calculations per 
second was once considered rapid, but one of 
the newest computers can take two factors
from storage, multiply them, and return the 
product to storage in six micro-seconds. Or 
dinary add time is micro-second.
The designers of the first automatic com 
puters were thinking only in terms of solv 
ing mathematical and engineering problems. 
Here was a machine which could accept a 
relatively small amount of information, per 
form a tremendous number of calculations, 
and produce a result within a few seconds 
or at the most a few minutes. It was thus 
capable of solving lengthy problems that 
mathematicians or engineers never dreamed 
of attacking simply because it would have 
taken a lifetime to handle the innumerable 
calculations.
Not until 1954 did computer designers be 
gin to recognize the possibilities of adapting 
computers to business use. With the ma 
chine’s capacity for storing large masses of 
data, for obtaining access to these data in 
fractions of a second and for performing rapid 
calculations upon it, it was inevitable that 
automatic computers should move into the 
area of data processing. It did not take long 
for manufacturers of computers to appreciate 
the market potential once computers were 
adapted for business purposes, and those 
already in the field began to bend their efforts 
in this direction.
There has since been a rapid increase in 
the number of manufacturers engaged in the 
design and production of data processing 
equipment, including not only large cor 
porations which have been in allied fields 
for some time but a host of new firms as 
well. Competition has become keen, making 
it difficult for the prospective buyer to decide 
which model is best suited to his needs. Such 
competition has its advantages, however, since 
it is bound to result in more efficient hard 
ware with corresponding reductions in price. 
With so much progress in a short seven years, 
the future possibilities of automatic compu 
ters for business data processing seem un 
limited
(Continued on page 8)
5
MONTANA B lj  
(1947





Lum ber & 
Tim ber Prod. 
UnadJ. Adj.
P rim ary  Metals 
Sc O ther 











... 114.0 113.1 140.0 134.2 53.7 54.8 113.7 107.4 52.5 51.6 124.1
December .. 112.6** 114.0** 136.4** 141.0** 55.6** 57.8** 108.2** 107.6** 50.5** 49.8** 109.5
1960 
January  ...... ... 104.9 111.2 110.9 130.2 70.4 71.6 105.5 107.1 47.5 47.7 86.2
February .... ... 105.4 113.0 109.1 129.4 77.8 79.1 101.4 106.8 62.4 63.3 79.1
March .......... ... 106.8 114.2 107.3 131.8 103.7 105.3 100.0 105.0 69.3 69.3 74.'
April ................ 111.2 115.1 105.4 126.2 105.6 105.3 101.4 107.3 72.3 71.4 106.!
May . 113.6 113.1 120.0 124.4 105.6 107.6 102.7 104.6 74.2 73.6 119.!:
June ... 117.9 113.2 132.7 119.3 109.2 107.6 104.1 106.6 74.2 71.5 137.i|
Ju ly  . 118.4 112.8 132.7 117.3 107.4 102.6 105.5 106.4 75.2 76.4 142.!
August ........ ... 118.8 111.9 140.0 120.1 113.0 107.4 102.7 102.4 74.2 75.6 149.*
September . 123.4 117.4 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 165.!
October .. 121.1 117.9 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 159.1:
November ... 108.6** 117.7** 130.9** 125.5** 98.1 100.1 109.6** 103.5** 77.2** 75.8** 147.
December .... 117.4* 118.8* 123.6* 127.8* 98.1* 102.0* 105.5* 104.9* 76.2* 75.1* 126.*
Carloadines Copper Zinc Crude Oil
Total N onae ri cul tural Production5 Production5 Production5
UnadJ. Adj. UnadJ. Adj. UnadJ. Adj. UnadJ. Adj. UnadJ. Adj. Unad
1959 
November ... 83.4 73.8 43.8 41.6 0.0 0.0 0.8 0.7 327.4 329.7 2 0 9 . '
December . 64.6 65.9 38.9 39.7 0.0 0.0 6.2 5.5 338.3 338.3 200./
1960 
January . 45.4 49.2 38.6 41.7 0.0 0.0 4.3 4.8 331.8 328.5 186.!
February . 69.6 79.7 74.4 81.3 49.4 46.4 9.0 8.4 341.9 333.6 183.'
March .. 111.0 133.2 130.1 144.7 146.9 141.2 16.4 16.5 329.8 329.8 180.!
April 114.1 129.2 134.6 139.2 179.3 169.2 33.9 . 25.9 327.4 329.4 177.41
May - 121.9 132.5 147.2 144.7 181.0 180.1 32.3 27.5 312.6 313.5 1 8 6 .!
June - 115.2 117.7 139.7 133.3 174.1 179.5 46.8 42.7 325.0 318.0 202.11
July  . 118.5 122.7 137.7 130.6 183.5 201.6 41.6 50.7 337.9 335.9 182..':
August . 134.6 122.5 148.2 144.4 200.5 217.9 15.1 18.2 339.5 344.3 196.K
September . 152.3 131.5 153.4 144.0 198.8 213.8 18.6 28.0 337.9 339.6 211.9
October ~ 162.6 128.3 143.8 140.0 214.9 212.8 17.5 21.5 337.1 339.5 218.1
November 152.8 135.2 143.0 135.9 181.8** 172.3** 15.2** 15.1** 336.3 338.7 224.0
December ~ 192.7 189.8 15.3 13.7 201. i
Adj.—Adjusted for seasonal variation. *_Prelim inary **—Revised
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full-
month.
■Unemployment Compensation Commission of Montana. Number of work applicants at end of month.
•Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.^
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carloadin; 
“Computed from reports of U. S. Bureau of Mines. Daily average.
•Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana conun 
•Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
•Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department anc 




Transportation JobApplicants*A Utilities Trad e Government (N um ber)I. unaaj. Adj. Unadj. Adj. Unadj. Adj. U nadj. Adj.
5 87.3 85.9 114.4 113.0 145.5 146.7 17,740 19,7334** 85.9** 86.9** 114.7** 111.6** 145.5** 147.6** 20,168 16,586
8 81.8 85.0 103.6 110.7 144.7 146.9 24,452 16,0979 81.4 85.0 103.3 111.3 144.7 147.0 23,066 14,0565 82.3 86.2 103.3 110.1 145.5 147.1 21,543 14,1929 84.1 86.8 106.4 109.1 150.2 149.9 16,153 13,3386 87.7 87.6 106.9 106.9 150.2 147.4 10,923 12,3842 90.0 87.9 108.0 104.9 157.2 151.3 10,035 12,4814 90.4 86.4 108.6 104.8 152.5 153.4 8,038 12,2727 90.4 86.9 108.6 102.7 153.3 153.8 7,939 15,6905 88.2 85.7 117.5 112.1 153.3 152.7 7,777 15,7430 84.1 82.9 113.3 111.1 155.2 153.4 9,469 16,6718** 83.6 82.3 112.2** 110.9** 152.1** 153.3** 14,487 16,114
1* 82.7* 83.7* 115.3* 112.2* 152.9* 155.1* 17,577 14,455
Electric Pow er 
C ons um ption8 
U nadj. A dj.
19!
143.0 151.5 _ _ November
143.6 145.9 December
19(
163.1 159.4 .... ....  January
185.3 173.5 ___ — February
213.2 208.8 ... ......... March
219.4 210.2 .... ........... April
218.4 208.4 ..... ______  May
220.4 214.0 ___ ______ June
205.8 216.8 ___ ______ Ju ly
208.9 2 1 4 .9 ___ ........ August
210.1 214.4 . September
208.9 222.2 ......  October
. November 
... December
N onfarm  M ortgage R ecordings (U nadj.)8
Total
Savings 
& Loan In su r ance Comm. Dent. Store A gricultural
i. Assocs. Cos. Banks O thers Sales* Livestock($1,006) ($1,000) ($1,000) ($1,000) ($1,000) Unadj. AdJ. U nadj. Unadj.
2
6
4,450 1,132 341 1,844 1,133 140.3 118.4 95.0
1959
78.0 ......  November6,873 1,759 466 3,104 2,544 205.5 123.6 94.0 79.0 -  - ...................... December
6 5,200 1,150 455 2,285 1,310 80.4 128.4 93.0
1960















78.0 ..............................  November
7 8 . 0  --------------------December
•time wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
d Light Company, Bonneville Power Adm inistration, and the B ureau of Reclamation to commercial and industrial 
Sht loaded a t M ontana points. Daily average.
Daily average.
stores in Montana. Daily average. 7
A djusted  for seasonal varia tion : This m eans th a t In tra-annual repe ti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and  convention have been allowed fo r statistically .
7
Present Business Uses
Without question, automatic computers 
have found a fertile field in the processing of 
business data. The term data processing is 
not new although the expression has enjoyed 
a rebirth in recent years. Commercial and 
industrial enterprises processed business data 
long before the first adding machine or first 
typewriter was invented. Data processing 
occurs whenever business transactions must 
be classified, recorded and summarized. 
Throughout most of the centuries during 
which man has engaged in formalized eco 
nomic activity, the processing of business 
transactions has been performed manually. 
Only during the present century has me 
chanical or electro-mechanical processing 
equipment become available. Now, with the 
development of the electronic computer, man 
has at last found an inanimate device which 
promises to relieve him of most of the bur 
den of shuffling papers.
It was mentioned earlier that computers 
were originally designed to solve mathema 
tical and scientific problems rather than to 
process data. A scientific problem normally 
involves only a small amount of input data, 
a comparatively lengthy calculating opera 
tion, and a relatively small output. Though 
data processing problems are not so compli 
cated as the solution of mathematical formu 
lae, they do call for special techniques. In the 
processing of business transactions, volumes 
of information must be fed into the equip 
ment and a correspondingly large mass of 
information results as output. Furthermore, 
if the computer is to operate automatically, 
considerable information which had formerly 
been retained in conventional files must be 
stored in the equipment. While the computer 
can obtain data internally and calculate it at 
electronic speeds, it cannot absorb source 
documents or print out information at a 
comparable rate.
This dilemma has been partially solved 
through the use of high speed printers and 
“off line,, processing. Printers are available 
today which can print up to 1,200 lines a 
minute. Although this does not compare
with the electronic speeds attainable within 
the computer, it is pretty fast. The writer 
has seen a printer operating at 900 lines a 
minute, though to say that one actually sees 
the printing is not quite true. Printing at 
such extreme speeds is like moving a ten 
inch paint brush across the page; at one 
moment the page is blank; in the next instant 
it is covered with type. Speeds of this magni 
tude help to bridge the gap between calcula 
tions within the processing unit and the flow 
of output data in readable form. Neverthe 
less there is still a wide divergence between 
the two.
“Off line” processing comes much closer to 
reducing the time lag. Input data are first 
transcribed into machine language on mag 
netic tape, which is wound on reels and locked 
into one or several tape readers. These reels 
of tape then become the secondary storage 
or memory units of the computer with ac 
cess to the tapes entirely controlled by the 
computer. The use of tapes really accomp 
lishes two things: it enlarges the storage 
capacity of the system and makes access time 
much faster than if the data were fed through 
punched cards or paper tape. In the same 
manner, output from the computer is mag 
netized on tape which can later be connected 
to “off line” printers and transcribed into 
readable language. The computer itself is 
therefore not retarded while it prints or 
punches cards but can continue to operate at 
the speeds for which it was designed.
The way a medium sized computer func 
tions can best be illustrated by describing an 
integrated data processing operation for a 
trading concern. The system is completely 
integrated because it includes control of in 
ventories, billing and purchasing routines as 
well as control of receivables and payables. 
Perpetual inventory records for the thousands 
of items of merchandise are not kept on in 
ventory cards, but are stored internally in the 
computer. The computer can also be pro 
grammed in advance to advise when any item 
of merchandise falls below a pre-determined 
amount and to type out a purchase order 
automatically if so desired. Balances due
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from customers and to suppliers are also 
stored in the internal memory units of the 
hardware. In addition to dollar balances due 
from customers; address, credit limit, terms 
of sale and other pertinent data may be in 
cluded. Similarly, appropriate information 
may be stored in the accounts payable mem 
ory.
When the computer is placed in operation, 
it will handle the billing and purchasing op 
eration, continuously up-date the inventory, 
receivables, and payables, prepare monthly 
statements to customers, warn of any over 
extensions of credit to customers, prepare 
disbursement vouchers and checks, and, as 
mentioned above, advise the operator of any 
merchandise shortages. If at any time during 
any stage of the operation, management 
wishes to know the amount of an inventory 
item or the balance of a receivable or pay 
able account, the computer may be quizzed 
by typing the inquiry on one of the peripher 
al units and the result will be automatically 
typed out in a few seconds without disturb 
ing the normal operation of the system. In 
the case of larger installations for manu 
facturing organizations, complete produc 
tion control can also be included.
Less elaborate routines may, of course, also 
be established. Smaller computers are pro 
grammed to handle any single phase of a data 
processing operation instead of completely 
integrated systems. At one time a payroll 
may be processed by installing a pre-worked 
payroll program together with reels of mag 
netic tape or decks of punched cards con 
taining year-to-date information. When the 
payroll operation is completed, the program 
and associated data can be replaced by sim 
ilar programs for a billing or accounts re 
ceivable or payable operation. It is not neces 
sary to prepare a new program each time an 
operation is to be processed. For example, 
once a payroll routine has been programmed 
it can be used over and over again even 
though the input data will vary from week 
to week. Of course this also holds true for a 
receivable or billing operation. Many of the 
larger equipment manufacturers have pre 
pared program libraries for most of the 
routine data processing operations and make 
these libraries available to users of the 
equipment without charge. In the case of 
smaller firms, installations of the type men 
tioned above are less expensive and more 
practical than a completely integrated sys 
tem.
Since computers were originally designed 
to solve mathematical problems often con 
sisting of many variables, it would be waste 
ful to use them only for processing data. 
Management is often called upon to make 
decisions which depend upon the careful 
consideration of many variables—sometimes 
so many that it becomes impossible for the 
human mind to consider each in its proper 
perspective. As a result decisions are fre 
quently made in a hit or miss fashion. If 
the members of the management team have 
had a great deal of experience, decisions 
made in this manner are not too bad. Never 
theless a better maximization of profits often 
results if more scientific methods of analysis 
are used.
Management games is another new term 
that has become popular with the advent of 
automatic computers although the word 
game is somewhat misleading. At first this 
was exactly what they were, games. A team 
of experts would be pitted against the com 
puter, each attempting to solve a given prob 
lem in its own fashion. The winner of the 
game was the one who could show greater 
profits at the end of a particular period or 
specific venture. Invariably the computer 
would win because it was qualified to handle 
many more factors than its human counter 
part.
An ordinary inventory and production 
control problem furnishes an example of 
how a management decision game can be 
played. Given data include estimated 
monthly sales for the year, beginning inven 
tory, cost of excessive inventory investment, 
cost of hiring and training new personnel, 
overtime charges, penalties for laying off 
workmen constantly and cost of losing cus 
tomers as a result of inadequate supplies of
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inventory. To keep the problem simple, only 
one product is used instead of several and 
the plant is viewed as a single department 
rather than a half dozen or more. The ob 
jective is to decide on a monthly production 
schedule which will minimize the cost of the 
various factors cited above. With so many 
variables to consider it is not surprising to 
find that the human team is unable to com 
pete successfully with the computer, for 
though it is possible for the managers to pre 
pare and solve the same mathematical 
formula that the computer does, the com 
puter can solve them in a few minutes, while 
the managers may still be working on the 
January schedules in August.
These games furnish excellent mental ex 
ercise to those who would compete with elec 
tronic morons and one finds them used more 
and more often in business organizations 
and in university schools of business admin 
istration. One business executive has sug 
gested that management decision games in 
the laboratory may someday replace junior 
management training on the job. At least 
mistakes made by embryonic managers 
would not be so costly.
If a computer can successfully play at de 
cision making, the next logical step is to pro 
gram it to solve actual problems, and this is 
exactly what is now being done. Many low 
level management decisions are being per 
formed by the automatic computer, par 
ticularly in the areas of production schedul 
ing, product mix, storage location, inventory 
control and transportation problems, and as 
further experience is gained, more and more 
decisions of this sort will be relegated to it. 
Management can then concentrate on analyz 
ing results rather than on laborious problem 
solving.
Potential for Small Business
The discussion so far has intimated that 
automatic computers are designed for the 
giant corporation and that their feasibility 
for small business is questionable. At the 
moment this is true in the great majority 
of cases. The cost of purchasing or renting
equipment of this type becomes prohibitive 
for all but a relatively few firms whose mass 
of data processing warrants such large ex 
penditures.
Bear in mind, however, that the picture is 
changing and changing rapidly. It has only 
been six or seven years since computers were 
first adapted to the solution of business 
problems and in this short time equipment 
manufacturers have already begun to design 
smaller and cheaper hardware. Program 
ming has also been vastly simplified in some 
of the newer models so that a highly trained 
staff of programmers is in many instances no 
longer necessary.
Although the cost of many electronic data 
processors is astronomical, some models are 
approaching a price level that promises to put 
them within reach of many more business 
organizations. At the top of the scale is an 
installation that rents for $200,000 a month. 
As far as this writer knows, only five of 
these monsters are in operation or on order, 
and they are unlikely ever to appeal to a mass 
market. At the other end of the scale small 
computers are now beginning to reach the 
market at a rental of slightly over $1,000 a 
month. Twelve thousand dollars a year is still 
far beyond the reach of most small busi 
nesses. If, however, the current trend con 
tinues, equipment for smaller and smaller 
operations will probably be designed. While 
it is not likely that we shall ever reach the 
point where every businessman will need 
an electronic brain, the services of these ma 
chines will eventually be available to many 
more people than at present.
The potential of the electronic computer 
for small business has given rise to a new 
type of service organization. The service bu 
reau is an enterprise with one or more vary 
ing types of computer installations organized 
for the purpose of processing business data 
for firms which are not large enough to af 
ford their own electronic equipment. Such a 
bureau becomes economically feasible when 
it is equipped to serve the data processing 
needs of several business organizations. Some 
of the larger equipment manufacturers have
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already set up their own service bureaus in 
the large cities around the country. A num 
ber of these service bureaus have been oper 
ating for several years with conventional 
tabulating equipment. The development of 
the automatic computer has made it possible 
for these organizations to expand their oper 
ations by installing high speed hardware to 
serve smaller customers. Several additional 
service bureaus owned and operated private 
ly have sprung up in the past couple of years 
and the trend is definitely on the increase. 
While there are no service bureaus using 
automatic computers now in operation in 
Montana, there are plans for at least three or 
more to be in operation within the next year 
or two.
There are various ways in which data can 
be prepared from source documents by firms 
using a service bureau. Peripheral equip 
ment such as add-punches, flexowriters, 
cash registers and ink imprinters, already on 
the market, is designed to prepare copies of 
the original data in a form appropriate for 
processing on automatic computers. Since 
this equipment is relatively inexpensive, it is 
economically feasible for many small firms 
to own it even though the purchase or rental 
of computers might be out of the question. 
The basic function of this peripheral equip 
ment is to prepare the data in machine lan 
guage, often at the same time that the orig 
inal data are prepared. Take for example a 
billing operation. The billing clerk, typing an 
invoice in the usual way, can at the same 
time prepare a punched paper tape or card. 
The invoice is mailed to the customer; the 
paper tape is forwarded to the service bu 
reau for processing. The clerk also prepares 
a daily or weekly list of remittances by cus 
tomers—a readable list to be retained by the 
firm and a punched tape to be sent to the 
service bureau. The bureau thus maintains 
an up-to-date machine language file of all of 
the firm’s accounts receivable, from which it 
prepares monthly statements and can pro 
vide specific information about any individ 
ual customer almost immediately. Payroll 
and disbursing operations as well as any
other record keeping function are handled 
in much the same manner. At the end of the 
month, financial statements are prepared 
from the up-dated information already on 
hand at the bureau. The potential of this sort 
of operation for a small business is only be 
ginning to be realized and the prospect for 
future development in this area is almost un 
limited.
Conclusions 
Despite the promising outlook for its rapid 
development, the computer industry is ex 
periencing the growing pains common to any 
innovation. Hardware is extremely expen 
sive at best, and users have sometimes found 
that equipment and installation costs are 
even higher than they expected. According 
to a recent article in the Wall Street Journal, 
many businessmen report a variety of head 
aches in hooking up computers and other 
electronic gear to their production and cleri 
cal processes. Others complain that the equip 
ment’s complexity causes frequent and ex 
pensive breakdowns and that the new appar 
atus in some cases turns out to be much too 
elaborate for the job it has to do. In several 
instances firms have turned back or scrapped 
computers altogether in favor of the more 
conventional labor saving devices because, 
oddly enough, they cost more than they 
saved. Experiences of this sort, if they be 
come widespread, are bound to make busi 
nessmen skeptical of the automatic marvels 
and retard advancement.
There is little doubt that in many cases 
businessmen have been oversold on the bless 
ings of EDP. The desire to be first, the pres 
tige factors involved in being able to afford 
the latest in automation have added to pre 
mature and often over-elaborate acquisitions. 
Computers are not designed to function as 
high speed substitutes for conventional of 
fice machines, for they literally digest the 
work of these machines in a few hours a 
week. Efficient utilization of automatic com 
puters usually requires a complete overhaul 
of a company’s data processing system so that 
a careful feasibility study should therefore
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be made before any equipment is ordered. 
After making such studies, many small and 
medium sized firms will conclude that they 
are not yet ready for automatic computers, 
at least at their present level of development, 
and larger corporations will often find that a 
much smaller installation than they had 
planned will do the job adequately.
The number of equipment manufacturers 
is growing rapidly, and their claims and 
counterclaims make it difficult for the lay 
man to decide intelligently which computer 
is superior. As is true with any new product, 
it takes time for the leaders in the field to be 
come evident. Many borderline manufac 
turers will eventually fade out of the picture 
and the variety of different models on the 
market will gradually be reduced to a level 
where it will be possible to objectively de 
cide on the merits of each one.
For the majority of businessmen the 
wisest course of action right now is to watch 
and wait. Some firms will never need an 
automatic computer for the same reason that 
it was never necessary for them to acquire
bookkeeping machines; other firms may find 
that the service bureau is the ultimate an 
swer to their data processing problems. A few 
of the larger companies will eventually find 
an economic justification for acquiring 
equipment of their own.
What prospects electronic data processing 
holds for the future no one really knows. Less 
than two decades have passed since a com 
puter was first designed. The progress dur 
ing this short span of years has been phe 
nomenal, and barring unforeseen difficulties, 
further rapid development during the sixties 
seems assured. Businessmen confronted with 
the problem of reducing the burden of record 
keeping, of wrestling with all sorts of com 
plex managerial decisions, cannot ignore the 
present and potential value of automatic 
computers. This may not be the time to get 
over-enthusiastic about them, but they are 
rapidly becoming an important tool for busi 
ness management and their continued de 
velopment should be carefully followed by 
every thoughtful businessman.
LOCAL BANK DEBITS 
(1947-1949 =  100)
Billings B utte  G lendive G reat Falls K alispell M alta Miles City Missoula
Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj.
)59
Nov. -  274.0 251.4 119.1 120.7 289.8 241.5 189.2 184.6 179.3 169.5 223.3 186.4 256.7 187.5 245.3 251.1
Dec. . 
)60
... 263.4 244.3 121.4 111.8 230.4 207.0 179.8 171.9 179.4 169.2 170.6 140.5 207.8 179.0 244.2 227.4
Jan . ...... 229.3 231.8 110.1 111.8 218.2 207.6 190.6 177.8 181.2 182.3 160.2 154.3 166.5 166.2 228.3 237.6
F e b .__ ... 227.9 252.7 111.1 118.1 198.1 213.0 166.9 182.4 178.6 196.7 133.2 155.1 139.0 169.3 243.8 288.2
March _ 225.2 233.8 129.7 125.2 191.6 196.9 163.6 181.4 154.4 181.4 122.7 144.4 146.3 169.9 249.7 258.5
A pril ... 220.0 230.8 127.1 130.8 202.3 205.4 170.5 183.1 150.0 186.3 126.0 142.0 140.3 159.6 219.2 232.0
May __ ... 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
June  ...... 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8J u l y __... 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. ...... 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. ...... 246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6Oct. __.- 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. ...... 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. __ ... 239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
Adj.—A djusted fo r seasonal variation.
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New Publications . . .
Two new publications have recently been 
released by the Bureau of Business and Eco 
nomic Research.
An Analysis of Property Valuation Sys 
tems Under Eminent Domain, by Dr. Willis 
P. Rokes of the School of Business Admin 
istration. The subject of this monograph 
has attracted increased attention of legisla 
tors, government officials, and jurists 
throughout the nation. Thousands of Amer 
ican property owners are affected as private 
property is taken in ever-increasing quanti 
ties to meet the public need for highways, 
expansion of public utilities, new schools, 
urban redevelopment, and other public uses. 
The new Federal Aid Highway program, for 
example, involves the acquisition of 41,000 
miles of rights-of-way requiring the taking of 
one and one-half million additional acres of 
land.
Considerable interest has developed in 
Montana over condemnation law and pro 
cedure as it relates to the state’s highway 
program. As a recipient of federal aid, Mon 
tana can benefit greatly from the new sys 
tem. It is important that this highway work 
be completed without delay and with fair 
ness to the property owner and condemning 
authority alike.
In his monograph, Dr. Rokes points out the 
lack of uniformity in condemnation law 
throughout the nation. Existing weaknesses 
result in discriminatory treatment of land- 
owners and excessive litigation and acquisi 
tion costs. Shortcomings in the process 
must be rectified, for they are a serious pub 
lic problem, according to Dr. Rokes. In his 
monograph, he analyzes present systems, 
pointing out their strengths and weaimesses, 
and recommends a possible solution to prob 
lems they present.
Montana residents and institutional libra 
ries regardless of location may obtain free 
copies of this report from the Bureau of 
Business and Economic Research, School of 
Business Administration, Montana State Uni 
versity, Missoula. The charge to out-of-state 
residents is $1.00.
The 1961 Montana Trade Association Di 
rectory. This booklet, published annually 
by the Bureau, lists 65 trade associations in 
Montana and gives the names, addresses, and 
phone numbers of their principal officers. 
Copies are available free of charge from the 
Bureau of Business and Economic Research, 
School of Business Administration, Mon 
tana State University, Missoula.
MONTANA BUSINESS REVIEW
March 1961 Vol. 13, No. 3
Published monthly and sent free on request 
by the Bureau of Business and Economic Re 
search, School of Business Administration, 
Montana State University, Missoula.
Entered as second-class m atter March 3, 1949, 
at the Post Office at Missoula, Montana, under 
the Act of August 24, 1912.
Bureau of Business & Economic Research 
School of Business Administration
Montana State University, Missoula 
M ember, Associated U niversity Bureaus o f 
Business and Economic Research 
Pau l B. Blomgren, Dean and  Acting D irector 
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2
Industrial Location
PAUL B. BLOMGREN, Dean 
School of Business Administration 
Montana State University, Missoula
One of the current problems in the na 
tion, the state, and local communities is that 
of economic growth. One aspect of growth, 
the attraction of new industry, is of par 
ticular concern to many communities. It 
may be true that some communities cannot 
or should not attract new industry, but many 
will try to do so. Plant location is not, how 
ever, as simple as it sometimes seems. The 
following discussion attempts to give readers 
of the Montana Business Review a better 
understanding of the complexity of the prob 
lem by pointing out some, though by no 
means all, of the factors involved. It also 
includes, in the final section, some comments 
on the role of the local community in plant 
location and some suggestions for action.
Raw Materials, Markets,
And Transportation
Three interrelated factors are basic to the 
location of any plant: raw materials, markets, 
and transportation. The new plant must 
have a source of raw materials. These ma 
terials may range from ore for a smelter to 
finished engines in the case of an automo 
bile assembly plant. For the purpose of this 
discussion, fuel for power, materials used in 
processing, and other supplies may also be 
considered as raw materials. These raw 
materials must be of proper quality for the 
process in question; they must be available 
in quantities sufficient to make possible con 
tinuous production over a considerable peri 
od of years, and they must be priced low 
enough so that processing is economic. Thus 
an adequate continuous supply of raw ma 
terials is essential.
Since plants are constructed for the pur 
pose of serving new markets, the location of 
these markets and the estimated quantities 
which they can absorb are also of great 
importance. If the plant will serve a number
of markets, it is necessary to estimate which 
of these markets are most important to the 
new plant. Good service to these markets 
must be possible from whatever location is 
finally chosen.
The link which relates the raw materials 
and the market to plant location is trans 
portation. Transportation is important in 
terms of price, quantity, and quality. The 
plant will tend to be located at the point 
where total transportation charges are the 
least. This statement needs further explana 
tion, however, and to simplify the explana 
tion it will be helpful to make certain as 
sumptions. The effects of transportation 
charges will be examined under these as 
sumptions and then the more complicated 
situation can be examined when the as 
sumptions are changed.
Let us assume:
(1) Transportation charges are the only 
costs involved and the only factor to be 
considered.
(2) There is only one source of raw ma 
terials.
(3) There is only one market to be served.
(4) The charge is 5 cents per 100 pounds 
to ship raw materials from their source to 
the market location.1
(5) The charge is 10 cents per 100 pounds 
to ship the finished product from the location 
of the raw materials to the market.1
(6) One hundred pounds of raw mater 
ials, when processed by the plant, result in 
100 pounds of finished goods. (There is no 
loss of weight in process.)
Under these assumptions, where would 
the plant be located? It would be located at 
the market. Why? If the plant were lo 
cated at the source of raw materials, it would
'Relative to assumptions (4) and (5), it should be 
noted that the charge per 100 pounds for shipping 
finished goods is generally higher than  the charge 
for shipping raw  materials.
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cost 10 cents per 100 pounds to place the fin 
ished goods at the market. If the plant were 
located at the market, it would cost only 5 
cents per 100 pounds to place finished goods 
at the market because of the lower charge 
for shipping raw materials and the lack of 
weight loss in processing.
Suppose the assumption regarding weight 
loss were changed so that it becomes neces 
sary to process 300 pounds of raw materials 
to obtain 100 pounds of finished goods. Such 
weight loss is characteristic of industries such 
as mining and lumbering. Under these con 
ditions, where would be the plant be located? 
It would be located at the source of the raw 
materials. Why? If the plant were located 
at the market, it would cost 15 cents to place 
100 pounds of finished goods at the market 
(5 cents per 100 pounds times 3). If the plant 
were located at the source of raw materials, 
it would cost 10 cents to place 100 pounds 
of finished goods at the market (10 cents per 
100 pounds times 1). Hence the processing 
plant would locate at the site where total 
transportation charges were least, or at the 
raw materials source.
The important factors which shifted the 
plant location were (1) weight loss in pro 
cessing, and (2) the difference, or spread, 
between raw materials and finished goods 
shipping charges. One could generalize that 
when the weight loss is more than propor 
tional to the spread in rates (300 pounds to 
100 pounds as compared with 5 cents to 10 
cents) the plant would tend to be located 
close to the raw materials source. When the 
weight loss is less than proportional to the 
spread in rates (100 pounds to 100 pounds 
as compared with 5 cents and 10 cents) the 
plant tends to be located at the market. It is 
also interesting to note that if the weight loss 
were exactly proportional (200 pounds of 
raw materials producing 100 pounds of fin 
ished goods as compared with charges of 5 
cents and 10 cents) the plant could be lo 
cated at either point, since the cost of plac 
ing 100 pounds of finished goods at the mar 
ket is 10 cents regardless of location.
This simple example shows how raw ma 
terials sources or markets tend to draw the 
plant depending upon the spread in charges 
and weight loss in processing. Although 
other features in transportation rates such 
as processing-in-transit privileges can tend 
to minimize the effects of the spread in 
charges, the basic pull illustrated remains.
Assumptions (2) and (3) indicated only one 
source of raw materials and only one mar 
ket. In actual practice there may be many, 
sources of raw materials and many markets. 
Would this change the generalizations de 
rived from the simple illustration? The sit 
uation is more complex, but the generaliza 
tions still hold. In actual practice, it be 
comes necessary to devise formulas to de 
termine the location involving least transpor 
tation cost for a plant using many sources of 
raw materials and a number of markets. This 
is a task for the mathematician, who can do 
it with ease.
The quantity of transportation facilities 
available is another factor in plant location. 
Some firms wish to have both motor and rail 
transportation as alternatives; they feel that 
the resulting competition will keep charges 
lower and service better. Other firms want 
to be located near a main line or route so 
that the quantity of equipment available to 
move freight is relatively great. In any case, 
the required amount of transportation equip 
ment must be available when it is needed.
The quality of the transportation service is 
also important. In some industries, frequent 
shipments to the plant or market are neces 
sary. The transportation service must be 
reliable so that the supply of raw materials 
or finished goods is not interrupted just when 
it is needed most. Some firms feel that 
where three or more truck lines must be 
used, service tends to be slower and less re 
liable. Consequently, these firms seek lo 
cations where there is one or, at most, two- 
line haul to the destination of the freight.
Although an adequate quantity and quality 
of transportation service at an economical 
price is an essential factor in locating most 
new plants, it is not the only factor to be 
considered in actual practice. It must be
4
' judged in its relative importance along with 
a host of other factors. To do so, we must 
change our first assumption, that transpor 
tation charges are the only costs involved.
Labor
A firm contemplating the location of a new 
plant must of necessity be concerned with 
the labor force available near the proposed 
site. While many of the executives and, in 
some cases, highly skilled personnel may be 
brought in from outside the community, the 
bulk of the labor force must usually be hired 
locally. Officials of the proposed new plant 
will be interested, therefore, in the number 
of workers currently unemployed, of those 
employed in work that is contracting (such 
as agriculture), and of those employed in un 
desirable or poorly paid occupations. They 
will also be interested in the number of in 
dividuals not presently of working age who 
will enter the work force in the next few 
years, since workers may be available from 
this group of young people in the event of 
future expansion.
The size of the geographic area in which 
this labor pool is available will also be a 
matter of concern for the prospective plant.
In small cities or rural locations the supply 
of labor need not be located within the city 
itself. Commuting to work is a common oc 
currence today. It is necessary, however, 
that an adequate supply of labor be located 
within reasonable commuting time of the 
plant. In large cities, particularly if there 
are no expressways, this may actually be a 
relatively short distance. In rural localities 
it may involve an entire county or an even 
larger area.
The prospective employers will probably 
also be interested in the age and sex distribu 
tion within the pool of potential labor. The 
kind of labor needed will of course depend 
upon the type of work to be done in the new 
plant. Certain processes require the em 
ployment of young men who are particularly 
rugged physically; for others, the bulk of the 
work force needed would be female. It should 
be noted here that not all unemployed 
women can be counted in the potential labor
5
force for many of them are housewives who 
do not plan to seek industrial employment. 
Hence it is necessary to study this aspect of 
the problem with care. One rule of thumb is 
sometimes helpful: Since married women 
seek employment primarily to supplement 
family income, the lower the relative level 
of family income in the area, the larger the 
percentage of married women who could be 
expected to seek industrial employment if it 
were available.
Prospective employers will also be inter 
ested in the qualitative aspects of the po 
tential labor force. The skills and training 
available among the work force may be 
usable by a prospective plant. The general 
level of education may be some indication of 
aptitude for certain necessary types of train 
ing. The general reliability and stability of 
members of the potential labor force will be 
of considerable interest. If they are indus 
trious people, used to relatively hard work 
and generally reliable, prospective employers 
will be favorably impressed. Displaced agri 
cultural employees who are not the transient 
or floater type usually make good industrial 
employees, particularly in plants located in 
small rural towns or cities.
Plant officials will also investigate the 
history of labor disputes or work stoppages 
in the community. Labor relations in an area 
are of obvious concern to prospective em 
ployers, since extended disputes raise the 
cost of production. If work stoppages and 
disputes have been prevalent, then manage 
ment must attempt to determine whether or 
not such a situation would be likely to pre 
vail in the new plant.
Since wages are an important cost of pro 
duction, hourly, weekly, and monthly rates 
for the region will be investigated. Fringe 
benefits common to the area must also be de 
termined and converted into the wage so that 
it is possible to determine total labor cost.
In choosing the location of a new plant, a 
firm must thus consider not only the size of 
the potential work force, but also its com 
position, quality, and cost.
(Continued on page 8)
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UnadJ. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unad
1959
December ....... 112.6 114.0 136.4 141.0 55.6 57.8 108.2 107.6 50.5 49.8 109.1
1960
January  ......... 107.8** 114.3** 132.7** 155.8** 68.5** 69.7** 105.5 107.1 48.5** 48.7** 821
February . ... 105.4 113.0 109.1 129.4 77.8 79.1 101.4 106.8 62.4 63.3 79.1
March .............. 106.8 114.2 107.3 131.8 103.7 105.3 100.0 105.0 69.3 69.3 74/
April ............... 111.2 115.1 105.4 126.2 105.6 105.3 101.4 107.3 72.3 71.4 106.!
May ....... .......... 113.6 113.1 120.0 124.4 105.6 107.6 102.7 104.6 74.2 73.6 1191*
June ....... ...... - 117.9 113.2 132.7 119.3 109.2 107.6 104.1 106.6 74.2 71.5 1371
July  ................. 118.4 112.8 132.7 117.3 107.4 102.6 105.5 106.4 75.2 76.4 142.!
A u g u s t_____ 118.8 111.9 140.0 120.1 113.0 107.4 102.7 102.4 74.2 75.6 149.‘
September ..... 123.4 117.4 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 1651
October ______ 121.1 117.9 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 1591
November ..... 118.6 117.7 130.9 125.5 98.1 100.1 109.6 103.5 77.2 75.8 147.1
December ....... 116.7** 118.1** 121.8** 126.0** 96.3** 100.1** 102.7** 102.1** 76.2** 75.1** 1251
1961


















December .... ... 64.6 65.9 38.9 39.7 0.0 0.0 6.2 5.5 338.3 338.3 200.2
1960
January ___ ... 45.4 49.2 38.6 41.7 0.0 0.0 4.3 4.8 331.8 328.5 186.5
February ... ... 69.6 79.7 74.4 81.3 49.4 46.4 9.0 8.4 341.9 333.6 183.4
March ___ ... 111.0 133.2 130.1 144.7 146.9 141.2 16.4 16.5 329.8 329.8 180.3
April ............ ... 114.1 129.2 134.6 139.2 179.3 169.2 33.9 25.9 327.4 329.4 177.4
May ....... ...... ... 121.9 132.5 147.2 144.7 181.0 180.1 32.3 27.5 312.6 313.5 186.8
June ______ 115.2 117.7 139.7 133.3 174.1 179.5 46.8 42.7 325.0 318.0 202.1
July  . ... 118.5 122.7 137.7 130.6 183.5 201.6 41.6 50.7 337.9 335.9 182.3
August ____ ... 134.6 122.5 148.2 144.4 200.5 217.9 15.1 18.2 339.5 344.3 196.9
September ... ... 152.3 131.5 153.4 144.0 198.8 213.8 18.6 28.0 337.9 339.6 211.5
O c to b e r------ ... 162.6 128.3 143.8 140.0 214.9 212.8 17.5 21.5 337.1 339.5 218.1
November ...... 152.8 135.2 143.0 135.9 181.8 172.3 15.9** 13.2** 336.3 338.7 224.G
December __ ... 126.3 128.9 136.5 139.4 192.7 189.8 15.3 13.7 330.6 330.6 201.6
1961
January.. ___
Adj.—Adjusted for seasonal variation. #__:Preliminary **—Revised
220.0
'Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- s 
month.
•Unemployment Compensation Commission of Montana. Number of work applicants a t end of month.
•Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific P 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carloading 
“Computed from reports of U. S. Bureau of Mines. Daily average. • §
“Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana conunt 
“Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department and 













(N um ber) 
U nadj. Adj.




[ 85.9 86.9 114.7 111.6 145.5 147.6 20,168 16,586 143.6 145.9 _ .... December 
1960
)** 83.6** 86.9** 106.4** 113.7** 142.8** 145.0** 24,452 16,097 163.1 159.4 _____ January
) 81.4 85.0 103.3 111.3 144.7 147.0 23,066 14,056 185.3 173.5 .... . February
i 82.3 86.2 103.3 110.1 145.5 147.1 21,543 14,192 213.2 208.8 .... .....  March
) 84.1 86.8 106.4 109.1 150.2 149.9 16,153 13,338 219.4 210.2 ... April
• 87.7 87.6 106.9 106.9 150.2 147.4 10,923 12,384 218.4 208.4 .... ......... .. May
! 90.0 87.9 108.0 104.9 157.2 151.3 10,035 12,481 220.4 214.0 _________ June
90.4 86.4 108.6 104.8 152.5 153.4 8,038 12,272 205.8 216.8 .... ............. Ju ly
90.4 86.9 108.6 102.7 153.3 153.8 7,939 15,690 208.9 214.9 .. ........... August
88.2 85.7 117.5 112.1 153.3 152.7 7,777 15,743 210.1 214.4 __ ... September
1 84.1 82.9 113.3 111.1 155.2 153.4 9,469 16,671 208.9 222.2 .....____ October
83.6 82.3 112.2 110.9 152.1 153.3 14,487 16,114 306.0 324.2 __ ... November;** 82.7 83.7 114.4** 111.3** 151.8** 154.0** 17,577 14,455 471.7 472.4 __ __ December
1961.* 81.8* 85.0* 107.2* 114.5* 152.5* 154.8* 22,670 14,924 . January
N onfarm  M ortgage R ecordings (U nadj.)8
Savings Insur- A gricultural& Loan ance Comm. Dept. Store Prices10Total Assocs. Cos. Banks Others Sales* Livestock Crops($1,006) ($1,000) ($1,000) ($1,000) ($1,000) Unadj. Adj. Unadj. Unadj.
1959
6,873 1,759 466 3,104 2,544 205.5 123.6 94.0 79.0 December
1960
1 5,200 1,150 455 2,285 1,310 80.4 128.4 93.0 78.0 January
4,687 1,351 343 1,776 1,217 74.8 116.3 94.0 78.0 .. February
5,023 1,469 716 1,862 976 89.2 111.2 105.0 79.0 ......... March
6,017 1,717 644 2,008 1,648 125.7 131.8 102.0 8 0 . 0 ______________-... ....  April
5,599 1,626 633 2,009 1,341 125.4 128.5 101.0 82.0 ____________________ May
7,491 2,172 518 2,318 2,483 112.9 123.8 93.0 81.0 -  . ................. ............ June
5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 8 0 . 0 ___________________  July
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 7 6 . 0 ______________..... . August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 .......................... Septem ber
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 7 7 . 0 __________ ___ ___ October
i 6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 7 8 . 0 _______________ November
5,467 1,417 469 2,406 1,176 203.4 122.4 90.0 7 8 . 0 _______ ______ .....  December
1961
137.9 220.3 91.0 7 8 . 0 _____ ________ __  January
1 time wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
i Light Company, Bonneville Power Adm inistration, and the Bureau of Reclamation to commercial and industrial
rlh t loaded a t Montana points. Daily average.
I  Daily average.
fr stores in Montana. Daily average.
A djusted for seasonal varia tion : This m eans th a t in tra -annua l repe ti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and  convention have been allowed for statistically .
7
Supporting Services
A firm seeking to locate a plant in a com 
munity will be concerned with the adequacy 
of a number of services. Will police and fire 
protection already available be sufficient for 
the protection of the new plant? If not, it may 
be necessary for the governmental units con 
cerned to expand these services, perhaps 
straining present budgets and causing an in 
crease in tax rates. Inadequate protection, 
on the other hand, will undoubtedly be re 
flected in insurance costs for the new plant. 
The company may be forced to undertake 
the cost of its own police and/or fire pro 
tection. In any event these factors must be 
assessed and possible costs estimated.
Some industrial processes require a con 
siderable quantity of water and the disposal 
of a large volume of waste. Firms using such 
processes must determine whether local 
water and sewage facilities are adequate. If 
they are not, the prospective company must 
estimate the cost of securing adequate facili 
ties. It should also be pointed out that quan 
tity may not be the only factor where water 
is concerned. Some industries need water 
free of certain impurities. In this case a 
chemical analysis of the water must be made.
Local schools and recreation facilities may 
assume importance particularly where the 
new plant will move in a number of outside 
personnel. Modern industry recognizes that 
such factors have an important influence on 
the happiness and morale of workers. Em 
ployee morale, in turn, has a definite effect 
upon the productivity of the work force.
Power
The availability of power is important for 
manufacturing industry, and particularly so 
for heavy manufacturing. New industry 
will want to know the quantities of power 
which are available for present use. In most 
cases it will be important whether or not this 
is firm power which can be purchased re 
gardless of season or time. Some industries 
will purchase interruptible power, but must 
recognize the cost of providing standby 
equipment. If the power companies serving
the area are tied in to a larger regional net, 
this tie will be considered advantageous. The 
quantity of power available today will not be 
the only concern of the prospective firm; 
they will want information also on the pos 
sibilities of power for future expansion.
Since in a great many manufacturing and 
processing operations the cost of power is an 
important factor, prospective plants will 
wish to know the presently available rates on 
various quantities of power. If location in 
the area is seriously contemplated, the firm 
will ask for a bid or quotation from the power 
company or companies involved. If the power 
company is privately owned, the new firm 
will probably request that the quoted rate 
be approved by the state regulatory agency 
before the plant is constructed.
In some cases the firm may desire to gen 
erate its own power. In this situation the 
source, quantity, and cost of fuels for gener- 
ating purposes will be a matter of concern.
Government and Taxes
The new firm will be particularly inter 
ested in the stability and efficiency of the 
state and local government, since the effi 
ciency of government, or lack of it, is quite 
likely to be reflected in the level of taxation 
and in future needs for governmental rev 
enues.
The tax structure will be of importance as 
industry may be called upon to bear a major 
proportion of these taxes. In this connec 
tion two additional comments should be 
made. First, while the actual level of taxes 
is important, what is received for the taxes 
paid is equally important. In some areas 
taxes are very low, but so is the level of gov 
ernment services. Lack of certain services 
such as adequate fire protection may result 
in other costs to replace the service which 
must be borne by the plant alone. What is 
even worse, the level of taxes may be high 
and governmental units so inefficient that 
little is received in return. Second, new in 
dustry will want to know that taxes are 
equitably applied, particularly with regard 
to taxation of different types of industry and
8
'with respect to assessment practice. The new 
firm expects to pay its fair share of taxes, but 
it is not interested in bearing a burden which 
should be borne by others.
In the matter of tax and assessment prac 
tice, the prevailing attitude toward business 
and industry will usually be checked. Prom 
ises and grand statements mean less than 
actual practice with regard to existing firms.
Taxes undoubtedly affect the location of 
new plants. However, it must be emphasized 
that this factor must be assessed along with 
many others. Its relative importance in any 
given case will certainly depend upon the 
type of industry concerned as well as that 
industry’s most pressing problems.
Attitude of the Community
No discussion of plant location would be 
complete without at least mentioning the 
importance of community attitude. Does the 
community actually want new industry or 
does it merely pay lip service to the pub 
lished attitude? Here again the treatment 
accorded existing industry or another newly 
acquired plant will speak more clearly than 
a publicity release.
Locating in a community whose attitude 
is actually against new industry can be cost 
ly. Profiteering from available industrial 
sites when a new plant seems imminent is 
one evidence of unfavorable attitude. Unfa 
vorable attitude can result in inequitable as 
sessment, taxation, and regulation once the 
new plant is built. Admittedly the matter of 
attitude is intangible and difficult to mea 
sure, but the prospective firm will neverthe 
less find it a matter of concern.
Role of the Community
It is quite possible that an industrial firm 
will first decide upon one or more areas in 
which it may locate a new plant. In this 
decision, the state will probably play the pri 
mary role, though communities should rea 
lize that receiving a favorable decision on 
the area is of first importance and should 
cooperate with the state in attempts to pro 
mote industrial development. Ultimately, 
however, the community in or near which 
the proposed new plant will be located plays 
an important role in obtaining the final 
critical decision actually to locate in the 
state. Preparation for this role should have 
begun sometime before this point is reached.
The first step in planning for economic 
growth in a community is to take a thorough 
look at the conditions under which such 
growth will start. A community should be 
come aware of its assets with regard to plant 
location. Does it possess important raw ma 
terials or supplies? Is there an adequate 
labor force available? Are adequate sites 
available at reasonable cost? Many ques 
tions such as these need to be asked and 
answered with candor. It is equally im 
portant that the city recognize its liabilities 
and its problems. In one community, for ex 
ample, it may be true that major expansion 
of the present water supply would be too 
costly with the present tax base. Recogniz 
ing this fact, this community should not seek 
to attract plants which are heavy water con 
sumers, since under present circumstances 
efforts to attract such a plant would probably 
be wasted effort or could cause more prob 
lems than they solve. Another community, 
presently a one industry town, may need to 
recognize the advantage of diversity, which 
would decrease the impact on the town in the 
event of shutdown or other difficulty in its 
one industry.
In brief, the community must evaluate it 
self, just as a prospective industry would do. 
This evaluation should be made, however, 
without a specific industry in mind; in fact, 
it should be made before any contacts are 
made with prospective plants. One advan 
tage of this evaluation is the collection of 
considerable data in one place, where it can 
be made available to prospective firms. An 
other advantage is that prospective firms 
will realize that the community is actually 
interested in attracting industry. An indus 
trial firm is naturally impressed to see that 
a community goes about promotion of eco 
nomic growth in a business-like manner.
9
The primary advantage of the community 
study lies with the community itself. Plan 
ned growth must be based upon a solid foun 
dation of facts in order to be effective. It is 
important that communities seek growth 
which will overcome more problems than it 
creates. For example,, if the present male 
work force is now employed in relatively 
high-level occupations, then probably it 
will be necessary to seek the type of firm 
which will import technical people or one 
which employs women. The advantage of the 
community study is an opportunity to find 
out what kind of industry is needed and what 
the area has to offer such a firm. Because 
of the extreme seasonality of business in 
many Montana communities, particular atten 
tion should be devoted to the possible sea 
sonal characteristics of a new firm. The 
newcomer should fit into the community and 
complement growth instead of creating prob 
lems.
A multitude of communities today are 
seeking new industry. Few of those in Mon 
tana have budgets for this program which 
will allow them to compete all along the line 
with large centers. It makes sense to use 
available budgets wisely, selecting the tar 
gets at which the shots should be directed. 
The industrial quarry should be pursued 
with a rifle instead of scatter shot and trust 
in luck.
One final comment is very important. Self 
evaluation may show that it is a waste of 
money and effort to attempt to secure a new 
industrial plant. It may show that orderly 
growth can best result from encouraging in 
dustry already in the community, or from de 
veloping the community as a distribution 
center, from expanding the travel business 
and lengthening the travel season. Manufac 
turing or processing is not the only avenue 
to stable growth. Recognition of this fact 
would save much pain and frustration.
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, Recently, all subscribers to the Montana 
Business Review were canvassed and asked 
to return a postcard with their name and ad 
dress if they wished to continue receiving 
the Business Review. Beginning with the 
April issue, copies will be mailed only to 
those who have replied to this request.
If you did not receive such a notice and 
wish to continue on our mailing list, please 
send your name and address to:
Bureau of Business & Economic Research 
School of Business Administration 
Montana State University 
Missoula, Montana
LOCAL BANK DEBITS 
( 1947-1949 =  100)
Billings B utte  G lendive G rea t Falls K alispell M alta Miles City Missoula





... 263.4 244.3 121.4 111.8 230.4 207.0 179.8 171.9 179.4 169.2 170.6 140.5 207.8 179.0 244.2 227.4
.. 229.3 231.8 110.1 111.8 218.2 207.6 190.6 177.8 181.2 182.3 160.2 154.3 166.5 166.2 228.3 237.6
Feb. ... ... 227.9 252.7 111.1 118.1 198.1 213.0 166.9 182.4 178.6 196.7 133.2 155.1 139.0 169.3 243.8 288.2
March .. 225.2 233.8 129.7 125.2 191.6 196.9 163.6 181.4 154.4 181.4 122.7 144.4 146.3 169.9 249.7 258.5
April 220.0 230.8 127.1 130.8 202.3 205.4 170.5 183.1 150.0 186.3 126.0 142.0 140.3 159.6 219.2 232.0
May .... ... 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
June  ... .. 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
Ju ly  ..... 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. ...... 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. ...... 246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
O c t .__... 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. _ _. 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. __.... 239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
1961 
Jan . ...... 242.4 245.1 149.8 152.1 247.9 235.9 224.8 209.7 194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
Adj.—A djusted fo r seasonal variation. 
C om puted from  reports of Federal Reserve B ank of Minneapolis. Daily average.
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Man has long recognized the need to pro 
tect his financial investment in real and 
personal property. He has been careful to 
preserve property values by devising various 
types of insurance or risk-pooling arrange 
ments to indemnify himself if a loss occurs. 
Forms of property insurance emerged as 
early as 3,000-4,000 B.C. Fire insurance now 
protects his buildings and contents; extended 
coverage and broad form coverage protect 
him against windstorm, hail, explosion, and 
many other perils. His automobile and 
equipment are protected against almost all 
losses; his money, merchandise, furniture, 
and fixtures are covered against burglary 
and robbery. These are only a few of the 
forms of insurance devised by the business 
man to preserve his property asset values.
He uses other good business practices in 
connection with his property assets. If he 
is any businessman at all, he is sophisticated 
in his knowledge and application of good 
accounting principles. He faithfully and 
realistically records property values. Mind 
ful of the fact that machines, equipment, 
and fixtures wear out, he allows for obso 
lescence and depreciation, amortizing the 
cost of property assets over a period of time. 
Looking ahead, he accumulates a sinking 
fund to replace these assets when they wear 
out. If he has had the benefit of traditional 
business education, he recognizes that it is 
important to apply the economic principles of 
appraisal, indemnity, and capitalization in 
his business activities. He knows the value 
of surplus accumulation, sound investment, 
good credit, and the conservation of values.
As often as not, however, he applies these 
business principles only to his property
assets—his cash and accounts, his machinery 
and equipment, his inventory, his buildings, 
and his goodwill. Many small businessmen 
simply ignore the fact that the creation and 
preservation of property assets is contingent 
upon the maintenance of one supreme value 
—human life itself. The life of the owner 
or owners is the most important asset of a 
business; this is no mere theory, but a 
simple reality of business life which can 
be demonstrated easily by the consideration 
of a few basic economic truths.
Importance of the Problem
The magnitude of the problem becomes 
clear when the role of the small businessman 
in the American economy is examined. 
Small organizations greatly outnumber large 
business organizations in the United States. 
According to the Department of Commerce, 
of the 4.3 million commercial enterprises 
which were estimated to exist in this coun 
try in 1956, three out of four had less than 
four employees, and two out of every five 
had no employees at all. The sole proprietor 
ship, largely because of its simple form for 
transacting business, represents 70 percent 
of all commercial enterprises in this country, 
an overwhelming majority. Although most 
of them are properly classed as “small” 
business, proprietorships in the aggregate, 
together with an appreciable number of small 
partnerships and corporations, carry on a 
substantial portion of the country’s total 
economic activity. Because of the number 
of small businessmen, the problems which 
arise when an owner or a key employee dies 
assume a general importance. Many of these 
problems, if recognized in time, can be solved
2
easily by the application of the simple busi 
ness principles and good sense which the 
businessman uses daily in his work.
It is possible to preserve the economic 
value of human life by means of life and 
health insurance. Through insurance, the 
businessman can create a sinking fund to 
protect his most important asset. Any type 
of sinking fund might suffice, whether it be 
insurance or merely a cash reserve. The 
cash reserve, however, is an uncertain 
method of protection, since there is no as 
surance either that there will be sufficient 
time in which to accumulate the fund, nor 
that the fund will remain intact until it is 
needed. If insurance is used, the very event 
which brings about the loss of the asset 
creates the fund to replace the asset value.
A businessman carefully applies this con 
cept in preserving the value of a company 
automobile, a comparatively inexpensive 
and unimportant asset. He knows that an 
automobile has an estimated lifetime in 
terms of years or mileage. That lifetime 
can be represented in a depreciation sched 
ule by which he shows the amortization of 
the asset value. He sets up a sinking fund 
to replace the automobile when it wears out. 
A sinking fund account by itself is not suf 
ficient to preserve the value of the auto 
mobile. It may be destroyed by fire before 
the fund is complete. Recognizing that the 
automobile may be destroyed by calamity, 
the owner obtains collision and comprehen 
sive insurance to guard against such an even 
tuality.
A Striking Similarity
In what respect is the human life value 
different? Like the automobile, the human 
being wears out. The economic value of 
human life decreases with age. As the years 
go by, income expectancy decreases. Most 
men, therefore, attempt to plan for the fu 
ture. As a man works to support himself 
and his dependents today, he also attempts 
to accumulate property assets—a home, a 
business, an automobile, and a savings ac 
count—to provide a sinking fund for old
age when his income-producing period is past. 
Without insurance, however, his attempts to 
support his dependents and to accumulate a 
sinking fund may be interrupted, for the 
human being, like the automobile, is subject 
to possible calamity. The human life value 
disappears with death or disability.
Many businessmen fail to grasp this simple 
comparison. To do so requires an impersonal 
detachment, an ability to stand back and 
evaluate one’s individual self. Unflagging 
optimism is no substitute for automobile 
insurance, nor does it insure the continuation 
of life. Yet many a man who is careful to 
insure his automobile thinks nothing of lack 
ing sufficient insurance on his life. It is a 
statistical fact that man has a given life 
expectancy—an average number of years 
that he can expect to live. Certain indi 
viduals may outlive that life expectancy, 
but for every man who lives beyond it, 
another man dies prematurely.
A man who ignores the precariousness of 
human life tempts fate. He may argue, 
“Even if I do die, I leave a large estate to 
my family.” This presupposes that the 
amortization schedule for his human life 
value will be uninterrupted and that he will 
live long enough to accumulate an estate; 
it also presupposes that death will not affect 
the value of the property assets left behind. 
Both are faulty suppositions. He cannot 
predict his date of death, unless he commits 
suicide. Furthermore, even accumulation of 
assets is not sufficient unless he provides for 
the preservation of their value upon and 
immediately following his death. The hu 
man life creates property asset values which 
death can seriously impair. A perfunctory 
examination of the operation of law illus 
trates the point.
The Operation of Law
A business is commonly liquidated fol 
lowing the death or extended disability of a 
sole proprietor, partner, or stockholder in a 
small corporation. The operation of law 
may force dissolution of the business and the
3
sale of business property assets. Even if the 
business is not dissolved, many difficulties 
are encountered by the survivors of the de 
ceased or by the remaining owners or associ 
ates of the business.
When a man dies, his personal entity is 
gone. The law sets up a temporary legal 
entity called his estate. It exists only long 
enough to wind up his affairs and distribute 
his property assets to his beneficiaries. He 
either does or does not leave a will. If he 
leaves a good will, his estate—if any re 
mains after payment of expenses, taxes, and 
debts—-will be distributed by his personal 
representative according to his instructions. 
If he does not leave a will, the law prescribes 
the manner of distribution to be followed by 
his personal representative. Each state has 
its own succession laws or laws of descent. 
Those of the State of Montana are typical. 
They provide that a decedents property, 
both real and personal, passes, subject to 
the payment of his debts, in the following 
manner: If the dead man left a wife but no 
children, all of the estate goes to her. If he 
had a wife and one child, half goes to each. 
If he leaves a wife and two or more children, 
one-third goes to her, and the remaining two- 
thirds is distributed equally among the chil 
dren, if living, and if dead to their children 
by right of representation. The statutes pro 
vide that if none of the foregoing survive the 
deceased, the parents share the estate. If 
they are dead, the estate is divided among 
brothers and sisters, if living, or if dead, to 
their issue by right of representation. The 
effects of the succession laws can be complex 
and confusing. Distribution by will can also
result in some perplexing problems. Prob 
lems differ according to the type of business 
engaged in by the deceased prior to his death.
The Sole Proprietorship
In a sole proprietorship the business entity 
and the personal entity of the proprietor are 
one and the same. There is no legal separa 
tion of business and personal assets. Under 
ordinary circumstances, the law will require 
the business enterprise to be closed out 
promptly by the dead man’s executor or ad 
ministrator. The law imposes a “bounden 
duty to proceed with the utmost expedition 
to settle the affairs of the estate” (State ex 
rel. Biering v. District Court, 115 Montana 174, 
181, 140 P 2d 583). The general rule is that 
a personal representative has no power to 
continue the business of a decedent unless 
expressly authorized by will, by statute, or 
by an order of the court (Raynes v. Raynes, 
54 N.H. 201; In re McCollum, 80 App. Div. 
362, 80 N.Y.S. 755).
If a personal representative carries on a 
business without authority, he takes great 
risk. If profits are realized, they go to the 
heirs. If losses are sustained, the personal 
representative must assume them. Debts 
contracted bind him individually and not the 
dead man’s estate, notwithstanding his mo 
tives in attempting to benefit the estate 
(Willis v. Sharp, 113 N.Y. 586, 591). This rule 
applies even in the case of the surviving 
widow. She, too, must settle the affairs of 
the estate with the utmost expedition. If 
she continues the business, thereby damaging 
the interests of creditors and other heirs, she 
is personally responsible and may be re-
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moved by the court (In re Dolenty’s Estate, 
53 Montana 33, 47, 161 P 524). Where auth 
orized by will, statute, or by court order,1 
the personal representative is not liable to 
the estate for losses, although he continues 
to be bound personally for all debts incurred 
by him in reference to the business. Since 
he cannot profit if he makes a profit, and 
since he loses his own savings in the event 
of a loss because of the personal liability he 
assumes, he has little incentive to continue 
the business. It is at best a financially 
dangerous expedient.
Suppose all parties interested in the estate 
(heirs and creditors) consent to continua 
tion of the business by the personal repre 
sentative? In that event the representative 
is not liable for losses incurred by him except 
for those which are the result of his own neg 
ligence or dishonesty. He continues to be 
accountable for any profits made. It may be 
impossible to secure unanimous consent. The 
success of sole proprietorships is often the re 
sult of the personal abilities of the dead man; 
a stranger to the business might experience 
little success in running it. Creditors may, 
therefore, be reluctant to agree to continu 
ation of the business. Difficulties also arise 
in attempting to obtain the consent of all 
heirs. Minors, for example, have no legal 
capacity to consent irrevocably to continua 
tion. A widow cannot consent on behalf of 
her children either where they have been 
named as heirs by will or where they come 
under the succession laws. Minors are all 
wards of the court by law. Few people care 
to contract with them, since they can revoke 
their contracts. Parents cannot release their 
children’s rights nor bind them to irrevocable 
contracts. Only a court can authorize a 
parent-guardian to enter into irrevocable 
agreements, and courts fully realize the 
heavy responsibility they bear for a minor’s 
welfare. They often hesitate in authorizing
1Courts in the m ajority of states hold th a t authority 
can be granted to the personal representative to 
carry on a business tem porarily bu t only fo r the 
purpose of winding it  up. M ontana is in  accord.
a minor’s consent to a business continuation 
agreement which promises uncertain results.
The usual procedure is to sell the business 
and distribute the proceeds to the heirs. 
Since such sale must proceed with “utmost 
expedition,” any experienced businessman 
knows that to expect going-concern value is 
overly-optimistic. Such a value looks to the 
future—it contemplates the continuation of 
the business. There are three reasons why 
such a value is a fiction:
(1) There is a lack of buyers. Few buyers 
will be interested in the assets as a unit, 
either because they do not want that type 
of business or because they lack the neces 
sary finances to effect a sale.
(2) If there are prospective buyers, they 
will seldom pay going-concern value. They 
know that heirs, needing the money, will 
settle for less. They know that since the 
personal representative has little time under 
the law in which to settle the estate, a quick 
sale price is possible. The period of per 
missible continuance is too short to assure 
that an advantageous sale of the business 
can be negotiated. (About a dozen states per 
mit additional time so that attempts can be 
made to secure a more advantageous price.)
(3) If there are no buyers of the business 
as a going concern, it must be sold in pieces. 
Each asset must be sold individually. What is 
the value of used furniture and equipment? 
What is the value of goods in process? What 
is the goodwill of a liquidated business 
worth? What is the quick sale value of a 
building designed for a specialized business? 
The answers are obvious. Liquidation in 
many cases means a loss of 50 percent to 80 
percent of property asset value.
The sole proprietor who leaves no life in 
surance leaves an uncertain legacy. He not 
only does not provide for expenses of his 
last illness, funeral bills, taxes, and legal 
and administrative costs, but he fails to leave 
a sinking fund to replace property asset 
values which died along with him. It is 
clear that property asset values depend upon 
the human life value. The businessman 




Statewide Nonagri cu ltu ral Employment1
Unadj.
Total
Lum ber & 
T im ber Prod.
P rim ary  Metals 
& O ther 






. Adj. unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unac
January  ...... ... 106.4 112.8 132.7 155.8 68.5 69.7 105.5 107.1 48.5 48.7 82.
February __ ... 106.3 113.9 130.9 155.3 77.8 79.1 100.0 105.4 48.5 49.2 79..
March . ... 108.8 116.4 121.8 149.6 101.8 103.4 101.4 106.5 69.3 69.3 81.i
A p r i l ______ 113.9 117.9 114.5 137.1 103.7 103.4 101.4 107.3 74.2 73.3 117.
May ............. 117.0 116.5 125.4 129.9 103.7 105.7 102.7 104.6 76.2 75.6 139.
June _____ ... 122.1 117.3 138.2 124.3 107.4 105.8 105.5 108.0 79.2 76.3 155.
July  _______ ... 122.8 117.0 140.0 123.8 105.6 100.8 104.1 105.0 80.2 81.5 160.!
August ......... ... 122.8 115.6 145.4 124.7 109.2 103.8 102.7 102.4 78.2 79.7 163.:
September _... 121.8 115.9 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 165.
October ...... ... 119.5 116.4 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 159.;
November .... 117.1 116.2 130.9 125.5 98.1 100.1 109.6 103.5 77.2 75.8 147.
D ecem ber.... ... 115.1 116.5 121.8 126.0 96.3 100.1 102.7 102.1 76.2 75.1 125.:
1961 
January  . 112.1 118.9 110.9 130.2 94.4 96.0 100.0 101.5 75.2 75.6 116.



























Jan u ary  ....... _  45.4 49.2 38.6 41.7 0.0 0.0 4.3 4.8 331.8 328.5 186.1
F eb ru ary  ..... ... 69.6 79.7 74.4 81.3 49.4 46.4 9.0 8.4 341.9 333.6 183.'
M arch ................ 111.0 133.2 130.1 144.7 146.9 141.2 16.4 16.5 329.8 329.8 180.:
A pril ______ ... 114.1 129.2 134.6 139.2 179.3 169.2 33.9 25.9 327.4 329.4 177/
M ay _____ ... 121.9 132.5 147.2 144.7 181.0 180.1 32.3 27.5 312.6 313.5 186.1
Ju n e  ............. ..... 115.2 117.7 139.7 133.3 174.1 179.5 46.8 42.7 325.0 318.0 202.
Ju ly  ............ ... 118.5 122.7 137.7 130.6 183.5 201.6 41.6 50.7 337.9 335.9 182.:
A ugust ____ ... 134.6 122.5 148.2 144.4 200.5 217.9 15.1 18.2 339.5 344.3 196.!
Septem ber _... 152.3 131.5 153.4 144.0 198.8 213.8 18.6 28.0 337.9 339.6 211.;
O ctober ....... ... 162.6 128.3 143.8 140.0 214.9 212.8 17.5 21.5 337.1 339.5 218.:
N ovem ber _... 152.8 135.2 143.0 135.9 181.8 172.3 15.9 13.2 336.3 338.7 224.1
D e c e m b e r_... 126.3 128.9 136.5 139.4 186.6** 183.8** 15.3 13.7 330.6 330.6 201.1
1961
Jan u a ry  ___ .... .119.8 129.9 138.3 149.5 177.6 174.1 19.3 21.3 335.5 332.2 220.1
F eb ru ary  __ ... 110.5 126.6 124.3 135.8 175.9* 165.2* 19.2* 18.0* 334.7 326.5 187.1
M a r c h ............ 196.‘
A dj.—A djusted for seasonal variation. *—P relim inary | *—Revised
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- a 
month. Revised.
Unemploym ent Compensation Commission of Montana. Number of work applicants at end of month.
’Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific P« 
users for consumption w ithin Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of M ontana, comprising total carloadi 
’Computed from reports of U.S. Bureau of Mines. Daily average.
’Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana commt 
’Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department anc 
,0Prices received by Montana farm ers and ranchers. U. S. Department of Agriculture, Agricultural Marketing Serv
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(N um ber) 
U nadj. Adj.
E lectric Pow er 
Consumption* 
U nadj. Adj.
9 83.6 86.9 106.4 113.7 136.9 139.0 24,452 16,097 163.1 159.4 __
1960 
____ January
9 83.6 87.3 105.8 114.0 137.7 139.9 23,066 14,056 185.3 173.5 . __ February
9 83.6 87.5 106.4 113.4 138.4 139.9 21,543 14,192 213.2 208.8 ..........  March
8 86.4 89.2 111.1 113.9 142.9 142.6 16,153 13,338 219.4 2 1 0 .2 __ ..... ....... April
9 88.2 88.1 113.9 113.9 142.5 139.8 10,923 12,384 218.4 208.4 __ .... ......... May
3 90.0 87.9 116.9 113.5 149.2 143.6 10,035 12,481 220.4 214.0 .._............  June
2 90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 __ _______  July
2 90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 __ ____ August
5 88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 ... September
0 84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 October
8 83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 ... November
8 82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 __ _ December
4 82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5 __
1961 
__  January




& Loan ance Comm. 
Total Assocs. Cos. Banks 
($1,000) ($1,000) ($1,000) ($1,000)
















4,687 1,351 343 1,776 1,217 74.8 116.3 94.0 78.0 _ February2 5,023 1,469 716 1,862 976 89.2 111.2 105.0 79.0 __ ____  March2 6,017 1,717 644 2,008 1,648 125.7 131.8 102.0 80.0 __ ...........  April4 5,599 1,626 633 2,009 1,341 125.4 128.5 101.0 82.0 __ ........ .... May4 7,491 2,172 518 2,318 2,483 112.9 123.8 93.0 81.0 __ ______  JuneID 5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 80.0 __ .........  Ju ly5
3
3
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 __ ___  August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 7 7 . 0 __ . September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 ___  October)
3
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78.0 __ ... November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 78.0 __ _ December




ime wage and salary workers who worked or
77.9 121.2 93.0 78.0 ____________
95.0 78.0 ____ _________
received pay during the pay period ending nearest
.. February 
_  March
the 15th of the
I Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial 
eight loaded at Montana points. Daily average.
I  Daily average.
I stores in Montana. Daily average.
A djusted for seasonal variation: This m eans th a t in tra-annual repeti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and convention have been allowed for statistically.
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(Continued from page five) 
should have at least sufficient insurance to 
cover his last expenses and the property 
value loss caused by possible forced sale. A 
more advantageous plan would be to set up 
a purchase and sale agreement with an inter 
ested party—an employee, for example. The 
agreement would provide that the employee 
must buy the business at going-concern value 
and that the deceased owner’s estate must 
sell to the employee. The price would be set 
by the agreement and would be funded by 
life insurance carried on the life of the 
owner with the employee as beneficiary. The 
deceased businessman’s heirs are thus as 
sured of a fair price for the business, and the 
employee is left with a profitable, familiar 
going concern. The employee is loyal to his 
employer and works to make the business a 
success, knowing that it will ultimately be 
long to him. Customers and creditors nego 
tiate with confidence, knowing that the firm’s 
continuity is assured. Through the medium 
of life insurance, the event (death) which 
creates the obligation to buy also creates the 
fund to finance the purchase.
The Partnership 
The partnership, like the sole proprietor 
ship, has no separate legal entity. It is 
simply a contractual relationship existing 
between individuals. It is a highly personal 
contract; thus it is not assignable. If one 
of the partners dies, the contract terminates, 
and the surviving partner must dissolve the 
business whether he likes it or not. The sur 
viving partner may continue the business 
only for purposes of winding it up, and he is 
required to post a bond in favor of the de 
ceased’s estate to guarantee his faithful per 
formance. Since he is trustee of the partner 
ship interest of his dead partner, the court 
may require him to give an accounting at any 
time. He cannot enter into new business 
transactions. The authority to settle up the 
business contemplates only the completion 
of transactions begun before the death of his 
partner (Weiss v. Hamilton, 40 Montana 99, 
108, 105 P 74). If he conducts new business, 
he does so at his peril. The utmost good
faith and fair dealing will not save a sur 
viving partner who ignores the mandate of 
the law to wind up the business (In re 
Ducker’s Estate, 146 Misc. 899, 263 N.Y.S. 
217).
If the widow is an heir, the partner could 
conceivably take her into the business as his 
new partner, thus avoiding liquidation. Such 
an arrangement would not be legal with re 
spect to the partnership property until the 
administration proceedings have been closed, 
for heirs have no right to possession or con 
trol of such property until it comes to them 
by the accounting of the personal represen 
tative (Taylor v. Lint, 338 Mich. 673, 62 N.W. 
2d 453). This course of action is possible, 
therefore, only when the wife is the personal 
representative (executrix or administratrix) 
and also the sole heir. Even then, the de 
ceased’s creditors and the tax authorities 
must first be satisfied. In the few cases 
where it is possible to work out such an ar 
rangement, it seldom meets with success in 
actual practice.
Where there is more than one heir, it would 
be necessary to take all of them in as partners. 
This course of action has doubtful merit. 
Furthermore, if one of the heirs is a minor, a 
reorganization of this type would require 
court approval on behalf of the minor. Such 
approval is unlikely. If he is unable to work 
out such an arrangement, the surviving part 
ner may attempt to obtain an outside buyer 
for his dead partner’s share of the business. 
An outsider will be looking for bargains and 
will not pay the amount expected by the 
widow. In addition, the surviving partner 
may hesitate to accept an outsider as his new 
partner.
If the surviving partner can buy the de 
ceased’s share in the business himself, the 
solution is simple. He can carry on the busi 
ness as before, minus the talents of his dead 
partner. Two obvious difficulties arise when 
the survivor contemplates buying the de 
ceased’s business interest:
1) How much money should be paid?
2) Where does he get the money to make 
the purchase?
8
, The widow will probably want the top 
going-concern value. The surviving part 
ner will have some idea of the quick sale 
value, a much lower figure. Since going- 
concern value usually depends upon his con 
tinuance of the business, he will question the 
justification of having to pay the widow the 
figure she demands. He will suggest an in 
termediate figure. Valuation disagreements 
often end in court with forced liquidation 
resulting. If the widow does not like the 
price offered to her by her late husband’s 
partner, she can force liquidation. If credi 
tors are not satisfied, they may block the 
transaction. If there are other heirs, the 
partner has the task of making a contract 
which will stand up under any subsequent 
legal attack by dissatisfied heirs.
The second problem is funding. Death us 
ually comes at an inconvenient time. A sur 
viving partner seldom has savings to finance 
a purchase, for several reasons. First, he 
is usually younger than the deceased and 
has had insufficient time to save a fund; 
second, the excess funds of the business have 
usually been used for expansion instead of 
being distributed to the partners; and third, 
most people never save to any appreciable 
extent but expand their expenditures to meet 
expanding incomes. Possibly the surviving 
partner can buy the deceased’s interest in 
instalments. The following factors make 
this course of action difficult: (1) the sur 
vivor is handicapped in running the busi 
ness, since he must do without the talents 
and energy of his dead partner; (2) he is in 
a higher income tax bracket, because all busi 
ness profits are now charged to him; and 
(3) he must nevertheless make enough 
money to support his family and to pay an in 
stalment large enough to support the de 
ceased’s dependents. If he borrows the 
fund, hoping to pay it back in instalments, he 
faces the same disadvantages.
The only practical solution is the buy and 
sell agreement funded by life insurance. Un 
der such an agreement, upon the death of 
one partner, the survivor is obligated to buy 
the deceased’s business interest. The de 
ceased’s estate is obligated to sell to the sur 
vivor. The event which creates the obliga 
tion creates the fund to finance the purchase, 
for each partner buys life insurance on the 
other’s life. The advantages are apparent: 
(1) the deceased’s heirs are guaranteed going- 
concern value on partnership assets; (2) the 
surviving partner is not required to liqui 
date his business to satisfy the deceased’s 
estate, thus liquidating himself out of a job 
—he now owns the business; and (3) both 
parties are saved worry, inconvenience, de 
lay, loss of asset values, and costly litigation. 
There is no liquidation loss.
The Small Corporation
In the case of the corporation the law 
operates in a different manner. Death of 
a sole proprietor or of a partner causes what 
amounts to an automatic termination of the 
business; since the entity of the sole pro 
prietor is the business, and the entity of the 
partner is part of the business, death dis 
solves the firm. In the corporation, however, 
the death of a stockholder does not termi 
nate the business by law, for a corporation is 
an entity in and of itself. The law has given 
it the attributes of a person; it is a creature 
of statute. This appears to be an advan 
tage.
Despite this advantage, the death of a 
stockholder in a small corporation poses 
problems as serious as those encountered 
in other business types. Although the busi 
ness is not legally dissolved, death shatters 
the well-balanced combination of human tal 
ent which makes up a profitable business 
team. Furthermore, what is to be done with 
the decedent’s stock? The answer to this 
question can be of extreme importance to the 
other stockholders and to the heirs of the 
dead man. One of the characteristics of cor 
porate stock ownership is the right to trans 
fer shares at will. To permit the unre 
stricted transfer of stock shares in a small 
corporation, however, could seriously affect 
the conduct of the business. For example, 
suppose a corporation is made up of three 
stockholders, each owning one-third of the
stock. If two of the stockholders sell their 
stock, the third stockholder will find him 
self closely associated with two strangers, 
who combined can dictate the future con 
duct of the business in respect to salaries, 
dividends, and active control of business pol 
icy. Accordingly, it is. the law that this in 
herent right of alienation of stock ownership 
may be reasonably restricted by the corpo 
rate charter or by contract between the 
stockholders (Bloomingdale v. Blooming- 
dale, 177 N.Y.S. 873, 1919). Thus, a corpo 
rate charter or agreement between stock 
holders may prohibit the sale of shares of 
stock, unless other stockholders or the cor 
poration have first been given the oppor 
tunity to buy. It is usual to set up such an 
agreement in the small, close corporation, 
since the number of stockholders is typi 
cally few.
When a stockholder dies, his stock passes 
to his heirs. They can either hold the stock 
or sell it. Either alternative poses some dif 
ficult problems for an heir:
1) The heir’s motive for holding stock 
may be to participate in the corporation and 
receive a salary. The other stockholders may 
no more desire to have the heir in the busi 
ness than to have any other stranger associ 
ated with them. If they control the major 
ity of the votes, the heir will not have a job, 
and he gets no salary unless he works for 
the corporation.
2) The heir may decide to hold the stock 
to participate in dividends. Here again he is 
thwarted by lack of voting power. The other 
stockholders prefer not to declare dividends, 
for dividends are taxed once as corporate 
earnings and, when distributed, are taxed 
again as individual income to the stockhold 
ers. To avoid double taxation, the extra 
dollars are used for business expansion or 
withdrawn as salary.
3) The heir’s remaining course of action is 
to sell his stock. If he must first offer it 
to the other stockholders or to the corpora 
tion, he is in a poor bargaining position. If the 
other owners have the money to buy, they 
will attempt to buy at the lowest price pos 
sible. The heir will attempt to sell at the 
highest price possible. If no agreement is 
reached on price, or if the corporation or 
other stockholders lack the funds to buy, the 
heir may offer the stock to outsiders. What 
outsider would wish to buy into a small, close 
corporation with no promise of salary or divi 
dends? There is little or no market for mi 
nority stockholdings in a close corporation. 
Every stockholder in a small, close corpora 
tion is confronted by the realization that he 
may be the first to die, leaving his heirs with 
the foregoing disadvantages.
Even if he is a surviving stockholder, the 
outlook is not cheerful. If he decides to buy 
the stock from his dead associate’s heirs, 
there is the problem of funding. In addition, 
a disagreement in price may result in a sale 
being made to a stranger. A stranger with 
a third of the stock may not pose too serious 
a problem for the two original stockholders 
who hold two-thirds of the stock. Upon the 
death of one of the two, however, two stran 
gers holding two-thirds of the stock can 
completely change the picture for the ori 
ginal stockholder. In this respect, he is in 
a worse position than if he were a partner 
in a partnership. As a partner, he could 
wind up the old concern and seek a new 
associate with talent and congeniality. The 
choice of new corporate associates would be 
entirely out of his hands. These are the 
problems confronting stockholders in many 
small corporations.
An application of simple business prin 
ciples can eliminate these problems. The 
solution is a stock purchase agreement 
funded by life insurance. Under such a 
contract, all stockholders agree that in event 
of a stockholder’s death, his estate will be 
obligated to sell his stock to the surviving 
stockholders or to the corporation (if the 
law of the state permits the corporation to 
buy its own stock). The surviving stock 
holders or the corporation are obligated to 
buy. The stock purchase agreement sets a 
price which is fair to all of the parties, 
and life insurance provides the means of 
funding the agreement. Insurance is car-
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ried on the life of each stockholder in the 
amount of the value of his stock; the other 
stockholders or the corporation are the bene 
ficiaries. The very event which creates 
the obligation to buy and sell also creates 
the fund to finance the purchase. The ad 
vantages are apparent: (1) the heirs are 
assured of an immediate market and of a 
fair value for their stock; (2) the remaining 
stockholders are not confronted with the 
fear of having to take strangers into the 
business and the likelihood of loss of con 
trol; and (3) uncertainty, friction, worry, 
inconvenience, and loss of asset values are 
avoided.
In Perspective 
Property assets are created by people; the
loss of human life can seriously impair their 
value. Today’s small businessman must 
realize that the human life value is a busi 
ness asset which death or disability can de 
stroy just as fire can destroy his company 
automobile, and that its loss can result in 
irreparable damage. He must take measures 
to guard against such loss. A life and health 
insurance plan provides a solution. The 
alternatives are the threat of interference 
or actual control of the business by outsiders, 
the possible loss of careers of surviving part 
ners and stockholders, unknown liquidation 
losses, unknown or speculative estate values 
left for dependents, worry, bickering, dissen 
sion, and possible litigation. The small busi 
nessman can ill afford such poor alternatives.
LOCAL BANK DEBITS 
(1947-1949 =  100)
Billings B u tte  G lendive G rea t Falls K allspell M alta Miles City Missoula
Unadj. A dj. U nadj. A dj. Unadj. A dj. U nadj. Adj. U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. Adj.
1960
Jan. — 229.3 231.8 110.1 111.8 218.2 207.6 190.6 177.8 181.2 182.3 160.2 154.3 166.5 166.2 228.3 237.6
Feb. .... 227.9 252.7 111.1 118.1 198.1 213.0 166.9 182.4 178.6 196.7 133.2 155.1 139.0 169.3 243.8 288.2
March .. 225.2 233.8 129.7 125.2 191.6 196.9 163.6 181.4 154.4 181.4 122.7 144.4 146.3 169.9 249.7 258.5
A pril _  220.0 230.8 127.1 130.8 202.3 205.4 170.5 183.1 150.0 186.3 126.0 142.0 140.3 159.6 219.2 232.0
May ....... 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
June __ 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
Ju ly . 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. __ 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. —  246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
Oct. __ 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. ....  263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. .. 
1961
—  239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
Jan. ..... 242.4 245.1 149.8 152.1 247.9 235.9 224.8 209.7 194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
Feb. __ 213.2 236.4 127.7 135.7 219.8 236.3 187.8 205.2 153.1 168.6 134.5 156.6 136.6 166.4 262.7 310.5
Mar. __ 235.2 244.2 143.6 138.6 211.8 217.7 186.1 206.3 153.8 180.7 115.5 135.9 141.8 164.7 294.3 304.7
Adj.—A djusted  fo r seasonal variation.
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Report to Montana1
PAUL B. BLOMGREN, Dean 
School of Business Administration 
Montana State University, Missoula
Schools of business administration have 
been under heavy fire for the past two years. 
Most of the fireworks started with the pub 
lication of two reports about the education 
of American businessmen. One report, by 
Professors Gordon and Howell, was subsi 
dized by the Ford Foundation; the other, by 
Professor Pierson, was under the auspices of 
the Carnegie Foundation. Both reports were 
critical of the schools of business for over 
specialization and course proliferation. They 
also indicated a need for more study of the 
liberal arts by the business graduate, and in 
cluded rather critical comments about both 
students and faculty.
While I do not agree with all of their con 
clusions, I respect those reports as sincere 
and scholarly efforts. I cannot say the same 
for many of the articles purportedly based 
upon them, however. I have never seen any 
direct misquotation of the reports in these 
articles, but some of them lead me to 
believe that those who wrote them failed to 
read the reports completely. It has become 
quite popular to take the most exaggerated
’This article was originally a speech delivered by 
Dean Blomgren. It is printed in the M ontana  
B usiness  R e v ie w  a t the request of a num ber of 
individuals.
examples as a basis for attack. The latest 
blast was issued in a popular weekly maga 
zine under the name of Senator Benton “as 
told to Stanley Frank.” The Senator con 
cluded that there wasn’t anything good about 
schools of business, and he saw no prospect 
for improvement. In my judgment, this 
was a plain and simple piece of sensational 
ism. The article also contained one misquo 
tation of Dean Teele of Harvard which 
caused the Dean to send letters to all schools 
of business denying the statement.
I have watched the degeneration of legiti 
mate scholarly criticism into plain propa 
ganda. It seemed that someone should tell 
the good as well as the bad. To my amaze 
ment, a great many have ducked and run 
for cover. Frankly, I am sick and tired of 
looking apologetic when I have no need to 
apologize. Let us look at the other side of 
the coin by inspecting the Montana State 
University School of Business Administra 
tion.
First a few facts. The School of Business 
was founded in 1914 and has experienced a 
steady growth since that time. This growth 
has included the development of areas of con 
centration in accounting, finance, market 
ing, management, general business, business
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education, and secretarial studies. Today 
there are 612 majors in prebusiness and busi 
ness. This year the total class enrollment in 
business courses will number 3,833 for a 
total of 13,457 student credit hours. Since 
the College of Arts and Sciences is depart 
mentalized, business administration is the 
largest single major and producer of degrees 
at Montana State University. Last year 112 
out of 596 undergraduate degrees at M.S.U. 
were in business administration.
I contend that quality has been maintained 
throughout this growth. Senator Benton al 
leges that large enrollments occur in business 
administration because the schools are easy. 
At M.S.U. this is not true. For the 1959- 
60 academic year, grade statistics were com 
puted for 48 schools and departments at 
M.S.U. Only five of these units gave a higher 
percentage of F than the School of Business. 
Only seven gave a lower percentage of A. 
These grades certainly are not hallmarks of 
an easy school. If business is easy, where does 
that leave the rest of the university?
Next, consider the accreditation of the 
School of Business Administration. It is ac 
credited by the Northwest Association of 
Secondary and Higher Schools and by the 
American Association of Collegiate Schools of 
Business. Some articles have cast aspersions 
at the standards of the A.A.C.S.B., the more 
rigorous of the two associations. In one 
source, I count 370 schools and departments 
of business or commerce. Senator Benton 
indicates there are 587 degree granting units. 
Whichever number you use, it is noteworthy 
that only 100 of these units can meet the stan 
dards of the professional accrediting associ 
ation, the American Association of Collegiate 
Schools of Business. There is no other unit 
in the state of Montana which meets these 
standards. In fact there are 12 states where 
business programs in the state university or 
college cannot meet these accrediting re 
quirements. These frequently maligned, but 
seldom quoted, standards are designed to in 
sure quality education insofar as it is possible 
to do so by rigorous requirements. What are 
some examples of these standards?
The standards provide that “at least 40 per 
cent of the total hours required for the bache 
lor’s degree must be taken in business and 
economic subjects.” They also require, how 
ever, that “at least 40 percent . . . must be 
taken in subjects other than business and 
economics,” and they specify that “with re 
spect to the latter, breadth not specialization 
is the objective.” This certainly does not 
sound like the over-specialization frequently 
charged. Our average student takes 45 per 
cent of his total work in business and eco 
nomics (6 percent of it in economics). He 
takes 12 percent in the natural and physical 
sciences, 10 percent in social sciences other 
than economics, 9.5 percent in the humanities, 
and 23 percent in other subjects throughout 
the university. Over half of his work is out 
side business and economics. Such a program 
can’t be referred to as “completely special 
ized.”
Since others have implied that high grades 
in business subjects pull the student through, 
the mean grade average should also be of in 
terest. In our system, A is equal to 4 points, 
B to 3, and C to 2 points. The mean grade 
of our majors in business courses is 2.4, in eco 
nomics 2.4, in the natural and physical sci 
ences 2.3, in social sciences other than eco 
nomics it is 2.2, in humanities 2.2, and in the 
other subjects throughout the university it 
is 2.5. A student should do better in his 
major than in other subjects, and these 
grades bear this out. They do not, however, 
indicate that our students are breezing 
through on the strength of business grades.
The standards also refer to the areas in 
which instruction must be offered. They 
provide that “. . . instruction shall be offered 
in the fields of economics, accounting, statis 
tics, business law or legal environment of 
business, business finance, marketing and 
management. In general, candidates for the 
undergraduate degree shall receive basic in 
struction in each of these fields.” Even 
within the business administration course 
program the objective is breadth. Our busi 
ness graduates must take 72 percent of the 
(Continued on page 6)
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MONTANA B I 
(194 I
S t G t € W i d € -----  N onagricultural Em ploym ent1
L um ber &
P rim ary  M etals 
& O ther 
D urable Goods N ondurable c l
Total T im ber Prod. Mfg. Mfg. Mining CoJ 
Una \U nadj. Adj. Unadj. A dj. Unadj. A dj. U nadj. Adj. U nadj. Adj.
1960
February .... 111.4** 119.4* 109.1* 129.4* 94.4* 95.9* 93.2* 105.4 48.5 49.2 79.
March .......... ... 111.4** 118.4* 109.1* 129.4* 94.4* 95.9* 93.2* 106.5 69.3 69.3 81.
A p r i l ______ 113.9 117.9 114.5 137.1 103.7 103.4 101.4 107.3 74.2 73.3 1171
May ______ 117.0 116.5 125.4 129.9 103.7 105.7 102.7 104.6 76.2 75.6 139
June .... ........ ... 122.1 117.3 138.2 124.3 107.4 105.8 105.5 108.0 79.2 76.3 155
July _______ 122.8 117.0 140.0 123.8 105.6 100.8 104.1 105.0 80.2 81.5 160.
August ......... ... 122.8 115.6 145.4 124.7 109.2 103.8 102.7 102.4 78.2 79.7 163
September — 121.8 115.9 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 165
October ___ ... 119.5 116.4 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 159
November . 117.1 116.2 130.9 125.5 98.1 100.1 109.6 103.5 77.2 75.8 147.
D ecem ber__ ... 115.1 116.5 121.8 126.0 96.3 100.1 102.7 102.1 76.2 75.1 125.
1961
January ..... 112.1 118.9 110.9 130.2 94.4 96.0 100.0 101.5 75.2 75.6 116.1
February.....
March ____










Una<U nadj. A dj. U nadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj.
1960
February ....... 69.6 79.7 74.4 81.3 49.4 51.3 9.0 8.4 341.9 340.9** 183.
March ........... „ 111.0 133.2 130.1 144.7 146.9 146.5 16.4 16.6 329.8 329.8 180.
April ........... 114.1 129.2 134.6 139.2 179.3 172.4 33.9 25.7 327.4 329.4 177.
May ............. 121.9 132.5 147.2 144.7 181.0 184.5 32.3 27.3 312.6 313.5 186.
June ............. .. 115.2 117.7 139.7 133.3 174.1 175.5 46.8 42.3 325.0 318.0 202.
July .............. .. 118.5 122.7 137.7 130.6 183.5 198.6 41.6 51.3 337.9 335.9 182.
August _____ ... 134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339.5 344.3 196.
September ...... 152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339.6 211.
October ....... .. 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337.1 339.5 218.
November .... 152.8 135.2 143.0 135.9 181.8 166.9 15.9 13.2 336.3 338.7 224.
December .... ... 126.3 128.9 136.5 139.4 186.6 184.1 15.3 13.7 330.6 330.6 201.
1961
January ....... ... 119.8 129.9 138.3 149.5 177.6 178.3 19.3 21.3 335.5 335.8** 220.
February .... ... 110.5 126.6 124.3 135.8 182.3** 189.3** 17.5** 16.3** 334.7 333.7** 187.
March ___
April ___ ___
108.7 130.5 133.8 148.8 164.0* 163.5* 16.8* 17.0* 327.4 327.4 196-
188.
Adj.—Adjusted for seasonal variation. *—Preliminary **—-Revised
'Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- 3 
month.
Unemployment Compensation Commission of Montana. Number of work applicants at end of month.
‘Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific P 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carloadi 
•Computed from reports of U. S. Bureau of Mines. Daily average. Seasonally adjusted index revised.
•Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana comnu 
•Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
•Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department an< 






A pplicants3 Electric Pow er
& Utilities Trade G overnm ent (N um ber) Consum ption8
Unadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. A dj. unadj. Adj. 1960
83.6 87.3 105.8 114.0 137.7 139.9 23,066 14,056 185.3 173.5 .......... February























90.0 87.9 116.9 113.5 149.2 143.6 10,035 12,481 220.4 214.0 _________ June
90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 __________ July
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 ___ ____ August
88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 ____September
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 .......... October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 .. November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 _____ December
1961
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5 _____ January
























U nadj. A dj.
A gricu ltu ra l 
P rices10 
L ivestock Crops 
U nadj. U nadj.
1960
4,687 1,351 343 1,776 1,217 74.8 116.3 94.0 78.0 .... February
5,023 1,469 716 1,862 976 89.2 111.2 105.0 79.0 ......... __  March
6,017 1,717 644 2,008 1,648 125.7 131.8 102.0 80.0 ____ _____ April
5,599 1,626 633 2,009 1,341 125.4 128.5 101.0 82.0 ______  May
7,491 2,172 518 2,318 2,483 112.9 123.8 93.0 81.0 ....... ______ June
5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 80.0 ____ _ ........ .. July
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 .... ____ August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 7 7 . 0 ____ .. September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 ......... .......  October
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78.0 . November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 7 8 . 0 ____ .... December
6,052 1,680 865 1,871 1,636 75.0 119.8 91.0 84.0 .........
1961 
_ January





----------- - „ March 
______ April
ime wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial 
eight loaded at Montana points. Daily average.
>aily average.
stores in Montana. Daily average.
A djusted  fo r seasonal varia tion : This m eans th a t  in tra -an n u a l rep e ti 
tive fluctuations in  th e  business indicators occasioned by th e  effects of 
clim ate, custom  and  convention have been allow ed fo r statistically .
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(Continued from page 3) 
total required business course hours in areas 
other than that chosen for major specializa 
tion.
The requirements also provide for a min 
imum faculty and indicate professional quali 
fications. “There shall be at least 5 faculty 
members exclusive of those in general eco 
nomics of professional rank (Assistant, As 
sociate or Full Professor) giving full time to 
instruction in business administration; the 
majority of members of the teaching staff 
shall give the greater part of their time to 
instruction and research.” “Only a minor part 
of the teaching credit hours, in the profes 
sional areas, may be taught by part time 
teachers.” The standards also provide that 
“at least 50 percent of the teaching credit 
hours . . . will be taught by full time faculty 
members having terminal degrees. . . .” This 
means a doctorate with just two exceptions: 
A master’s degree in economics or business, 
plus a C.P.A., is terminal for the teaching of 
accounting, and an LL.B. is considered 
terminal for the teaching of business law 
courses. This means a highly qualified staff. 
The administrator’s competitive problem is 
the fact that it also means an expensive staff. 
Over 96 percent of my budget consists of sal 
aries and wages.
I do not agree with the broad-brush criti 
cism of Benton and others that makes all 
business professors sound incompetent. I 
am extremely proud of our very able faculty. 
They have fine backgrounds and real ability. 
They give the lie to the common assertion 
that those who cannot do, teach; every one of 
them has successfully held employment in 
his field outside of teaching. The charge of 
incompetence is simply inconsistent not only 
with the high consulting fees business itself 
pays to school of business faculty members 
throughout the United States, but also with 
the number of faculty members who leave 
teaching every year for much more attractive 
positions in industry. What do the critics 
think is continually forcing business faculty 
salaries upward?
As you will recall, I indicated at one point
that the standards require the faculty to en 
gage in research. These standards further 
provide that in judging faculty consideration 
be given to research and scholarly productiv 
ity. A well qualified faculty is interested in 
research, interested in probing the future 
and in seeking new knowledge. At M.S.U. a 
large proportion of such work is done through 
the facilities of the Bureau of Business and 
Economic Research, the organization which 
encourages and, in many cases, makes fac 
ulty research economically possible. Here 
faculty members who wish to probe and learn 
find help. This help is also extended out 
side the School of Business. The list of Bu 
reau authors includes faculty from eco 
nomics, forestry, sociology, law and other 
areas of the university. The number and lo 
cation of authors, or the volume of publica 
tion, is not, however the most important item. 
Quality of work is of primary importance and 
remains the Bureau’s constant goal.
The Bureau of Business and Economic Re 
search is also a service agency to the state 
of Montana. The legislature recognized this 
fact last session when it made the Bureau 
a line item in the University budget. Par 
ticularly through the efforts of our most able 
assistant director, Mrs. Maxine Johnson, the 
Bureau has been a constant source of inform 
ation to the citizens of Montana. This facet 
of service will continue to be recognized as 
equal in importance to the Bureau’s internal 
functions.
There are more favorable comments that 
I could make about the M.S.U. School of 
Business Administration. I do not want to 
leave the impression that all is sweetness and 
light. We are not satisfied with the diffi 
culty and coverage of the curriculum. While 
we do not offer 160 courses in business as 
does one school of business, our 98 may be too 
many. We do not offer 38 different courses 
in accounting as does another school, but 
perhaps not all of our 21 are needed. Pos 
sibly we do not offer enough. These prob 
lems are constantly being studied. We are 
increasing our coverage of subject matter 
in mathematics, so essential in the com-
6
puter age. We are striving to see that the 
students attain a better background in the 
sciences and humanities. These tasks were 
under way before either the Gordon or the 
Pierson report appeared. They will continue 
long after Senator Benton is forgotten. This 
is the constant work of any university fac 
ulty in any academic area.
The faculty recently drafted a statement of 
purpose, a general set of goals. I would like 
to close with this statement, in the hope that 
it will make clear to you the scope of faculty 
thinking about these problems.
“The School of Business Administration 
recognizes the tremendous advances of scien 
tific method in the conduct of business affairs. 
These advances emphasize the growing com 
plexity of business and the increasing need 
for educated and skilled personnel in all areas 
of management. It is apparent that business 
managers need tools of analysis whose use 
requires training in the physical sciences. 
Business leaders also need a broad knowledge 
of society, its institutions, and its values, and 
a mature understanding of the role of busi 
ness in society at large. Such knowledge and 
understanding are based on concepts and ex 
perience drawn from the social sciences. In 
addition, business leaders need a philosophy 
of mission and breadth of vision, the devel 
opment of which is aided by contact with the 
humanities. The School of Business Admin 
istration is therefore firmly committed to 
the philosophy that tomorrow’s business 
leaders can be educated only by acquainting 
them with the major areas of man’s knowl 
edge as represented in the physical and social 
sciences as well as the humanities.
The School of Business does not believe 
its educational goal to be the training of stu 
dents for narrow, specific tasks or jobs. Such
training can most economically be performed 
by the particular firm in which the student 
finds employment upon graduation. Nor 
does the School of Business believe it can 
prepare all students for top management posi 
tions upon graduation. These positions can 
come only to a few, and only after the passage 
of years with their accumulation of work ex 
perience and maturity.
The School of Business does believe it 
has a responsibility to help educate the stu 
dent for citizenship. This responsibility is 
recognized in the manner of presenting ideas 
in the various courses, in the counseling the 
student receives, and in the requirement that 
a background be obtained in the humanities 
and social sciences.
The School of Business must help prepare 
the student for a career in business. In this re 
sponsibility it performs unique functions. 
First, it provides a focus of emphasis on the 
relevance of knowledge from other areas to 
business. Second, it enables the student in a 
few years to acquire the essence of business 
knowledge accumulated over many years. 
Without this opportunity, such knowledge 
must be acquired, if at all, through many 
years of trial and error experience. Finally, 
the School of Business equips the student 
with enough skills and training to aid in the 
transition and adjustment to the first job. 
This unique role in a university can best be 
filled by a professional School of Business 
Administration. Upon an understanding of 
basic principles, concepts and skills, exper 
ience can then fashion a career.”
I am intensely proud of the School of Busi 
ness, its faculty, and their sincere efforts to 
provide quality education for business. You 




Billings B utte  G lendive G rea t Falls K alispell M alta Miles City Missoula
Unadj. Adj. U nadj. A dj. Unadj. A dj. U nadj. Adj. Unadj. Adj. U nadj. A dj. Unadj. A dj. U nadj. Adj.
1960
M arch .. 225.2 233.8 129.7 125.2 191.6 196.9 163.6 181.4 154.4 181.4 122.7 144.4 146.3 169.9 249.7 258.5
A pril .... 220.0 230.8 127.1 130.8 202.3 205.4 170.5 183.1 150.0 186.3 126.0 142.0 140.3 159.6 219.2 232.0
May .... 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
Ju n e  ___ 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
Ju ly ' 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. .... 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. ~. 246.2 2282 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
Oct. .. .... 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. _.... 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. — 
1961
.... 239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
Jan . ....... 242.4 245.1 149.8 152.1 247.9 235.9 224.8 209.7 194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
Feb. ....... 213.2 236.4 127.7 135.7 219.8 236.3 187.8 205.2 153.1 168.6 134.5 156.6 136.6 166.4 262.7 310.5
Mar. .... 235.2 ’ 244.2 143.6 138.6 211.8 217.7 186.1 206.3 153.8 180.7 115.5 135.9 141.8 164.7 294.3 304.7
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What the Beef Cattle Industry Means to Montana
MAXINE C. JOHNSON, Research Associate 
Business of Business and Economic Research 
School of Business Administration 
Montana State University, Missoula
Of Montana’s 93.4 million acres, some 60 
percent, or 56.3 million acres are classified as 
pasture or rangeland. Distributed through 
out the state, they provide the basis for an 
extensive livestock industry, of which the 
most important segment is beef cattle. In 
1959, approximately 20,000 Montana farms 
and ranches reported sales of cattle and 
calves;1 probably one-third of these obtained 
all or most of their income from this source.
Although most of these cattle are sold out 
side the state, Montana does have a small but 
expanding meat packing industry which pro 
cesses beef, chiefly for local consumption. 
Fifty-nine slaughter houses, most of them 
very small, were licensed in the state in 1959. 
Their products (together with those pur 
chased from out-of-state packers) are re 
tailed in the 1,000-plus grocery stores and 
meat markets in Montana.
What do these industries mean to Mon 
tana’s economy? What is the contribution 
to gross income of the thousands of cattle 
operations, the packing houses, and the retail 
outlets which produce, process, and distri 
bute beef in the state? A forthcoming re 
port of the Bureau of Business and Economic 
Research, Beef Cattle in the Montana Econ 
omy, attempts to answer these questions. 
This article is based upon that report.2
Despite the variety of operations and the
JU. S. Department of Commerce, Bureau of the Cen 
sus, 1959 Census of Agriculture.
Copies of the complete report will be available after 
July 1 from the Bureau of Business and Economic 
Research, School of Business Administration, Mon 
tana State University, Missoula. This project was 
done in cooperation with the Montana Stockgrowers 
Association.
many enterprises which combine cattle and 
crops or other livestock in the state, the fol 
lowing analysis deals with the beef industry 
in the aggregate. Estimates of investment, 
income, and expenditures apply to resources 
and activities involved in the production, pro 
cessing, and marketing of beef in the state of 
Montana. These estimates are for the most 
part, of course, only rough approximations. 
They are believed, however, to give a reason 
ably accurate indication of the over-all con 
tribution of the beef industry from the pro 
duction of cattle through the sale of the fin 
ished product to the economy of Montana.3
Cattle Production
Investment: $1 Billion 
The total investment in the beef cattle in 
dustry is very large. At current prices, the 
value of land and buildings alone in 1959 was 
probably in excess of $600 million. Actual in-
3In a few instances, the figures are estimates of the 
Agricultural Marketing Service, U. S. Department 
of Agriculture; in most cases, however, they have 
been estimated by the author, based on A.M.S. data 
for all agricultural enterprises in the state. In 
general the method followed in estimating invest 
ment, income, and expenditures for the beef pro 
duction industry was to allocate, through the use of 
related data, a proportion of the figure for all agri 
culture to the beef cattle industry. (For a descrip 
tion of the allocators used, see the Appendix in the 
original report.) This was done in considerable 
detail and the estimates were then combined into 
major categories. Wherever possible, the results 
were compared with data from other studies, par 
ticularly work done at Montana State College, 
Bozeman. In the cases of value added by proces 
sing and of retailing margins, standard price spreads 
for the United States as a whole were applied to 
beef processed and marketed in Montana.
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vestment at original cost, of course, is con 
siderably lower. Land prices have risen 
rapidly during the past 20 years, and many 
ranches have been under the same owner 
ship for a long period of time, or have been 
sold to family members at less than prevail 
ing prices. Machinery and equipment, 
trucks, and automobiles used for business 
purposes represented an investment at re 
placement cost of another $87 million. The 
value of beef cattle on Montana ranches on 
January 1, 1959, was placed by the U. S. De 
partment of Agriculture at $363 million; by 
January 1, 1960, this figure had declined to 
$295 million. Thus total capital investment 
at current prices in 1959 in land, buildings, 
equipment and cattle in the state of Mon 
tana amounted to approximately $1 billion.4 
It is doubtful that many other industries in 
the state have an investment of this size. This 
figure, of course, varies greatly from year to 
year due to fluctuations in the number of 
cattle and the value per head; between 1950 
and 1960, the estimated total value of beef 
animals on Montana ranches ranged from 
$182 million to $382 million. Land, buildings, 
and equipment values, on the other hand, 
have been moving steadily upward. It is the 
extreme volatility of cattle prices which 
causes the wide variations in the value of 
the industry’s capital investment.
Employment: 15,000 Ranchers
and Workers 
In contrast to capital investment, employ 
ment in the industry is relatively small. It 
has been declining since the 1920s when 
mechanization and the trend toward larger 
ranch units first got underway. On the 
basis of Census figures, it would appear that 
the beef production industry in recent years 
has provided employment for perhaps 15,000 
persons, including owner-operators, family 
labor, and hired workers. No annual em 
ployment estimates are available.
‘Inventory value of feed (hay, grain, and commer 
cial feeds) on ranches should be added to this 
figure, but no basis for estimating is available.
1957 Gross Income: $152.9 Million
In 1957, realized gross farm income in 
Montana totaled $444.5 million. Thirty-four 
percent, or $152.9 million, was attributable 
to beef cattle. Most of this amount, of course, 
consisted of receipts from the sale of cattle— 
approximately $145.5 million.5 In addition 
cattle ranchers are estimated to have re 
ceived $1.4 million in income in the form 
of government payments under the Agricul 
tural Conservation Program of the U. S. 
Department of Agriculture. Noncash income 
consisted of $2.5 million worth of “home con 
sumption,” that is, beef consumed in ranch 
households, and gross rental value of ranch 
dwellings estimated at $3.5 million.
Income in the industry is subject to rather 
violent fluctuations. Compared with other 
recent years, 1957 was, for the cattlemen, 
neither a very good nor a very poor year. It 
was a period of steadily increasing cattle 
prices from a 1956 low to a high point in
1958 and early 1959. Total cash receipts from 
marketings ($145.5 million) were higher than 
in 1955 and 1956 ($109.6 and $136.3 million 
respectively), but well below the all-time 
high of $190.0 million set in 1958.
As in any business, the gross income gen 
erated by beef cattle is expected to cover 
production expenses, provide a return on the 
capital investment, and, where the ranch 
is owner-operated, recompense the operator 
for his labor. For 1957, the total production 
expenses of the beef cattle industry are esti 
mated at $93.3 million,6 leaving a total rea 
lized net income of $59.6 million, including 
noncash items. An increase in inventory
BU. S. Department of Agriculture, Agricultural Mar 
keting Service. Excludes receipts from sales by 
one rancher to another within Montana.
“While gross income of cattle producers sometimes 
fluctuates greatly from one year to another, total 
production expenditures ordinarily do not. A few  
items, such as the replacement of machinery, may 
be postponed temporarily if income declines, and 
the cost of cattle purchased, of course, fluctuates 
with prices received, but most production expendi 
tures necessarily continue. Indeed, with rising price 
levels for many production items, total expendi 
tures have increased steadily in recent years.
3
TABLE 1




Cash receipts from marketings1----------  145,501
Government conservation payments* 2 *.... 1,447
Value of home consumption8 ................  2,461
Gross rental value of dwellings*.........  3,496
T o ta l....................      152,905
Less production expenses6 ..........................  93,256
Realized net income ..............    59,649
Plus net change in inventories0.................. 3,306
Total net income of proprietors ............ 62,955
Plus wages paid to ranch labor ........    11,085
Total net income from beef cattle 
production ____     74,040
'Cash receipts from all sales of beef cattle except 
those by one rancher to another within Montana.
2Money paid directly to ranchers by the federal gov 
ernment under its agricultural conservation pro 
gram, chiefly in connection with the improvement 
of grazing land and the conservation of water.
*Value at market price of beef consumed on the 
ranch.
'Gross rental value of all ranch dwellings, includ 
ing cost of upkeep, depreciation, taxes, and insur 
ance.
6See Table 2.
°Net value at average prices of physical changes 
during the year in ranch inventories of cattle and 
hay.
Source: Cash receipts and value of home consump 
tion: U. S. Department of Agriculture, Agricul 
tural Marketing Service. Other items: estimated 
by Bureau of Business and Economic Research, 
based on U. S. Department of Agriculture data for 
all agricultural enterprises in Montana.
value of $3.3 million7 made a total net income 
of $63.0 million, before income taxes, a rather 
poor rate of return on an investment of 
around $1 billion and for the labor and man 
agement efforts of the owners. The cash 
portion of this income (approximately $53.7 
million)8 was available to producers, after 
payment of income taxes, for family living, 
savings, and new capital investment, includ 
ing payments on the principal of existing 
mortgages. Because most Montana ranches 
are owner-operated proprietorships or part 
nerships, the bulk of this money stayed in 
the state and was spent here.
In addition to ranch proprietors’ income, 
an estimated $11.1 million was paid by the 
cattle industry to hired labor in 1957. Most 
of this was in the form of cash wages; 
a portion represents board, lodging, or beef 
products from the ranch. While labor costs 
represent an operating expense to producers, 
they also represent direct personal income to 
the workers involved. Thus the $11.1 million 
may be added to the $63.0 million total net 
income of operators to obtain a total of $74.1 
million in personal income created by beef 
cattle production. This amounted to almost 
6 percent of total personal income in Mon 
tana in 1957 and to about 34 percent of the 
total of all farm proprietors’ income plus farm 
wages (including perquisites) in the state.
More significant in terms of volume than 
the purchase of consumer goods and services 
for family living are the industry’s produc-
7Cattle and hay only.
8$63.0 million total net income less $3.3 million in 
ventory increase, $2.5 million home consumption, 
and $3.5 million rental value of dwellings.
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lion expenditures. These totaled an esti 
mated $93.3 million in 1957 of which $63.2 
million went for current operating expenses 
(including the $11.1 million in wages) and 
$30.1 million for depreciation, taxes, interest, 
and rent.
The largest item of current expense is re 
pair and operation of capital items. In 1957, 
an estimated $16.2 million was spent for 
petroleum products, the repair and opera 
tion of trucks, tractors, and other ranch 
machinery, plus 40 percent of the cost of 
automobile repair and operation,9 * and for 
building repair and maintenance. Other ma 
jor expenditures by the cattle industry in 
1957 included an estimated $9.5 million for 
feed; $7.1 million for livestock purchased 
out-of-state (sales by one Montana rancher 
to another are excluded); $2.5 million to 
marketing agencies; and $1.1 million in graz 
ing fees. The remaining $15.6 million in cur 
rent operating expenses went for such supply 
items as hardware, binding materials, hand 
tools, seed, and fertilizer, and for veterinary 
services, insurance, short-term interest, tele 
phone, electricity, hired transportation, cus 
tom work, etc. With the exception of live 
stock purchases and grazing fees, most of 
these expenditures were made in Montana, 
and thus became gross income for Montana 
businesses engaged in supplying these goods 
and services. The $1.1 million in grazing 
fees was paid to the Forest Service, the 
Bureau of Reclamation, the Bureau of In 
dian Affairs, and the Montana Department 
of State Lands and Investments. A substan 
tial portion of the money paid to the Forest 
Service and the Bureau of Reclamation comes 
back to the state in the form of shared 
revenues to be used for schools and roads 
in the counties where the grazing land is 
located. Rent paid to the state for the lease 
of state lands is used for public schools and 
other land grant institutions.
Because of the high degree of mechaniza-
°Only 40 percent of the cost of automobile repair and
operation is charged to ranch production in U. S.
Department of Agriculture estimates; the remain 
ing 60 percent is allocated to family use.
tion attained by the industry, depreciation is 
an important cost item. Total depreciation 
on buildings, machinery, and equipment in 
1957 is estimated at $15.0 million, $2.4 million 
for buildings and $12.6 million for automo 
biles, trucks, tractors, and other machinery. 
This is the amount of money required (at 
current prices) to replace the plant and 
equipment used up during the year.10 *It is 
not necessarily the amount which was spent. 
In poor years, operators may fail to make all 
the desirable replacements. In good years, 
they may increase their machinery and equip 
ment holdings. Anything in excess of ex 
penditures required to maintain the cur 
rent level of holdings represents new capital 
investment and is not a production expense. 
As noted above, such expenditures must come 
from profits. Nevertheless, the depreciation 
data indicate the potential replacement mar 
ket for these various capital items.
In 1957, cattle operators paid an estimated 
$2.4 million in interest charges on farm 
mortgage debt to private and public agencies 
and $3.2 million net rent to nonfarm land 
lords. Rents paid by one ranch operator to 
another are not included.
Property taxes are an important cost item 
for beef producers. Estimated property taxes 
for state, county, school, and special purposes 
levied on land, ranch improvements, auto 
mobiles, trucks, farm machinery, household 
furniture, horses and mules used for produc 
tion purposes, and on the cattle themselves 
amounted to $9.5 million in 1957. This repre 
sented almost 14 percent of all property taxes 
levied for these purposes that year.11 These 
figures include a six-mill levy on cattle which 
financed special services provided for cattle 
men by the Montana Livestock Commission 
and Sanitary Board. Since 1957, the levy has 
been increased.
In view of the smallness of the Montana 
market, the foregoing income and expendi-
,0Although depreciation usually is based on original 
cost, the U. S. Department of Agriculture in this 
case uses replacement cost.
"Taxes levied for city and town purposes are 
omitted.
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March ..........._  111.4 118.4 109.1 129.4 94.4 95.9 93.2 106.5 69.3 69.3 81.(
A p r i l ______ 113.9 117.9 114.5 137.1 103.7 103.4 101.4 107.3 74.2 73.3 117.:
May ____ 117.0 116.5 125.4 129.9 103.7 105.7 102.7 104.6 76.2 75.6 139.
June ______ 122.1 117.3 138.2 124.3 107.4 105.8 105.5 108.0 79.2 76.3 155.:
July _ ... 122.8 117.0 140.0 123.8 105.6 100.8 104.1 105.0 80.2 81.5 160.1
August . ... 122.8 115.6 145.4 124.7 109.2 103.8 102.7 102.4 78.2 79.7 163.:
September .... 121.8 115.9 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 165.:
October .... 119.5 116.4 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 159.1
November . 117.1 116.2 130.9 125.5 98.1 100.1 109.6 103.5 77.2 75.8 147.
December __ .... 115.1 116.5 121.8 126.0 96.3 100.1 102.7 102.1 76.2 75.1 125.:
1961 
January . 112.1 118.9 110.9 130.2 94.4 96.0 100.0 101.5 75.2 75.6 116.:
February .... 111.4 119.4 109.1 129.4 94.4 95.9 93.2 98.2 75.2 76.3 114.1
March . 111.6 119.4 109.1 134.0 90.7 92.1 94.5 99.3 67.3 67.3 119.1











U nadj. A dj. U nadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. A dj. Unad
1960
March _____ ... 111.0 133.2 130.1 144.7 146.9 146.5 16.4 16.6 329.8 329.8 180.2
April _____ 114.1 129.2 134.6 139.2 179.3 172.4 33.9 25.7 327.4 329.4 177.4
May ............... 121.9 132.5 147.2 144.7 181.0 184.5 32.3 27.3 312.6 313.5 186.6
J u n e ______ ... 115.2 117.7 139.7 133.3 174.1 175.5 46.8 42.3 325.0 318.0 202.1
July _____ 118.5 122.7 137.7 130.6 183.5 198.6 41.6 51.3 337.9 335.9 182.2
A u gu st_____ ... 134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339.5 344.3 196.J
September ...... 152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339.6 211.£
October ___ ... 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337.1 339.5 218.1
November .... ... 152.8 135.2 143.0 135.9 181.8 166.9 15.9 13.2 336.3 338.7 224.C
December .... ... 126.3 128.9 136.5 139.4 186.6 184.1 15.3 13.7 330.6 330.6 201 6
1961
January ___ ... 119.8 129.9 138.3 149.5 177.6 178.3 19.3 21.3 335.5 335.8 220.C




















327.4 327.4 196.4 
188.5
Adj.—Adjusted for seasonal variation. *—Preliminary **—Revised
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- a 
month.
Unemployment Compensation Commission of Montana. Number of work applicants at end of month.
’Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific P' 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carloadi 
“Computed from reports of U. S. Bureau of Mines. Daily average.
“Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana conuni 
•Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
•Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department an< 









E lectric Pow er 
Consum ption9
Unadj. Adj. U nadj. A dj. U nadj. Adj. U nadj. A dj. U nadj. A dj.
1960
83.6 87.5 106.4 113.4 138.4 139.9 21,543 14,192 213.2 208.8 ........ March
86.4 89.2 111.1 113.9 142.9 142.6 16,153 13,338 219.4 210.2 ___ ____  April
88.2 88.1 113.9 113.9 142.5 139.8 10,923 12,384 218.4 208.4 ........______ May
90.0 87.9 116.9 113.5 149.2 143.6 10,035 12,481 220.4 214.0 ....... _____ June
90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 ___ ______ July
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 ____.... — August
88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 __ September
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 ..... _ October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 ___ . November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 ____.. December
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5
1961
January
82.3 85.9 108.3 116.7 145.1 147.4 23,445 14,287 206.1 193.0 ______February
80.9 84.7 108.0 115.1 147.0 148.6 21,798 14,360 197.9** 194.0**..... . _____March
81.8* 84.4* 110.8* 113.6* 147.4* 147.1* 19,073 15,750 _____April
N onfarm  M ortgage R ecordings (U nadj.)8
Savings Insu r- A gricu ltu ra l
& Loan ance Comm. Dept. Store Prices10
Total Assocs. Cos. B anks O thers Sales" Livestock Crops($1,000) ($1,000) ($1,000) ($1,000) ($1,000) U nadj. A dj. U nadj. U nadj.
1960
5,023 1,469 716 1,862 976 89.2 111.2 105.0 79.0 ______March
6,017 1,717 644 2,008 1,648 125.7 131.8 102.0 80.0 _______  April
5,599 1,626 633 2,009 1,341 125.4 128.5 101.0 82.0 .... _ __ ____ May
7,491 2,172 518 2,318 2,483 112.9 123.8 93.0 81.0 __________ ________June
5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 80.0 .... ________ July
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 .... _____ August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 - - .... September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 — _____ October
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78.0 — .....  November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 78.0 .... ___December
1961
6,052 1,680 865 1,871 1,636 75.0 119.8 91.0 84.0 __ ____ January
4,531 1,588 334 1,467 1,142 77.9 121.2 93.0 78.0 .... ___ February
7,450 2,529 511 2,608 1,802 97.2 121.2 95.0 78.0 _ __,_______ ______ March
110.6 115.9 96.0 78.0 „ ._____— ________ April
92.0 79.0 ................ May
[me wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
- Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial 
light loaded at Montana points. Daily average.
taily average.
A djusted  for seasonal varia tion : This m eans th a t  in tra -an n u a l repe ti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and convention have been allowed fo r statistically .
K:tores in Montana. Daily average.
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(Continued from page five) 
ture data are rather impressive. Many trade 
and service industries in Montana, particu 
larly in the range areas, derive a substantial 
portion of their total revenue from the cattle 
industry. These include feed manufacturers 
and dealers (cattlemen purchased an esti 
mated $9.5 million worth of feed in 1957), 
veterinarians, the 14 livestock markets in the 
state, livestock trucking concerns, farm 
equipment dealers and other farm supply 
stores, plus a good many businesses which 
provide consumer goods for the ranch family.
It should also be noted that some services 
received by the cattle industry are provided 
by state and federal agencies, for the most 
part with no direct expenditure by the in 
dustry. Some of the activities of these 
agencies, such as meat inspection, are pri 
marily for the public welfare. In all cases, 
they create additional employment and in 
come in the state owing to the presence of the 
beef cattle industry and constitute a part of 
its impact on the state.
The Montana Livestock Sanitary Board, for 
example, attempts to prevent or control live 
stock disease, licenses and inspects slaughter 
houses, and provides regular meat inspec 
tion for some packing houses. Recently about 
two-thirds of the Board’s operating funds has 
come from legislative appropriations and the 
remainder has come from a property tax 
levy on all livestock, including cattle. (The 
Montana Livestock Commission, on the other 
hand, is wholly supported by tax levies on 
livestock and fees from brand inspections and 
livestock markets and thus appears as a pro 
duction expense of livestock producers.)
Montana State College, the Agricultural 
Experiment Station, and the Cooperative Ex 
tension Service place considerable emphasis 
on the cattle industry. Funds for the opera 
tion of these agencies come from the state, 
county, and federal governments. Federal 
meat inspection and animal disease control 
activities also are maintained in the state.12
In addition to the complex of businesses 
and agencies which provide goods and ser 
vices for Montana’s cattle industry are the 
processing and retailing functions which are 
based upon it. The role they play in the over 
all contribution of the beef industry to Mon 
tana is discussed in the following section.
First, however, it is well to note the con 
tribution of that portion of the state’s cattle 
production which is not processed here, but 
is sold outside the state, chiefly as stockers 
and feeders. While some cattle are brought 
into Montana, since 1950 sales to out-of-state 
buyers have exceeded these purchases by an 
average of more than $100 million a year.13 
These out-of-state markets are extremely im 
portant to Montana cattlemen, for they are 
the source of the bulk of their sales receipts. 
From these sources comes most of the funds 
available for the purchase of the goods and 
services discussed above. The extent of its 
out-of-state sales also qualifies the industry 
as one-of the important “export” industries 
of the state. Montana, like any other state, 
can grow from the development of economic 
activity internally and from the sale of pro 
ducts to other areas. No state—or industry— 
can afford to ignore either of these aspects 
of growth.
Processing and M arketing  
of Beef
Value Added By Packing Plants:
$1.8 Million
Only a very small proportion of the cattle 
produced in the state is slaughtered here. 
Since 1956, the number of head shipped out 
of Montana has ranged from 1.1 to 1.3 million 
while the number s l a u g h t e r e d  commer 
cially in Montana has varied from 86,500 to 
105,900.14 These animals are processed in ap 
proximately 59 slaughter houses scattered 
about the state, most of which are very small 
operations. Only five of the larger packers
’̂Federal payments direct to cattlemen under the
various conservation and regulatory programs are
considered as part of their gross income.
8
,3Based on U. S. Department of Agriculture reports. 
"A small number of these cattle and calves may 
have come from other states.
are federally inspected and thus eligible to 
ship their products in interstate commerce. 
While some Montana-slaughtered beef is ex 
ported by these firms, the state has been, 
at least until very recently, a net importer of 
processed beef and beef products. There is 
some indication that beef slaughter and con 
sumption currently are approximately in bal 
ance, although interstate exchange of beef 
products continues.
In 1957, approximately 91,000 head of cat 
tle (87,364,000 pounds liveweight) and 6,600 
calves (2,328,000 pounds liveweight) were 
slaughtered commercially in Montana.15 * As 
suming that 1957 price spreads for choice 
grade beef in the nation as a whole (estimated 
by the U. S. Department of Agriculture)10 ap 
plied to beef processed in Montana, the value 
added to the beef by slaughter houses and 
packing plants in the state in that year was 
approximately $1.8 million. This represents 
the wholesale value of the processed beef plus 
the value of byproducts less the price paid the 
rancher for the live cattle.* 17 It also represents 
the amount available to the processors for 
wage and salary payments, for the purchase 
of supplies, containers, etc., for payment of 
transportation costs, taxes, depreciation, in 
terest, and miscellaneous expenses, and for 
return on investment. Because of the num 
ber of processors, their small size, their fre 
quent connection with other types of busi 
ness, and the fact that usually other meat 
animals are also processed in these plants, no 
reasonable estimates of individual expendi 
tures or of investment and employment attri 
butable to beef cattle can be made.
Retailing Margin: $7.4 Million
The retailing of beef produced and pro 
cessed in Montana creates additional income 
attributable to the industry. Most packers do 
their own wholesaling. Retailers buy car-
,6Montana Crop and Livestock Reporting Service.
,#From the M a r k e t in g  a n d  T r a n s p o r ta t io n  S i tu a t io n ,
January 1959.
17It is not comparable to the “value added” concept 
used by the U. S. Bureau of the Census in its 
Census of Manufactures.
casses and quarters, which they fabricate into 
smaller cuts suitable for the retail trade. The 
margin for retailing covers the services per 
formed by the retailer plus an allowance for 
weight losses from cutting, trimming, boning 
and shrinkage. The retailing margin for beef 
produced and processed in Montana in 1957 
is estimated at $6.3 million. An additional 
$1.1 million margin is estimated to have re 
sulted from the retailing of beef purchased 
from out-of-state processors, making a total 
of $7.4 million on all beef and veal retailed 
in the state. Most of this money goes for 
wage and salary payments to employees, for 
packaging materials, overhead costs, taxes, 
and for return on investment. It is a con 
servative estimate, based on the assumption 
that per capita consumption in Montana is 
the same as in the nation as a whole. Actually, 
beef consumption is probably considerably 
higher and the consumption of other meats 
lower in Montana.
A Summing Up
Total Gross Income: $162.1 Million
Perhaps the best available measure of the 
importance of the beef industry to Montana 
is the gross income which it creates. In 1957, 
the estimated total gross income generated by 
the production, processing, and marketing of 
beef in the state was $162.1 million. By far 
the largest proportion of this amount—$152.9 
million resulted from beef cattle production 
on Montana’s farms and ranches. The value 
added by packing houses and retailers’ mar 
gins accounted for the remaining $9.2 mil 
lion. This figure, of course, is an estimate 
for one year only; it fluctuates considerably 
from year to year, depending chiefly upon 
cattle prices and the volume of marketings. 
It has been considerably higher and consider 
ably less than $162 million in the past decade, 
moving within a range of perhaps $100 to 
$200 million. These figures, nevertheless, 
point up the tremendous importance of the 
beef industry to the state. This is “big busi-
9
ness,” particularly in a state with only 677,000 
people. Furthermore, because it is a busi- 
nes whose gross income is nearly all respent
within the state in every county, city, and 
town, it creates additional employment and 
income throughout Montana.
TABLE 2
ESTIMATED PRODUCTION EXPENSES, BEEF 
CATTLE INDUSTRY, MONTANA, 1957
S Thousands
Current operating expenses
Feed1 -------------------------------   9,500
Grazing fees* 2 * .............................. -...............  1,124
Livestock purchased8 *---------  7,123
Labor*....................................   11,085
Repairs and operation of
capital equipment5 ................   16,167
Marketing fees6 .......................................... 2,526
Miscellaneous7 ................- .......-..................  15,647
T o ta l------- - ----------    63,172
Depreciation8 ...................... .............................. 14,953
Property taxes®-------------  ------------------   9,542
Interest on ranch mortgage debt10 *.............. 2,377
Net rent to nonfarm landlords11...... .............  3,212
Total production expenses ..................  93,256
’Expenditures for feed grains, byproduct feed con 
centrates, hay and mixed feeds.
2Fees and rent paid to public landholding agencies
for grazing privileges.
’‘Value of beef cattle purchased out of state for 
feeding and breeding in Montana.
'Cash wages paid, social security taxes paid on tax 
able wages, and the value of perquisites (board, 
lodging, and ranch products) furnished to hired 
workers.
6Cost of repairs and maintenance of ranch build 
ings (including dwellings), petroleum fuel and oil
used in the operation of the ranch, and repairs and
other operating expenses (tires, registration, in 
surance, etc.) for motor vehicles and farm ma 
chinery. Only 40 percent of the total cost of auto 
mobile repairs and operation is charged to ranch
production; the remainder is allocated to family ; 
use.
“Charges incurred in marketing cattle through 
livestock auction markets and public yards, both 
in and out of state. Includes auction fees, feeding 
charges, brand inspection fees, and contributions 
through auction markets to the Montana Beef 
Council for promotional work. ;
fertilizer , seed, short-term interest, pesticides, 
veterinary medicines and services, hardware and ; 
blacksmithing, electricity, irrigation, hired trans 
portation, telephone, binding materials, small hand « 
tools, harness and saddlery, custom work, and in 
surance.
^Estimated outlay in current prices required to re 
place the plant and equipment (dwellings and 
other ranch structures, motor vehicles, and farm 
machinery and equipment) used up during the 
year plus cost of replacing accidental damage to 
ranch, buildings. Only 40 percent of automobile 
depreciation is charged as a production expense. 
"Property taxes levied on land, ranch improvements, 
household furniture, automobiles, trucks, machin 
ery and equipment, horses and mules used in the 
production of beef cattle, and taxes levied on the 
cattle themselves for state, county, school and 
special purposes. Only 40 percent of automobile 
taxes is charged as a production item.
"Interest paid on farm mortgage debt secured by 
farm land and buildings.
"Gross rent (cash and share rent plus government 
payments to the owners rather than the operator) 
less taxes, insurance, depreciation, and miscel 
laneous costs borne by the landlord instead of the 
operator.
Source: Estimated by Bureau of Business and Eco 
nomic Research, based on U. S. Department of 




(1947-1949 =  100) 1
B illings B u tte  G lendive G rea t Falls K alispell M alta Miles City M issoula
U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. A dj.
1960
March .. 225.2 233.8 129.7 125.2 191.6 196.9 163.6 181.4 154.4 181.4 122.7 144.4 146.3 169.9 249.7 258.5
April _  220.0 230.8 127.1 130.8 202.3 205.4 170.5 183.1 150.0 186.3 126.0 142.0 140.3 159.6 219.2 232.0
May __... 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
June  —... 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
Ju ly  ___  213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. ... 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. 246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
Oct. _ _  253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. ...... 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. __ ... 239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
Jan . . ... 242.4 245.1 149.8 152.1 247.9 235.9 224.8 209.7 194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
Feb. ...... 213.2 236.4 127.7 135.7 219.8 236.3 187.8 205.2 153.1 168.6 134.5 156.6 136.6 166.4 262.7 310.5
Mar. ...... 235.2 244.2 143.6 138.6 211.8 217.7 186.1 206.3 153.8 180.7 115.5 135.9 141.8 164.7 294.3 304.7
April ... 225.3 236.4 121.4 124.9 209.8 213.0 169.5 182.1 158.1 196.4 115.6 130.3 131.5 149.6 322.9 341.7
A dj.—A djusted  fo r seasonal varia tion .
C om puted  from  rep o rts  of F edera l R eserve B ank  of M inneapolis. D aily average.
11








The Economic Outlook . . 3 
Business Indicators . . . .  6
SCHOOL OF BUSINESS ADMINISTRATION 
BUREAU OF BUSINESS 
AND ECONOMIC RESEARCH 
MONTANA STATE UNIVERSITY
TOPICS FOR SMALL BUSINESS . .
This new monograph is now available upon request from the Bureau of 
Business and Economic Research, School of Business Administration, Mon 
tana State University, Missoula. Of particular interest to businessmen, 
it is a collection of three articles which first appeared in the Montana Busi 
ness Review. The demand for the articles exhausted our supply of the 
Reviews in which they appeared. In reproducing them, we felt that they 
should be combined in one publication because of their particular import 
ance to small business.
The titles and authors of the articles are as follows:
The Image of Your Business, by John S. Wright
How to Make Better Use of Financial Statements, by Donald J. Emblen
Your Business Assets and the Human Life Value Concept, by Willis P. 
Rokes.
MONTANA BUSINESS REVIEW Bureau of Business & Economic Research 
School of Business AdministrationJuly 1961 Vol. 13, No. 7
Published monthly and sent free on request 
by the Bureau of Business and Economic Re 
search, School of Business Administration, 
Montana State University, Missoula.
Montana State University, Missoula 
M em ber, Associated U niversity  B ureaus of 
Business and Economic Research
P au l B. Blom gren, D ean and D irector 
M axine C. Johnson, R esearch Associate 
P a tric ia  E. Best, Secretary
Entered as second-class matter March 3, 1949, 
at the Post Office at Missoula, Montana, under 
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THE ECONOMIC OUTLOOK
MAXINE C. JOHNSON. Assistant Director 
Bureau of Business and Economic Research 
Montana State University, Missoula
The Nation
There is no longer much doubt that the bot 
tom of the current recession occurred in 
March and that the United States economy is 
now in the early stages of a cyclical upturn. 
The next few months should bring a strength 
ening of the over-all economic situation.
Of the twenty-six business indicators de 
veloped at the National Bureau of Economic 
Research and widely used in interpreting 
economic conditions, most of those classified 
as “leaders” have recently turned upward. 
This group, which consists of twelve indica 
tors that generally lead cyclical changes in 
the economy, includes average hours worked 
in manufacturing industries, accession (hir 
ing) and layoff rates in manufacturing, new 
orders for durable goods, housing starts, com 
mercial and industrial building contract 
awards, net new businesses, failure liabilities, 
corporate profits (after taxes), change in 
business inventories, common stock prices, 
and industrial raw materials prices.
A second group of indicators is defined as 
“coincident”; that is, they rather consistently 
coincide with cyclical changes in general 
business conditions. These indicators have 
recently begun to turn upward. Nonagricul- 
tural employment increased in April and in 
May; unemployment, although not declining, 
apparently has leveled off. Industrial pro 
duction has risen rather substantially, regain 
ing its August 1960 level in May. Bank debits 
outside New York City are at an all-time 
high and retail sales showed some improve 
ment in May. Gross national product (the 
total value of goods and services produced) 
is believed to have risen in the second quarter 
(the Department of Commerce estimate is 
not yet available) and personal income, which 
declined only briefly, has climbed back to an
all-time high. Wholesale prices of nonfood 
items have remained steady throughout the 
recession.
A final group of indicators is designated as 
‘Taggers”; they lag behind cyclical changes in 
business conditions. This group now appears 
to have leveled off, presumably before be 
ginning an upward movement. Five indi 
cators are included—plant and equipment ex 
penditures, unit labor cost (wage and salary 
cost per unit of manufacturing output), man 
ufacturing inventories, consumer installment 
credit, and bank interest rates on business 
loans.
The recession now ending has been one of 
the mildest in recent years. Figure 1 indi 
cates this quite clearly by illustrating the 
course of the Federal Reserve Bank monthly 
index of industrial production (one of the 
coincident indicators mentioned above) dur 
ing three preceding business cycles and the 
period since May 1960. The index declined 
7 percent between May 1960 and March 1961, 
compared to 14 percent in 1957-1958, 10 per 
cent in 1953-1954, and 9 percent in 1948-1949.
Similarly, gross national product in con 
stant (1954) dollars—another coincident in 
dicator and the best measure of over-all eco 
nomic activity—declined only 2 percent from 
the second quarter of 1960 to the first quarter 
1961, compared to 5 percent in 1957-1958, 4 
percent in 1953-1954, and 2 percent in 1948- 
1949.
In the light of past cyclical experience, the 
mildness of the recent contraction suggests 
that the recovery should require a relatively 
short period of time. Possibly by the end of 
1981 the economy as a whole may be oper 
ating at levels equal to or exceeding those of 
the May 1960 peak.
A consideration of the outlook for the 
major components of gross national product 
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decline in GNP during recent months has 
been attributable chiefly to a decline in 
business inventories, as well as to a slight 
drop in personal consumption (particularly 
durable goods) and in fixed investment ex 
penditures. Combined federal, state, and 
local government purchases of goods and ser 
vices and net exports increased steadily from 
the second quarter of 1960 through the first
quarter of 1961, thereby contributing signifi 
cantly to the mildness of the downswing.1 
This experience is in contrast to 1957-58,
'Federal government expenditures (seasonally ad 
justed at annual rates) declined in the third quarter 
of 1960 and were below the 1959 level for the year 
as a whole. A rather substantial increase occurred 
in the first quarter of 1961. State and local govern 
ment purchases increased steadily throughout 1960 
and the first quarter of 1961.
4
jvhen, of the four major final markets, only 
government purchases increased and net for 
eign purchases, personal consumption, and 
fixed investment expenditures all exper 
ienced substantial declines.
Looking forward to the remainder of 1961 
and early 1962, further increases in govern 
ment expenditures may be anticipated. At 
the federal level, both larger defense outlays 
and an increase in transfer payments2 and 
grants-in-aid to state and local governments 
are expected. State and local government 
expenditures also are expected to continue 
their steady climb.
Although foreign demand for United States 
products remains strong, further increases in 
the export balance probably will not occur. 
There is some feeling that net exports have 
been abnormally high and that the present 
level probably will not be maintained.3
In the private domestic sector of the 
economy, among the most hopeful signs are 
the recent upturns in new orders of durable 
goods and in industrial production; both of 
these indicate that the period of inventory 
liquidation may be over. Business capital 
outlays for plant and equipment, which failed 
to regain their 1957 peak in the expansion 
prior to May 1960, are expected to increase 
slightly during the third and fourth quarters.4 
This is an area that has performed sluggishly 
since the mid 1950’s.
Residential construction has shown some 
recent advances, but probably cannot be ex 
pected to provide any strong stimulus to the 
over-all economy. Housing starts (seasonally 
adjusted) increased in March, declined in 
April, and increased again in May. With the
“Federal government payments to individuals in the 
form of unemployment insurance benefits, social 
security benefits, military pensions, etc.
‘It should be noted that net exports as included in 
the gross national product measure international 
transactions in goods and services only; our total
balance of international payments, while improving, 
continues to be unfavorable.
‘Through April 1961, however, commercial and in 
dustrial building contract awards were among the 
“leading” business indicators with the least im 
pressive record.
tremendous backlog of demand for housing 
which existed after World War II largely 
filled, increased availability of mortgage 
funds at slightly lower interest rates has 
failed to promote an increase in housing pur 
chases. The Quarterly Survey of Consumer 
Buying Intentions conducted in April5 re 
ported about the same proportion of families 
planning to buy houses during the next 
twelve months as in April 1960. Even though 
an extensive new housing bill is passed 
by Congress, the time required for its im 
plementation probably will postpone its 
influence until next year. The best guess, 
then, appears to be that the total number 
of housing starts this year will be about the 
same as in 1960—i.e., between 1.2 and 1.3 
million.
Only a slight decline in total personal in 
come occurred during the recession, and by 
May a new all-time high was established. 
Nevertheless, a marked decline occurred in 
consumer purchases of durable goods, notably 
automobiles, particularly in the first quarter 
of this year. Purchases of nondurable goods, 
however, were off only slightly and expendi 
tures for services continued to increase. The 
Survey of Consumer Buying Intentions in 
April found fewer families planning to pur 
chase both new automobiles and household 
durable goods than a year ago. This attitude 
may well change as business conditions im 
prove and optimism becomes more wide 
spread; certainly consumers as a whole are 
in a position to buy, with income at an all- 
time high and installment credit repayments 
approximately equal to extensions since last 
August. Some evidence of increased con 
sumer expenditures is already apparent in in 
creased durable goods purchases, particularly 
of automobiles, in April and May. It is quite 
possible that by the end of the year steadily 
increasing expenditures by consumers may 
once again have proved a major factor in 
pulling the economy out of the doldrums.
(Continued on page eight)
r’The Survey is conducted by the Bureau of the Cen 
















unaaj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Un;
April ............ ... 113.9 117.9 114.5 137.1 103.7 103.4 101.4 107.3 74.2 73.3 117
May . 117.0 116.5 125.4 129.9 103.7 105.7 102.7 104.6 76.2 75.6 13£
June . 122.1 117.3 138.2 124.3 107.4 105.8 105.5 108.0 79.2 76.3 155
July .... 122.8 117.0 140.0 123.8 105.6 100.8 104.1 105.0 80.2 81.5 160
August . ... 122.8 115.6 145.4 124.7 109.2 103.8 102.7 102.4 78.2 79.7 163
September ... 121.8 115.9 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 165
October ....... 119.5 116.4 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 159
November . 117.1 116.2 130.9 125.5 98.1 100.1 109.6 103.5 77.2 75.8 147
December ... . . 115.1 116.5 121.8 126.0 96.3 100.1 102.7 102.1 76.2 75.1 125
1961 
January ....... 112.1 118.9 110.9 130.2 94.4 96.0 100.0 101.5 75.2 75.6 116
February ...... .... 111.4 119.4 109.1 129.4 94.4 95.9 93.2 98.2 75.2 76.3 114-
March .......... .... 111.6 119.4 109.1 134.0 90.7 92.1 94.5 99.3 67.3 67.3 119:
April . ... 113.6** 117.6** 112.7** 135.0** 90.7** 90.4** 94.5** 100.0** 68.3 67.5 134
















April ............. -  114.1 129.2 134.6 139.2 179.3 172.4 33.9 25.7 327.4 329.4 177;
May .............. ... 121.9 132.5 147.2 144.7 181.0 184.5 32.3 27.3 312.6 313.5 186.
June ............. ... 115.2 117.7 139.7 133.3 174.1 175.5 46.8 42.3 325.0 318.0 202.
July --------- .. 118.5 122.7 137.7 130.6 183.5 198.6 41.6 51.3 337.9 335.9 182.
August ... ..... ... 134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339.5 344.3 196.
September ...... 152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339.6 211.
October .... . 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337.1 339.5 218.
November ........ 152.8 135.2 143.0 135.9 181.8 166.9 15.9 13.2 336.3 338.7 224.
December .... _  126.3 128.9 136.5 139.4 186.6 184.1 15.3 13.7 330.6 330.6 201.
1961 
January ...... ... 119.8 129.9 138.3 149.5 177.6 178.3 19,3 21.3 335.5 335.8 220.
February.......... 110.5 126.6 124.3 135.8 182.3 189.3 17.5 16.3 334.7 333.7 187.
March .......... ... 108.7 130.5 133.8 148.8 171.7 171.2 14.9 15.1 327.4 327.4 196.












’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- £ 
month.
“Unemployment Compensation Commission of Montana. Number of work applicants at end of month.
“Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific P 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carload 
“Computed from reports of U. S. Bureau of Mines. Daily average.
“Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana comnn 
“Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department an 
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86.4 89.2 111.1 113.9 142.9 142.6 16,153 13,338 219.4 210.2 ........... -  April
88.2 88.1 113.9 113.9 142.5 139.8 10,923 12,384 218.4 208.4 __________May
90.0 87.9 116.9 113.5 149.2 143.6 10,035 12,481 220.4 214.0 .. .............. June
90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 ..... -.............  July
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 ................August
88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 ___  September
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222 2 October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 _____ December1961
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5 ______ January
82.3 85.9 108.3 116.7 145.1 147.4 23,445 14,287 206.1 1 9 3 .0 ______February
80.9 84.7 108.0 115.1 147.0 148.6 21,798 14,360 197.9 1 9 4 .0 .................. March
81.8 84.4 111.4** 114.2** 146.3** 146.0** 19,073 15,570 202.6 1 9 4 .1 _________April
82.7* 82.6* 113.3* 113.3* 146.6* 143.9* 15,368 17,424 209.1 1 9 9 .5 __________May














($1,000) ($1,000) ($1,000) ($1,000) ($1,000) U nadj. Adj. Unadj. UM"J- I960
6,017 1,717 644 2,008 1,648 125.7 131.8 102.0 8 0 . 0 _______ ____________ April
5,599 1,626 633 2,009 1,341 125.4 128.5 101.0 82.0 ....... ................................. May
7,491 2,172 518 2,318 2,483 112.9 123.8 93.0 81.0 ................. .......................June
5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 8o.o ______________ _____  July
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 ................. .................. August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 ............................  September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 .................................. October
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 7 8  o — November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 7 8  o ...........  December1961
6,052 1,680 865 1,871 1,636 75.0 119.8 91.0 84.0 _______________ -  January
4,531 1,588 334 1,467 1,142 77.9 121.2 93.0 78.0 ................................February
7,450 2,529 511 2,608 1,802 97.2 121.2 95.0 78.0 ___________________March
110.6 115.9 96.0 78.0 ........................................ April
111.2 113.9 92.0 79.0 ........................................ May
ime wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial
bight loaded at Montana points.|
[>aily average.
Daily average.
A djusted for seasonal variation: This m eans th a t in tra -an n u a l repeti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and convention have been allowed fo r statistically.
I stores in Montana. Daily average.
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(Continued from page five)
Thus there are indications that a business 
upswing is in process and that, in view of the 
mildness of the downturn, pre-recession 
levels may soon be reached. Major sources 
of strength appear to lie in the prospect for 
increased personal consumption and govern 
ment expenditures. While it is much too 
early to predict the extent of the expansion, 
it does not yet give the appearance of great 
vigor. Indeed, there are several factors which 
make the current economic situation consid 
erably less satisfactory than it appears on the 
surface. Foremost, of course, is unemploy 
ment, which has been a source of concern for 
several years. Recently, the total number of 
unemployed has stood at about five million, 
approximately 7 percent of the civilian labor 
force. This appears to be the high point in 
unemployment and it should begin to decline 
as business conditions improve. The extent 
of the decline is the crucial question, for the 
pattern since the 1953-54 recession has been 
a higher rate of unemployment at each suc 
ceeding peak in the business cycle. Thus in 
1959 and 1960, unemployment was running 
at a rate of 5.5 and 5.6 percent of the civilian 
labor force, higher than other non-recession 
postwar years and generally unsatisfactory 
in an economy which purportedly considers 
“full employment” as one of its goals.
Further emphasizing our failure to fully 
utilize our productive resources is a rate of 
industrial production which in May 1960 (the 
peak before the recent decline) was only 17 
percent above the peak July 1953 level (Fig 
ure 1). Over the same period, gross national 
product increased 18 percent. But total popu 
lation between July 1953 and July 1960 grew 
14 percent; hence the increases in industrial 
production and gross national product have 
only slightly exceeded population growth 
over the seven-year period. This perform 
ance, too, is incompatible with the widely 
accepted goal of an increasing abundance of 
goods and services for every member of the 
economy.
A further reservation concerning the state 
of the economy stems from the apparent in 
creased frequency of cyclical contractions.
Figure 1 clearly pictures the successively 
shorter periods of expansion experienced 
since the 1948-49 recession; the upturn from 
April 1958 lasted only twenty-five months. 
The nation can ill afford this degree of in 
stability in its economic life, coupled as it 
appears to be with a slowdown in the over-all 
rate of growth.
A fair appraisal of the current situation 
would seem to be, then, that business con 
ditions in the United States as a whole should 
show considerable improvement during the 
remainder of the year, but that the economy 
is faced with a number of basic problems, 
which, unless solved, could further inhibit 
long-term growth.
The State
All areas of the United States are, of course, 
closely tied to and dependent upon develop 
ments at the national level. Because of their 
varying economic bases, however, quite dif 
ferent patterns may emerge. In the light of 
the outlook at the national level and of our 
state’s particular economic structure, let us 
consider Montana’s current situation and 
prospects for the remainder of the year.
Montana’s economy varies considerably 
from the national; it is less industrialized and 
more dependent upon extractive industries 
such as agriculture, mining, and forest pro 
ducts. For a number of years, economic 
growth in the state has lagged behind the 
rate of growth in the United States as a whole. 
Its current situation is a reflection both of 
this lack of growth and the recent recession.
The Background . . .
The variety of business indicators at the 
national level are not available for Montana; 
this makes it difficult to follow the Montana 
economy with accuracy. However, weak 
nesses in Montana’s economy have been evi 
dent for some time. In fact, the state has ap 
parently never experienced a full recovery 
from the 1957-58 recession. This is most evi 








An all-time high in nonagricultural em 
ployment was achieved in May-June 1956 
when seasonally-adjusted nonagricultural 
employment reached a figure of 170,100. In 
July 1956, a sharp break in copper prices re 
sulted in lay-offs in the mines and smelters. 
At about the same time Montana’s lumber in 
dustry began to curtail production and em 
ployment, in response to a decline in home 
construction. Total nonagricultural employ 
ment quickly reflected the decline in mining 
and lumber (Figure 2). The general down 
ward trend spread to other industries and 
continued through the national recession 
which began in August 1957. Throughout this 
period, a non-cyclical decline in railway em 
ployment, due to a program of dieselization 
and the removal of a division headquarters 
from Montana, added to the downward trend. 
At its low point in June 1958, Montana’s total
nonagricultural employment of 160,500 was 
9,600 below the June 1956 high of 170,100.
During the months following June 1958, 
nonagricultural employment increased sub 
stantially until August 1959, when labor dis 
putes in the mining, smelting, and lumber in 
dustries caused a sharp decline. Employ 
ment had just regained its pre-strike levels 
when the 1960-1961 recession caused a brief 
and mild decline in Montana’s nonfarm em 
ployment. Actually more people were at 
work in Montana in 1960 than in any of the 
three previous years, but not as many as in 
1956. Because of recessions, labor disputes, 
a steady decline in railroad employment and 
basic economic problems, total nonagricul 
tural employment in the state in the past four 
years has failed to rise to the peak reached 
in 1956. On the other hand, despite the disap 
pointing growth of the national economy in 







Source: Unemployment Compensation Commission of Montana.
1956 1 1957 ' 1958 1959 I960
ment in the United States in 1960 was 5 per 
cent above the 1956 level. Montana has not 
evidenced the employment growth experien 
ced by the rest of the nation.
To compound Montana’s employment prob 
lems, agricultural employment in the state 
has been declining rapidly. There were 10,400 
fewer farm operators, family, and hired work 
ers reported in the 1959 Census of Agriculture 
than in the previous census in 1954. The non- 
agricultural sector has been unable to absorb 
these workers. The result has been increas 
ing unemployment, despite considerable out 
migration among the working age groups. In 
1956 the number of job applicants registered 
with state unemployment offices was running 
between 6,000 and 7,500 (seasonally adjusted) 
most of the year; by 1958 it had climbed to 
seasonally-adjusted rates of from 14,000 to
18.000. During the past year the range has 
been from 12,000 to 17,000 or twice the 1956 
level.6 Two counties in the state, Silver Bow 
and Flathead, have been designated by the 
Department of Labor as areas with chronic 
labor surplus, eligible for federal aid.
The Current Situation . . .
Preliminary figures for May 1961 place 
Montana’s nonagricultural employment at
166.000, slightly below the 1960 level.7 The 
number of job applicants, 17,400 (seasonally 
adjusted), is approximately the same as at the
6These data may exaggerate the degree of unemploy 
ment to some extent. For example, it is likely that 
in cases where the head of the family is unem 
ployed, other members, particularly wives, who are 
not normally a part of the labor force, have regis 
tered for work.
’Caution should be exercised in interpreting the em 
ployment indexes for January-March 1961 which 
appear in the Business Indicators table on pages 
6-7. Because of the mild weather, seasonal un 
employment was smaller than usual last winter; 
i.e., in some industries, particularly construction, 
normal winter shutdowns did not always occur. 
Therefore, when the employment figures were ad 
justed for seasonal variation according to the typi 
cal seasonal pattern, an overstatement of the sea 
sonally-adjusted rate of employment appears to 
have occurred. For the same reasons, the season 
ally-adjusted rate of unemployment is probably 
understated.
bottom of the 1957-58 recession which occur 
red in the second quarter of 1958.8 Thus far 
this year other Montana business indicators 
show a mixed pattern, hardly indicative of 
any concerted movement. Bank debits are 
up and nonfarm mortgage recordings in 
creased sharply in March for the highest 
total since June 1960. Department store sales 
declined in April and May on a seasonally- 
adjusted basis. Electric power consumption 
was down sharply during the first four 
months but turned upward in May. Copper 
and crude oil production show some slug 
gishness. New automobile registrations in 
Montana through May were 14 percent below 
the first five months of 1960. The pattern 
displayed by employment and other indica 
tors does not signify any rapid upswing in 
the Montana economy.
Estimates by Business Week magazine of 
total personal income in Montana through 
April show it running 5 percent above Janu- 
ary-April 1960. In part, this is a reflection 
of the higher-than-usual level of employment 
during the mild winter months. While such 
a report is encouraging, it cannot be relied 
upon as an indicator of what may happen dur 
ing the remainder of the year. Income in 
Montana is highly seasonal; employment, 
wages, and salaries reach their peak in Aug 
ust and September. The bulk of agricultural 
income is collected in the fall after harvest 
and during the heavy livestock marketing 
period. Therefore, developments during the 
coming months could substantially change 
the personal income picture.
The Outlook . . .
The outlook for Montana during the re 
mainder of the year can only be described as 
uncertain. There are some bright spots, par 
ticularly in construction; some question 
marks, as in lumber and mining; and over all, 
the threat of a sharply-reduced agricultural 
income.
Unfortunately it is not possible to derive from 
available data a rate of unemployment for the 
state comparable to national estimates.
10
C on stru ction . Thanks to large federal gov 
ernment projects—the Minuteman missile 
project in particular—and numerous state 
highway projects, the construction industry 
is operating at the highest level in several 
years.
The F. W. Dodge Corporation reports that 
the value of construction contracts let in 
Montana from January through May totaled 
$95.9 million, compared to $55.4 million dur 
ing the same period a year ago. Most of the 
increase occurred in heavy engineering con 
struction, which includes public works and 
utilities. In the building construction seg 
ment of the industry, nonresidential contracts 
were down sharply. Total value of residential 
contracts, on the other hand, showed a sub 
stantial increase because of the construction 
of 300 new housing units at Malmstrom Air 
Force Base.
State employment service officials expect 
a peak of 3,000 workers on the Minuteman 
project in northcentral Montana this sum 
mer. Preliminary work at Yellowtail Dam 
will provide an estimated 250 jobs, with 
heavier employment in coming years; Libby 
Dam in northwestern Montana will not be 
an important factor this year.
Projects such as these can provide a badly- 
needed stimulus to Montana’s economy. It 
is well to remember, however, that they are 
temporary. When the jobs are over, the local 
area’s economy faces considerable disruption 
unless a new industry or some other large- 
scale project comes along.
Forest products. With only a slight gain in 
housing construction anticipated this year, the 
outlook for western Montana’s important 
lumber industry is uncertain. Although log 
supplies and manufacturers’ inventories of 
finished lumber are high, retailers’ stocks are 
not. Thus, an increasing movement of lum 
ber through regular marketing channels to 
rebuild retail inventories should occur, and 
some indication of this is already underway.
• Aside from generating some optimism as to 
future prospects, the new federal housing bill 
will probably have little effect this year.
Announcement of the construction of a ply 
wood plant at Libby in northwestern Mon 
tana is a bright spot in the Kalispell area. The 
$3 million project will ease the unemploy 
ment situation during its construction this 
summer, and after its completion the plant 
will employ approximately 200 workers.
Mineral products. The outlook for copper 
mining in th% Butte area has improved re 
cently. The Leonard mine, closed since June 
1958, is being reopened and reportedly will 
employ some 200 to 300 miners by the end of 
the year. With this increase, however, total 
metal mining employment in the state will 
continue below last year; at mid-May it was 
running 1,100 less than in May 1980 and 4,700 
less than in May 1956. Although prices in 
creased earlier in the year, the copper market 
recently has been quite erratic, in the face of 
a possible labor dispute this summer at the 
Kennecott operations. On July 1, the Ken- 
necott Company and the unions reached an 
agreement on the new contracts. The current 
labor contracts of other major producers, in 
cluding The Anaconda Company, do not ex 
pire until 1962. With no work stoppages in 
prospect this year, conditions in the copper 
market should assume a greater stability.
At Anaconda, near Butte, layoffs at the 
smelter and the closing of the phosphate 
plant have kept business conditions at a low 
level. Prospects for a new steel plant there, 
which would absorb some of the unemployed, 
remain uncertain.
Tourist industry. The tourist industry is 
important in Montana. While the tourist is 
much in evidence these days, little is known 
as to his expenditures. One of the biggest 
factors probably is his own estimate of his 
current and future financial well-being. On 
the basis of the national business outlook, 
there would seem to be little reason for an 
ticipating any significant increase in tourist 
expenditures. On the other hand, predic 
tions of a booming tourist travel year are be 
ing made on the national level and the Glacier 
Park Company recently stated that its book 
ings are running 18 to 20 percent ahead of 
I960.9 It is doubtful that the Montana tour-
11
0The Wall Street Journal, June 15, 1961.
ist industry as a whole will experience an in 
crease of anything like this extent.
Agriculture. Recently drought, grasshop 
pers, and the generally deteriorating situation 
for agriculture have been much in the head 
lines. While agriculture’s share of total state 
income has declined during past years, it still 
is of major importance. A sharp decline 
in agricultural income has repercussions 
throughout the economy and particularly in 
the many small agricultural marketing cen 
ters scattered throughout the state. Farm im 
plement dealers, other farm suppliers, and all 
those whose income is tied to agriculture, 
feel its effects.
As of June 1, the Montana Crop and Live 
stock Reporting Service predicted that Mon 
tana’s farmers this year would harvest the 
smallest wheat crop since 1949—some 79 mil 
lion bushels. Since that date a lack of rain 
fall and an influx of grasshoppers in a num 
ber of eastern Montana areas have consider 
ably diminished the outlook. The July 1 esti 
mate of the Service will undoubtedly be 
lower. Most of the decline will occur in the 
spring wheat harvest, and if the heat and 
drought continue, near crop failure may occur 
in some spring wheat areas. The winter wheat 
crop is still in generally fair condition in most 
parts of the state.
Eastern Montana ranges also are suffering 
from a shortage of precipitation; a reduction 
of livestock numbers may be forced if con 
ditions do not improve. Livestock prices re 
cently have declined, and if widespread liqui 
dation should become necessary throughout 
the drought-stricken Northern Plains area, 
further price weakness probably will develop.
Agricultural income, then, will almost 
surely decline this year, although a heavy 
liquidation of livestock holdings could help 
sustain total income this year at the expense 
of following years.
Summary. While there is some prospect 
for improving business conditions in the non- 
agricultural sector of Montana’s economy this 
summer, the degree of improvement is apt to 
vary considerably from one area to another. 
Some eastern Montana communities will re 
ceive a boost from construction activities; in 
western Montana neither construction, lum 
ber, nor mining appears to be in a position 
to spark any substantial cyclical upswing in 
business conditions this year.
If agricultural prospects do not improve 
and farm income declines as predicted, farm 
ers, ranchers, and the many small towns serv 
ing the rural population throughout the state 
will feel the effects both this year and next.
Regardless of the degree of recovery from 
the recent recession, however, the basic prob 
lem will remain: Montana needs more in 
dustry, more jobs—not just any industry or 
any jobs, but clean, year-round basic industry, 
to provide steady, relatively well-paying em 
ployment. This is not an easy assignment, 
as those interested in industrial development 
well know. It behooves all of us, however, to 
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Increases in Montana's Dependent Population
W. GORDON BROWDER, Chairman 
Department of Sociology, Anthropology 
and Social Welfare
In an earlier article* 1 in this series, the 
writer considered some of the changes in 
Montana’s population over the first third of 
the decade 1950-1960. Among other things, 
it was noted that while the total population 
of the state was increasing at a considerably 
greater rate than in the past, the rates of 
increase among the several age groups of the 
population were very uneven. Specifically, 
the earlier study indicated that gains in popu 
lation were largest among people 65 years 
and over, and that children and youth were 
also increasing at a high rate. On the other 
hand, persons in the age group 18 to 64—the 
economically productive group — apparently 
were decreasing in number. Comparison of 
Montana with the United States, and with the 
eleven mountain and Pacific coast states 
among which Montana is included, indicated 
that the state, while comparing favorably 
with the nation as a whole, lagged behind the 
other western states both in rate of popula 
tion growth and in rate of growth of the 
18-64 group.
At least two other studies of Montana 
population were made in the 1950-1960 
decade, both done at the Montana Agricul 
tural Experiment Station in Bozeman.2 These 
bulletins give valuable insight into some 
of the implications of population change in 
the state. With the results of the 1960 Census 
of Population now becoming available, it is 
possible to carry forward the analysis of pop-
’Gordon Browder, “Changes in Montana’s Popula 
tion,” M o n ta n a  B u s in e s s  R e v ie w ,  Vol. 7, No. 4,
I April 1955.
[ ‘‘Carl F. Kraenzel, M o n ta n a ’s  P o p u la t io n  C h a n g e s , 
1920-50, Bulletin No. 520, Montana Agricultural
I Experiment Station, Bozeman, Montana.
Harold A. Pedersen, M o n ta n a ’s  H u m a n  R e so u rc e s ,
» N u m b e r  a n d  D is tr ib u t io n  o f  P e o p le , Circular 231, 
Montana Agricultural Experiment Station, Boze 
man, Montana.
ulation phenomena, and at this writing a 
study of the age and sex distribution of Mon 
tana population has appeared.3
The data necessary for a more recent com 
parison of Montana with the United States 
and with the region of which it is a part 
are not yet available, so the present paper 
will deal with age-group patterns for the 
state, for the rural and urban components, 
and for the larger urban places in the state. 
In addition, the importance of recent popula 
tion changes on the “dependency ratio”— the 
ratio of the generally non-productive age 
groups to the economically productive age 
groups—will be considered.
Changes in Population by 
Residential Component and 
Age Groups
At the time of the earlier article referred to 
above, it was estimated that Montana’s pop 
ulation was growing somewhat more slowly 
than the population of the United States— 
3.4 percent as compared with 4.3 percent for 
the period April 1, 1950, to July 1, 1953. The 
Federal Census of April 1,1960, revealed that 
this approximate differential in growth still 
holds; during the decade 1950-1960, the state’s 
population increased by 14.2 percent, while 
the population of the United States grew by 
18.5 percent. Hence, Montana is a “donor” 
state, in that it loses more people through 
out-migration than it gains through in-migra- 
tion.
The trend toward urbanization of the state’s 
population, noted throughout the past several
3Harold A. Pedersen, M o n ta n a ’s  H u m a n  R e so u rc e s , 
A g e  a n d  S e x  D is tr ib u t io n , Circular 234, Montana 
Agricultural Experiment Station, Bozeman, Mon- 
tariar




Statewide-----  N onagri cultural Employm ent1
Total
Lum ber & 
Tim ber Prod.
P rim ary  Metals 
& O ther 




Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. U 3
1960
May ......... 117.0 116.5 125.4 129.9 103.7 105.7 102.7 104.6 76.2 75.6 i;
June ............. 122.1 117.3 138.2 124.3 107.4 105.8 105.5 108.0 79.2 76.3 y
J u ly _______ ... 122.8 117.0 140.0 123.8 105.6 100.8 104.1 105.0 80.2 81.5 id
August ........ 122.8 115.6 145.4 124.7 109.2 103.8 102.7 102.4 78.2 79.7 l  i
September ... 121.8 115.9 141.8 121.9 103.7 102.8 109.6 106.2 77.2 78.4 id
October ...... 119.5 116.4 136.4 124.8 100.0 99.9 115.1 103.6 76.2 78.1 u
November ... 117.1 116.2 130.9 125.5 98.1 100.1 109.6 103.5 77.2 75.8 K
December .... ... 115.1 116.5 121.8 126.0 96.3 100.1 102.7 102.1 76.2 75.1 12
1961
January ..... 112.1 118.9 110.9 130.2 94.4 96.0 100.0 101.5 75.2 75.6 H i
February..... ... 111.4 119.4 109.1 129.4 94.4 95.9 93.2 98.2 75.2 76.3 1]
March .......... 111.6 119.4 109.1 134.0 90.7 92.1 94.5 99.3 67.3 67.3 11
April ............ ... 113.6 117.6 112.7 135.0 90.7 90.4 94.5 100.0 68.3 67.5 13
May .............. 116.2** 115.7** 129.1 133.8 92.6 94.4 95.9 97.6 67.3 66.8 14
















M a y _______ 121.9 132.5 147.2 144.7 181.0 184.5 32.3 27.3 312.6 313.5 18;
June ______ ... 115.2 117.7 139.7 133.3 174.1 175.5 46.8 42.3 325.0 318.0 20
July ___ __ .. 118.5 122.7 137.7 130.6 183.5 198.6 41.6 51.3 337.9 335.9 18:
August ..... ..... ... 134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339.5 344.3 19
September ...... 152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339.6 21
October ....... ... 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337.1 339.5 21
November __ 152.8 135.2 143.0 135.9 181.8 166.9 15.9 13.2 336.3 338.7 22'
December .... ... 126.3 128.9 136.5 139.4 186.6 184.1 15.3 13.7 330.6 330.6 20
1961
January .......... 119.8 129.9 138.3 149.5 177.6 178.3 19.3 21.3 335.5 335.8 22
February ...... ... 110.5 126.6 124.3 135.8 182.3 189.3 17.5 16.3 334.7 333.7 18
March .......... ... 108.7 130.5 133.8 148.8 171.7 171.2 14.9 15.1 327.4 327.4 19
April ............ 100.5 113.8 127.8 132.2 176.1 169.3 14.2 10.8 330.6 332.7 181
May ........ ...... 100.7 109.4 130.2 128.0 168.7** 172.0** 13.8** 11.7** 337.1 338.1 19'
June .





13.1* 332.7 325.5 19*
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- 
month.
’Unemployment Compensation Commission of Montana. Number of work applicants at end of month. 
“Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total carloa 
“Computed from reports of U. S. Bureau of Mines. Daily average.
“Computed from reports-of Oil and Gas Conservation Commission of Montana. Daily average.
7Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana com* 
“Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department a 









G overnm ent 
U nadj. A dj.
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88.2 88.1 113.9 113.9 142.5 139.8 10,923 12,384 218.4 208.4 __________ May
90.0 87.9 116.9 113.5 149.2 143.6 10,035 12,481 220.4 2 1 4 .0 _________June
90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 ---------------  July
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 ............-  August
88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 ____ September
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 _______October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 ____  December1961
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5 ............ January
82.3 85.9 108.3 116.7 145.1 147.4 23,445 14,287 206.1 1 9 3 .0 ______February
80.9 84.7 108.0 115.1 147.0 148.6 21,798 14,360 197.9 1 9 4 .0 _________March
81.8 84.4 111.4 114.2 146.3 146.0 19,073 15,570 202.6 194.1 _____ ___  April
84.1** 84.0** 112.8** 112.8** 148.5** 145.7** 15,368 17,424 209.1 1 9 9 .5 __________May
85.4* 83.4* 115.0* 111.6* 154.1* 148.3* 15,619 19,427 216.5 210.2 ..................-  June






















U nadj. u n a d j. ig 6 0
5,599 1,626 633 2,009 1,341 125.4 128.5 101.0 82.0 ............ ............................ May
7,491 2,172 518 2,318 2,483 112.9 123.8 93.0 8 1 . 0 ____________________ June
5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 80.0 ____________________ July
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 ...................................  August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 ................ -..........  September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 7 7 . 0 _________________ October
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78 0 _____  November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 78 0 ............ December1961
6,052 1,680 865 1,871 1,636 75.0 - 119.8 91.0 84.0 ________________  January
4,531 1,588 334 1,467 1,142 77.9 121.2 93.0 7 8 . 0 ________________February
7,450 2,529 511 2,608 1,802 97.2 121.2 95.0 78.0 ....................................-  March
6,450 2,367 605 2,285 1,193 110.6 115.9 96.0 78.0 ----- ----- ------------------ April
111.2 113.9 92.0 7 9 . 0 _____________________May
112.9 123.8 89.0 80.0 ___________________  June
| me wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial
?ht loaded at Montana points. Daily average.
ily average.
A djusted for seasonal varia tion : This m eans th a t
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and convention have been allowed fo r statistically .
stores in Montana. Daily average.
(Continued from Page Three) 
decades, continued during the fifties. Slightly 
more than half of Montana’s people now live 
in urban territory, for the first time in the 
state’s history. In terms of growth, people 
living in urban territory increased by more 
than 31 percent between 1950 and 1960, while 
rural dwellers increased by only one percent. 
In gross numbers, urban territory added 
about 80,000 people during the decade, while 
rural areas added about 3,300.
Changes in number and proportion of 
people in the various age groups during the 
past decade were about as uneven as changes 
in residential categories. The very young— 
those under 5 years of age—showed a sub 
stantial increase of almost 18 percent. The age 
group 5-17, including roughly the school-age 
population, increased by more than 28 per 
cent, and the older population, composed of 
persons 65 years of age and over, gained more 
than 22 percent. These groups—people under 
18 and those over 65 years of age—are some 
times described as the dependent population, 
since most people in these categories are not 
economically productive; they are not usually 
in the labor force. The generally economically 
productive age group, composed of persons 
aged 18 to 64 years, increased by slightly more 
than one percent in Montana.
When change in age-group composition is 
related to residence, other significant points 
emerge. Table 1 shows that in the urban 
population gains for all age groups were 
much greater than in the rural population, 
but that in both urban and rural residential 
categories, gains in the age groups under 
18 and over 65 far outdistanced gains in the 
18-64 group. Indeed, rural territory had over
TABLE 1
PERCENT CHANGE IN MONTANA’S 
POPULATION, BY AGE GROUPS, 






State __ 14.2 17.9 28.5 1.1 22.3
Urban .. 31.2 32.6 43.0 11.7 29.4
Rural ... 1.0 3.6 15.6 -10.3 14.7
10 percent fewer persons in the 18-64 group 
in 1960 than in 1950, a fact which indicates, 
that rural areas in Montana are losing persons 
very rapidly from the productive group. For 
rural communities, the economic and social 
consequences of this loss can scarcely be ig 
nored.
Changes in the State’s Larger Cities
There are nine cities in Montana with 
populations in excess of 10,000 people. Table 
2 gives the population of these cities accord 
ing to the 1960 Census, and shows the per 
centage change in the decade 1950-1960:
TABLE 2
POPULATION OF PLACES OF 10,000 OR MORE, 







Anaconda .......... 12,054 7.1
Billings ..... ........ 52,851 66.0
Bozeman ...... ..... ____  13,361 18.0
Butte . 27,877 -16.2
Great Falls ......____  55,357 41.2
H avre_____ ___ 10,740 32.8
Helena ........ _ 20,227 15.1
Kalispell ______ 10,151 4.3
Missoula ___ 27,090 20.5
Source: U. S . C e n su s  o f  P o p u la t io n , 1960.
These nine cities contain more than one- 
third of the population of the state, and their 
gains between 1950 and 1960 accounted for 
over half of the total population increase in 
Montana—even when the loss of some 5,000 
people in the city of Butte is included. It 
may be fairly assumed, therefore, that 
changes in the growth pattern and composi 
tion of these larger urban centers are of con 
siderable significance to the state.
When 1960 age-group data are examined, 
and comparisons made with the situation in 
1950, some interesting, not to say startling, 
facts emerge. As Table 3 reveals, there were 
wide variations in rates of change among the 
cities over the decade. In the age group 
under 5, rates of change varied from a de 
crease of over seven percent in Butte, to anSource: U. S. C e n su s  o f  P o p u la t io n , 1960.
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increase of nearly 95 percent in Billings. In 
the 5-17 year old group, all nine cities ex 
perienced increases, the range being from 
slightly less than ten percent in Butte to more 
than 133 percent in Billings. Three cities, 
Anaconda, Butte and Kalispell, showed losses 
in the 18-64 age group. The loss in Butte 
amounted to almost 30 percent and in Ana 
conda to almost 41 percent. Gains in the re 
maining cities ran from about six percent in 
Missoula to 22 percent in Great Falls.
TABLE 3
PERCENT CHANGE IN POPULATION OF 
MONTANA CITIES OVER 10,000,






Anaconda 7.1 9.7 43.2 -40.7 11.0
Billings ____ 66.0 94.9 133.3 41.4 63.2
Bozeman..... - 18.0 13.9 48.2 9.7 30.3
Butte . _.-16.2 -7.2 9.8 -29.4 14.2
Great Falls ..... 41.2 64.8 92.4 22.0 41.3
H avre____ ... 32.8 50.2 74.2 12.3 71.1
Helena ..... . ... 15.1 18.4 50.2 16.1 29.6
Kalispell ... 4.3 2.6 28.5 -9.3 32.1
Missoula ....... 20.5 32.8 56.6 6.2 41.9
Source: U. S . C e n su s  o f  P o p u la t io n , 1960.
All of the cities registered gains in the age 
group of persons aged 65 and over. Anaconda 
had the smallest increase, 11 percent, while 
Billings showed an increase of over 63 per 
cent in this age group.
It might be noted that Billings and Great 
Falls, the two largest cities in the state, both 
had substantial gains in the “dependent” 
age groups, those under 18 and over 65. At 
the same time, these cities also showed higher 
gains in the productive age groups than did 
most other Montana cities. Anaconda was in 
the somewhat distinctive position of having 
comparatively small increases in the under 
5 and over 65 age groups, and rather large 
» gains in the 5-17 and 18-64 groups.
Dependency Ratios
In his recent study of the age and sex 
distribution of Montana population, Pedersen 
makes the point that “.. . the productive ages
have been squeezed into a smaller proportion 
by the expanding young and old categories. 
The reduction in the case of the urban popu 
lation is about 8 percentage points and in the 
case of the rural population slightly less 
than 6 percentage points.”4 (He is referring 
to the changes between 1950 and 1960.) This 
means, in effect, that in Montana an increas 
ing segment of the population depends for 
economic support upon a decreasing segment. 
A convenient way to demonstrate this fact 
is to use the dependency ratio, which shows 
the relationships between the economically 
dependent age groups (those under 18 and 
over 65) to the economically productive age 
group 18-64 years of age.
Comparison of dependency ratios for 1950 
and 1960 is revealing. Pedersen, in the study 
cited above, computed dependency ratios for 
the state and for residential categories as 
follows:
TABLE 4
DEPENDENCY RATIOS, MONTANA, FOR TOTAL, 
URBAN, AND RURAL POPULATION,
1950 and 1960
State and
Residential Category 1960 1950
M ontana---- ---------------------------  834 712
U r b a n __________ ___ _ _____  883 623
Rural .......................... ................988 786
Source: Pedersen, M o n ta n a ’s  H u m a n  R e so u rc e s ,
p. 10.
For every 1,000 persons in the productive 
age groups in 1960, there were 834 persons in 
the dependent age groups. The comparable 
ratio for the state in 1950 was 712. Rural and 
urban categories showed similar increases, al 
though the urban increase was somewhat 
greater than the rural. However, the rural 
population has the highest ratio.
The dependency ratios for the major cities 
in the state reveal some interesting character 
istics. No city had a lower dependency ratio 
in 1960 than in 1950. Kalispell reported the 
highest ratios in both 1950 and 1960. Havre 
had the second highest dependency ratio in
‘Pedersen, M o n ta n a ’s  H u m a n  R e so u rc e s , pp. 9-10.
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1960. Bozeman registered the lowest ratio in 
both 1960 and 1950, while Missoula was second 
lowest in both years. Butte and Havre, both 
with increases of 296 in their dependency 
ratios, had the greatest upward changes over 
the decade.
TABLE 5
DEPENDENCY RATIOS, FOR MONTANA CITIES 
WITH OVER 10,000 POPULATION, 1950 and 1960
City 1960 1950
Anaconda ......... .. 873 653
B illin gs............. ....  858 589
Bozeman ______ .... 637 523
Butte .................. 877 581
Great Falls ..... .....  867 614
Havre .................. .....  913 617
Helena ________ ....  842 627
K alispell.... ......... .....  974 716
M issoula______ 761 551
Source: 17. S. Census of Population, 1960.
Summary
It appears that little has occurred to alter 
materially the conclusions reached in the 
writer’s earlier article on recent changes 
in Montana’s population. Population con 
tinues to increase, although at a rate less 
than the nation’s. All evidence points to the 
fact that out-migration reduces the propor 
tion of the population in the productive age 
groups, while numbers of people in the de 
pendent groups increase more rapidly.
The economic implication of these facts is 
clear. Montana must face a situation in 
which increasing demand for educational 
facilities, and mounting pressure on welfare 
services for children and older people, will 
present serious problems.
LOCAL BANK DEBITS 
(1947-1949 =  100)
Billings B u tte  G lendive G rea t Falls K alispell M alta Miles City Missoula
Unadj. A dj. U nadj. Adj. U nadj. A dj. U nadj. Adj. Unadj. Adj. U nadj. A dj. U nadj. A dj. U nadj. Adj.
1960 
May ___ 230.6 259.1 132.4 145.5 204.7 230.5 175.7 201.0 169.1 180.5 135.4 151.4 125.2 147.8 242.2 257.6
J u n e __ 228.8 235.6 152.3 138.1 224.2 233.5 190.3 195.4 193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
Ju ly 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. __ 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. 246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
Oct. 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. __ 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192,4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. __ . 239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
1951
-Jan . __ 242.4 245.1 149.8 152.1 247.9 235.9 224.8 209.7 194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
Feb. __ 213.2 236.4 127.7 135.7 219.8 236.3 187.8 205.2 153.1 168.6 134.5 156.6 136.6 166.4 262.7 310.5
Mar. __ 235.2 244.2 143.6 138.6 211.8 217.7 186.1 206.3 153.8 180.7 115.5 135.9 141.8 164.7 294.3 304.7
A pril _ 225.3 236.4 121.4 124.9 209.8 213.0 169.5 182.1 158.1 196.4 115.6 130.3 131.5 149.6 322.9 341.7
May __ 227.4 225.5 130.9 143.8 207.7 233.9 186.8 213.7 178.6 190.6 124.3 139.0 138.7 163.8 278.0 2§5.7
Ju n e  __ 234.5 241.5 141.8 128.6 201.9 210.3 198.4 203.7 200.4 192.5 134.8 129.7 143.4 157.4 242.1 230.1
A dj.—A djusted fo r seasonal variation .
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Management's View of Public Accounting Practice in Montana
JACK J. KEMPNER, Professor 
School of Business Administration 
Montana State University, Missoula
Nearly all businessmen use the services 
of a public accountant at one time or another 
and, in most instances, they find it advisable 
to retain an accounting firm on a permanent 
basis. In view of the widespread use of such 
accounting services, it is inevitable that the 
businessman should wonder if his relations 
with his accountant are similar to those ex 
perienced by others, and whether any criti 
cisms he may have are unique or common 
among a number of businessmen.
It was hoped that if management could be 
induced to take the time necessary to com 
plete a questionnaire outlining its reactions 
to its own accountant, the results, when 
analyzed, would serve to improve manage 
ment-accountant relations to the benefit of 
both. With this thought in mind, a ques- 
tionaire was mailed recently to 400 business 
firms in Montana. These firms were selected 
at random from a list of about 3,000 names 
and included organizations with an annual 
sales volume of less than $100,000 to those 
with volumes in excess of $1,000,000. The 
nature of the businesses involved varied from 
retail to manufacturing, and the type of or 
ganization ranged from individual proprietor 
ships to corporations with over 500 stock 
holders. The number of responses to these 
mail questionnaires considerably exceeded 
the amount anticipated and indicated beyond 
any doubt that management was eager to 
express its opinions about the public prac 
titioner.
The questionnaire that was mailed to re 
spondents, together with the specific replies 
and a detailed analysis of them, has been in 
cluded in a monograph, also entitled Man 
agement’s View of Public Accounting Prac 
tice in Montana, published in July 1961 by the 
Bureau of Business and Economic Research, 
School of Business Administration, Montana
State University. This article is a summary of 
the information contained in the monograph, 
which may be obtained by requesting a copy 
from the Bureau.
Number of Replies
Of the 400 firms contacted, responses were 
received from 233. For purposes of analysis, 
questionnaires completed by companies 
which used accountants for tax work only, or 
which did not use outside accountants, were 
discarded; consequently, 174 questionnaires 
were studied, representing 44 percent of the 
total mailing. The replies were subdivided 
as follows:
a) Companies with annual sales 
volume of less than $500,000 
which use the services of cer 
tified public accountants
(small firms) ....  -.......  69 39.7%
b) Companies with an annual
sales volume of $500,000 or 
more which use the services 
of certified public account 
ants (large firms) ......   81 46.5
c) Companies which use the
services of public account 
ants (small firms) ................-  24 13.8
Total .... -......................   174 100.0%
General Relationship Between 
Accountant and Client
Respondents were first asked to indicate 
why they initially engaged the services of 
an outside accountant, and it was learned 
that most accountants were engaged prim 
arily to assist management in maintaining 
its accounting records and to prepare tax 
returns. Approximately 70 percent of all 
replies covered this category, and surpris 
ingly few companies hired accountants for
3
the sole purpose of preparing financial state 
ments at the end of the year.
Original contact with the present account 
ing firm was made predominantly through 
either personal contact, friend, or business 
associate. Considerably more than 50 per 
cent of the companies using CPAs engaged 
them in this manner. Several of the firms 
using public accountants made contact 
through banker referrals, while one of the 
larger companies hired its CPA by adver 
tising in the local press.
An analysis was made to determine the 
relationship between the outside account 
ant and the businessman in terms of work 
ing arrangements. In about half the cases, 
the president-owner is the individual with 
whom the accountants work most closely. 
Another 25 percent indicated tht the account 
ant works closest with the manager. Less 
than 10 percent reported that the CPA or 
PA dealt with the controller or chief ac 
countant, and this seemed to be true whether 
the respondent was a large or small firm. 
One possible conclusion to be drawn is that 
the chief accounting officer is not one of 
the top management officials in the average 
Montana firm, in contrast with the large na 
tional corporation where the controller 
usually acts as the chief liaison officer be 
tween the accountant and the firm.
Frequency of Contact
The next series of questions attempted to 
determine how often the businessman and 
his accountant were able to get together in 
order to discuss the former’s business and 
financial problems. As many as 30 percent 
of the accountants visit their clients’ offices 
only about once a year, while another 40 
percent are equally divided between monthly 
and quarterly visits. It was found that public 
accountants call on their clients more often 
than the certified practitioners who service 
the larger firms. It was interesting to learn 
that, in a few cases, accountants never bother 
to make personal calls.
The number of times that an accountant
talked to management by telephone in the 
course of a year varied considerably. In 
most instances, such conversations took 
place monthly or quarterly, although quite a 
number of respondents replied that these 
talks were “frequent.” In an effort to de 
termine who initiated these phone conver 
sations, it was found that the businessman 
usually called his accountant.
When asked whether they saw their ac 
countants as often as they thought neces 
sary, most respondents replied that they did. 
Although 70 percent answered affirmatively, 
it should be pointed out that more of the 
large firms were satisfied with the attention 
received from their accountants than the 
small firms or those serviced by PAs. At the 
same time, there were seme respondents, 
one-third, who were not pleased with the 
availability of their accountants.
Nature of the Work Performed 
by the Accountant
In the aggregate, 50 percent of the account 
ants installed the accounting system for their 
clients. However, 66 percent of the small 
firms had such work installed whereas only 
38 percent of the large firms required out 
side assistance. Since most of the large firms 
normally employ their own private ac 
countants, it was not too surprising to find 
that public practitioners have had less to do 
with systems installations in these firms.
Even fewer practitioners are called upon to 
supervise the accounting system. Only 43 
percent performed this function, but again 
the smaller firms made greater use of their 
outside accountant for this purpose than the 
larger firms. Fifty percent of the small firms 
requested their accountant to supervise the 
system as compared to 30 percent of the large 
firms. A greater number of non-CPAs, 62 
percent, supervised the accounting system for 
their clients.
With respect to tax services, respondents 
were asked to indicate the degree of respon 
sibility assumed by their accountant in this 
area. Two-thirds of the firms replied that
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accountants assisted them with tax planning 
in addition to filing periodic returns, while 
one-fourth indicated that their accountants 
confined themselves to the preparation of tax 
returns only. The proportion of practitioners 
who assisted in tax planning was greater in 
the case of the large firms than in the small 
ones, or in those firms serviced by public ac 
countants.
The majority of practitioners represent 
their clients when tax conflicts arise with 
the Internal Revenue Service. Fifteen per 
cent of the companies did indicate, however, 
that accountants did not represent them in 
these matters, and it may be assumed that 
attorneys were engaged instead.
Extent of Auditing Services
Respondents were asked how often their 
accountant conducted a regular audit, and 
how often they obtained a short form report 
or opinion from their accountant in conjunc 
tion with this audit. Ninety percent of the 
respondents replied that a regular audit was 
made at some stated interval, and that a short 
form report accompanied the audit. It seems 
unlikely that such a large majority of the 
companies involved in the study would norm 
ally obtain general audits, particularly since 
many of the respondents indicated that these 
audits were made quarterly and sometimes 
even monthly. In all probability, a very 
broad interpretation of an audit was given to 
this question, and complete reliability of these 
responses is lacking.
Normally, a general audit requires a rather 
comprehensive examination of a firm’s finan 
cial statements and, in all cases, it must be 
accompanied by the auditor’s opinion of 
these statements. Before submitting an 
opinion, the accountant must review the 
financial records of the firm to be reasonably 
certain that the records substantiate the in- 
I formation contained in the statements. He 
must also be able to conclude that generally 
accepted accounting principles have been fol 
lowed throughout the fiscal period, and that 
they have been consistently applied with the
previous year. The opinion that the ac 
countant is obligated to submit will either 
be unqualified, qualified, or there may be a 
refusal to give an opinion, in which case the 
reasons for such disclaimer must be outlined.
The recommended short form report or un 
qualified opinion that only a certified public 
accountant will generally submit is repro 
duced below. The important aspects of the 
first paragraph, which is called the scope, 
include the statement that the financial 
statements have been examined in accord 
ance with generally accepted auditing stand 
ards, and that the auditor has reviewed 
whatever financial records he deemed neces 
sary. The second paragraph, called the 
opinion, must state that, in the CPA’s opinion, 
the financial statements present fairly the 
financial position of the company and the 
results of its operations; that generally ac 
cepted accounting principles have been fol 
lowed, and that they have been consistent 
with the preceding year.
I have examined the balance sheet of the
XYZ Company as of December 31, 19..... , and
the related statements of income and retained 
earnings for the year then ended. My exam 
ination was made in accordance with generally 
accepted auditing standards, and accordingly 
included such tests of the accounting records 
and such other auditing procedures as I con 
sidered necessary in the circumstances.
In my opinion, the accompanying balance 
sheet and statements of income and retained 
earnings present fairly the financial position
of the XYZ Company at December 31, 19......,
and the results of its operations for the year 
then ended, in conformity with generally ac 
cepted accounting principles applied on a 
basis consistent with that of the preceding 
year.
If the auditor cannot unequivocally state 
that the financial statements are a fair 
presentation of a firm’s financial and oper 
ating position, then he will qualify the re 
port. A qualification is ordinarily necessary 
if the scope of the examination was limited 
to some extent, or if certain generally ac 
cepted principles of accounting had not been 
followed. The qualification will specifically 
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U nadj. Adj. u
June . 1 2 2 .1 117.3 138.2 124.3 107.4 105.8 105.5 108.0 79.2 76.3 11
July ..... 1 2 2 .8 117.0 140.0 123.8 105.6 1 0 0 .8 104.1 105.0 80.2 81.5 . 1(
August ......... 1 2 2 .8 115.6 145.4 124.7 109.2 103.8 102.7 102.4 78.2 79.7 It
September „ ... 1 2 1 .8 115.9 141.8 121.9 103.7 1 0 2 .8 109.6 106.2 77.2 78.4 It
October ....... 119.5 116.4 136.4 124.8 1 0 0 .0 99.9 115.1 103.6 76.2 78.1 I t
November . 117.1 116.2 130.9 125.5 98.1 1 0 0 .1 109.6 103.5 77.2 75.8 14
December ... 
1961
... 115.1 116.5 1 2 1 .8 126.0 96.3 1 0 0 .1 102.7 1 0 2 .1 76.2 75.1 12
January __ 1 1 2 .1 118.9 110.9 130.2 94.4 96.0 1 0 0 .0 101.5 75.2 75.6 11
February .. ... 111.4 119.4 109.1 129.4 94.4 95.9 93.2 98.2 75.2 76.3 11
March . 1 1 1 .6 119.4 109.1 134.0 90.7 92.1 94.5 99.3 67.3 67.3 11
April 113.6 117.6 112.7 135.0 90.7 90.4 94.5 1 0 0 .0 68.3 67.5 13
May .......... 116.2 115.7 129.1 133.8 92.6 94.4 95.9 97.6 67.3 6 6 .8 14'
June 1 2 2 .2 *■ *  4 ** 143.6** 129.1** 94.4 93.0 1 0 0 .0 ** 102.4** 70.3** 67.7** 17
















June 115.2 117.7 139.7 133.3 174.1 175.5 46.8 42.3 325.0 318.0 20:
July . 118.5 122.7 137.7 130.6 183.5 198.6 41.6 51.3 337.9 335.9 18:
August 134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339.5 344.3 19
September . 152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339.6 21
October 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337.1 339.5 21:
November .... 152.8 135.2 143.0 135.9 181.8 166.9 15.9- 13.2 336.3 338.7 22
December .. 126.3 128.9 136.5 139.4 186.6 184.1 15.3 13.7 330.6 330.6 20
1961 
January . 119.8 129.9 138.3 149.5 177.6 178.3 19.3 21.3 335.5 335.8 221
February ... 110.5 126.6 124.3 135.8 182.3 189.3 17.5 16.3 334.7 333.7 18'
March . 108.7 130.5 133.8 148.8 171.7 171.2 14.9 15.1 327.4 327.4 19<
April _ 100.5 113.8 127.8 132.2 176.1 169.3 14.2 1 0 .8 330.6 332.7 18f
May . 100.7 109.4 130.2 128.0 168.7 172.0 13.8 11.7 337.1 338.1 191
June ....... 109.7 1 1 2 .0 141.3 134.8 185.0 187.2 16.6** 15.0** 332.7 325.5 19S
July .





2 1 .0 * 19(
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- 
month.
“Unemployment Compensation Commission of Montana. Number of work applicants at end of month. 
“Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of Montana, comprising total earloai 
“Computed from reports of U. S. Bureau of Mines. Daily average.
“Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana cornu 
“Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department a 













(N um ber) 
U nadj. Adj.
E lectric Pow er 
Consum ption8 
U nadj. A dj.
1960
90.0 87.9 116.9 113.5 149.2 143.6 10,035 12,481 220.4 214.0 . June
90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 -  July
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 ... August
88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 ....__Septem ber
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 .. October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 ..... November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 . December 1961
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5 _ . January
82.3 85.9 108.3 116.7 145.1 147.4 23,445 14,287 206.1 193.0 ... February
80.9 84.7 108.0 115.1 147.0 148.6 21,798 14,360 197.9 194.0 ....March
81.8 84.4 111.4 114.2 146.3 146.0 19,073 15,570 202.6 194.1 . April

















216.5 210.2 ... June 
.. Ju ly
N onfarm  M ortgage R ecordings (U nadj.)8
Savings 
& Loan
In su r 
ance Comm. Dept. Store
Total Assocs. Cos. Banks O thers Sales1'
($1,000) ($1,000) ($1,000) ($1,000) ($1,000) U nadj. Adj.
7,491 2,172 518 2,318 2,483 112.9 123.8
5,481 1,418 385 1,871 1,807 113.5 123.1
5,832 1,437 483 2,214 1,698 140.5 123.8
5,556 1,788 571 1,640 1,557 126.5 117.3
6,750 1,831 709 2,602 1,608 135.1 121.0
6,080 1,674 410 2,115 1,881 137.4 115.9
5,467 1,417 469 2,405 1,176 203.4 122.4
6,052 1,680 865 1,871 1,636 75.0 119.8
4,531 1,588 334 1,467 1,142 77.9 121.2
7,450 2,529 511 2,608 1,802 97.2 121.2
6,450 2,367 605 2,285 1,193 110.6 115.9
7,510 2,811 461 2,428 1,810 111.2 113.9











93.0 81.0 ___ , __June
90.0 8 0 . 0 ______ . July
91.0 76.0 . August
95.0 77.0 .....  September
92.0 77.0 ____  October
91.0 7 8 . 0 ---------- ......  November




93.0 78.0 .. February
95.0 78.0 .. March
96.0 78.0 .. April
92.0 79.0 ... May
89.0 80.0 __ .. June
87.0 81.0 ... July
ime wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial 
eight loaded at Montana points. Daily average.
Daily average.
stores in Montana. Daily average.
A djusted for seasonal variation: This m eans th a t in tra -an n u a l repe ti 
tive fluctuations in the business indicators occasioned by th e  effects of 
clim ate, custom  and convention have been allowed for statistically .
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(Continued from page 5) 
point out any limitations in the examination 
or any departures from generally accepted 
principles so that the reader is fully informed 
as to the nature of these discrepancies. If, 
on the other hand, the scope of the examina 
tion has been severely limited, or if basic 
accounting principles have been flagrantly 
violated, then a disclaimer will be forthcom 
ing which says in effect that no opinion as to 
the fairness of the financial statements can be 
submitted because of the limitations or viola 
tions mentioned above.
Unless one of these three reports accom 
panies the financial statement, management 
can safely conclude that no general audit has 
been made. In the event that a CPA at 
taches his name to financial statements that 
have been prepared by him without audit, 
he is obliged to indicate specifically that these 
statements have been prepared without audit. 
These requirements, which have been assid 
uously spelled out by the American Insti 
tute of CPAs, should enable management or 
any reader of financial statements to deter 
mine the exact nature of the examination 
conducted by the auditor.
Management Services Rendered 
by the Accountant
Several questions were asked in an effort 
to determine the extent of management 
services offered by public accountants. Re 
spondents were first asked whether they 
maintained a budget. An average of only 
27 percent of the total firms questioned 
maintain budgetary controls, although 36 
percent of the large firms work with a 
budget as compared to only 16 percent of 
the firms serviced by PAs.
In those instances where firms do use 
some sort of a budget, practitioners do not 
normally assist in its preparation. Eighty- 
five percent of the respondents who use 
budgetary controls reported that account 
ants do not furnish assistance; 93 percent of 
the small firms said no, and 79 percent of the 
large firms replied in a similar vein. It is
difficult to conclude whether this rather one 
sided state of affairs is due to the fact that ac 
countants are not interested in assisting in 
the preparation of these budgets, or whether 
management does not bother to seek their 
assistance. Most accountants are qualified 
to help in these matters, and management 
might gain additional benefits if it were to 
insist that accountants help them in this 
area.
A slightly higher proportion of account 
ants assisted in analyzing and controlling 
costs; about 30 percent offer services to 
management in this vital field. The remain 
ing 70 percent of the respondents should find 
it advisable to insist upon more help from 
their accountants, since there are unlimited 
possibilities for improving profits through in 
telligent analysis and control of costs. Natur 
ally businessmen are usually capable of 
doing a large part of this work themselves, 
but there can be no harm in prevailing upon 
an outside expert whose training qualifies 
him for this type of analysis.
The next few questions indicated that very 
few practitioners help management to fore 
cast working capital or cash requirements, or 
assist in controlling inventories. About 80 to 
90 percent of the accountants make no effort 
to extend their services in this direction. On 
the other hand, about half of the accountants 
do attempt to improve internal control and 
office procedure in conjunction with their 
accounting and audit function. Fewer prac 
titioners perform this task for the larger 
firms than for the smaller ones, a situation 
which is probably due to the fact that the 
former enjoy the advantage of permanent 
accountants on their staffs.
Management’s Attitude Toward 
the Public Practitioner
Although many of the replies received 
from respondents would indicate that man 
agement is not getting as much assistance 
from its accountants as might be desirable, 
businessmen are nevertheless satisfied with 
the overall performance of their accountants.
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Respondents were asked if they believed that 
accountants were important to the profitable 
management of their business, and 75 to 80 
percent replied affirmatively. Not as many 
respondents, however, thought that their ac 
countants had offered many concrete sug 
gestions as to methods for making their busi 
nesses more profitable. Nevertheless, this 
latter response is even higher than might be 
expected in view of the fact that so few ac 
countants seem to offer very many advis 
ory services. It is quite probable that much 
of the advice submitted by the practitioner 
is offered in an informal manner rather than 
through such specific devices as budget pre 
paration, cost control, etc. Consequently, 
while many of the replies to these questions 
were negative, accountants may be offering 
more advice than was apparent from the sur 
vey.
Respondents were next asked to express 
their general opinion about the accountant, 
first, in terms of what they liked most about 
him, and secondly, their dislikes. No par 
ticular guides were offered in the question 
naire so that respondents were free to ex 
press themselves in any manner they chose. 
As was to be expected, each respondent used 
his own particular way to express himself, 
and it was necessary to edit these replies 
in order to arrange them in some sort of 
meaningful summary.
Only 20 percent of the respondents offered 
any criticisms about the accountant whereas 
80 percent refrained from making any deroga 
tory remarks. The latter are either in the 
form of “no reply” or “no criticism.” In 
terms of affirmative comments, almost half 
of these respondents were pleased with the 
general competency or efficiency of their 
accountant. Fourteen percent valued the 
accountant’s consulting service next in im 
portance, while the value of his tax advice 
was considered relatively unimportant. Ad 
verse criticisms were minor and no specific 
complaint overshadowed the rest. The re 
sults of these two inquiries seem to imply 
that the majority of businessmen maintain 
a favorable opinion toward their accountant.
Management’s attitude toward the certi 
fied public accounting profession in general 
can best be summarized by stating that the 
vast majority expressed their opinion that 
accountants were necessary, essential or 
helpful. A few facetiously remarked that 
accountants were a necessary evil, but per 
haps these remarks were not meant to be 
facetious. Surprisingly few respondents 
thought that accountants were necessary for 
tax work despite the length of time practi 
tioners normally devote to this service.
All of the respondents were asked to indi 
cate whether they thought that the services 
of a CPA were more valuable than those of 
a public accountant. As might be expected, 
over 70 percent of those who used CPAs re 
plied in the affirmative. At the same time, 
almost 30 percent of the respondents who en 
gaged public accountants also believed that 
the services of a CPA were more valuable, 
while only 50 percent of this group did not 
think so. The higher qualifications and 
standards of the CPA seemed to be the main 
reasons respondents had for favoring the 
certified practitioner.
The fee an accountant charges is certainly 
an important factor in the relationship be 
tween management and the practitioner. 
Over 70 percent of the respondents thought 
that fees were satisfactory, and an even 
higher proportion of clients using public ac 
countants, 83 percent, were satisfied with the 
fees charged. Only three percent believed 
that fees were too high, although eight per 
cent thought that fees were not commen 
surate with services rendered. Despite the 
few negative replies, it would seem safe to 
conclude that the fee schedules of most prac 
titioners are not considered excessive by 
management.
Summary and Conclusions
The fact that a large proportion of busi 
nessmen took the trouble to answer the 
questionnaires may possibly be attributed 
to the desire on the part of management to 
help improve its relationship with account-
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ants. There were over 50 questions to be 
answered, and about half of the individuals 
contacted spent considerable time in com 
pleting them. The prompt response to the 
questionnaire was also unexpected; approxi 
mately 90 percent of the questionnaires re 
turned had been received by the end of the 
second week after they had been mailed.
One of the most significant results of the 
study was the revelation that managers of 
the larger firms seem to fare better in obtain 
ing consulting services from their account 
ants than do the managers of smaller firms. 
This may be due to a greater awareness of 
service possibilities on the part of these larger 
firms but, paradoxically, the small firms 
need more outside assistance because they 
have fewer accountants on their permanent 
staffs to do the analytical work required. In 
the course of interpreting the results of the 
study, however, it was found that respon 
dents who represented the smaller firms did 
want more help from their accountants.
Most successful public practitioners are 
kept quite busy, and are not ordinarily look 
ing for extra work. Consequently it is often 
up to management to seek out the accountant 
and insist upon additional services. These 
managerial services can take many forms and 
will vary with the individual enterprise; 
however, they will usually encompass one or 
more of the following factors:
1. A careful analysis and interpretation 
of the year’s financial statements, with a
view toward comparing progress with pre 
ceding years and with other firms.
2. Control of costs for purposes of making 
cost reductions and comparing cost-profit- 
volume relationships.
3. Budgetary control in an effort to co 
ordinate activities of the entire organization 
and to hold costs within predicted estimates.
4. Long range planning in order to form 
alize capital budget requirements.
5. Inventory controls maintained in order 
to minimize over-investment, danger of ob 
solescence, and possibilities of price declines.
6. Study of distribution costs which would 
include warehousing costs, costs of delivery 
to each customer, justification of cash dis- < 
counts, methods of shipping, etc.
7. Methods of short and long term financ 
ing.
8. Systems review so that existing devices 
and methods may be reappraised, and anti 
quated procedures discarded.
If your accountant is capable of handling 
your usual audit and tax work, he is probably 
qualified to help you with some of the addi 
tional services outlined briefly above. If, as 
is often the case, he does not volunteer these 
services, it is up to you to ask for them. The 
additional fees involved will often be much 
less than the potential increase in profits for 
your firm. Progressive managers have dis 
covered the advantages of securing outside 
professional advice; there is every reason to 
assume that management in general can 
benefit from such services.
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LOCAL BANK DEBITS
(1947-1949 =  100)
Billings B u tte  G lendive G rea t Falls
Unadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. Adj.
I960 ~
June __ . 228.8 235.6 152.3
July  _ _ . 213.3 218.1 129.5
Aug. — . 236.6 246.2 133.0
Sept. _ . 246.2 228.2 144.1
Oct. _ _ . 253.0 218.3 145.8
Nov. __ . 263.5 241.7 139.6
Dec........ _ 239.4 222.1 143.8
1961
Jan ........ _ 242.4 245.1 149.8
Feb. ...... 213.2 236.4 127.7
Mar. .... . 235.2 244.2 143.6
April .... 225.3 236.4 121.4
May — . 227.4 225.5 130.9
June .... 234.5 241.5 141.8
July  ,__.. 222.3 227.3 134.0
138.1 224.2 233.5 190.3 195.4
133.2 202.2 221.7 167.8 173.2
146.6 235.4 268.7 195.3 203.2
138.7 227.7 247.8 202.6 173.4
136.4 265.1 216.0 199.9 172.3
141.4 263.3 219.4 207.4 202.3
132.4 236.4 212.4 192.7 184.2
152.1 247.9 235.9 224.8 209.7
135.7 219.8 236.3 187.8 205.2
138.6 211.8 217.7 186.1 206.3
124.9 209.8 213.0 169.5 182.1
143.8 207.7 233.9 186.8 213.7
128.6 201.9 210.3 198.4 203.7
137.9 202.3 221.8 200.3 206.7
K alispell M alta Miles City Missoula
U nadj. A dj. U nadj. A dj. U nadj. A dj. U nadj. Adj.
193.3 185.7 139.2 134.0 136.8 150.2 288.1 273.8
171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
153.1 168.6 134.5 156.6 136.6 166.4 262.7 310.5
153.8 180.7 115.5 135.9 141.8 164.7 294.3 304.7
158.1 196.4 115.6 130.3 131.5 149.6 322.9 341.7
178.6 190.6 124.3 139.0 138.7 163.8 278.0 295.7
200.4 192.5 134.8 129.7 143.4 157.4 242.1 230.1
157.1 145.7 120.3 144.8 139.1 168.2 234.3 232.2
A dj.—A djusted fo r seasonal variation .
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LOCAL BANK DEBITS 
(1947-1949 =  100)
Billings B utte Glendive G reat Falls Kalispell M alta Miles City Missoula
Unadj. Adj. Unadj. Adj. Unadj. A dj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. AdJ.
1960
Ju ly  . . 213.3 218.1 129.5 133.2 202.2 221.7 167.8 173.2 171.8 159.4 129.1 155.4 141.9 171.6 230.5 228.4
Aug. — 236.6 246.2 133.0 146.6 235.4 268.7 195.3 203.2 193.9 174.7 138.4 171.3 138.7 164.7 243.1 239.0
Sept. __ 246.2 228.2 144.1 138.7 227.7 247.8 202.6 173.4 191.3 173.4 149.1 134.2 184.9 171.7 284.0 253.6
O c t .___ 253.0 218.3 145.8 136.4 265.1 216.0 199.9 172.3 185.5 173.5 165.6 127.6 246.7 176.0 272.1 248.5
Nov. _ 263.5 241.7 139.6 141.4 263.3 219.4 207.4 202.3 192.4 181.8 203.3 169.7 229.9 167.9 277.6 284.1
Dec. ___
1961
239.4 222.1 143.8 132.4 236.4 212.4 192.7 184.2 173.8 164.0 160.8 132.4 184.2 158.6 246.3 229.3
Ja n ......... 242.4 245.1 149.8 152.1 247.9 235.9 224.8 209.7 194.2 195.4 155.8 150.1 169.0 168.7 298.5 310.6
Feb. . 213.2 236.4 127.7 135.7 219.8 236.3 187.8 205.2 153.1 168.6 134.5 156.6 136.6 166.4 262.7 310.5
Mar. .. 235.2 244.2 143.6 138.6 211.8 217.7 186.1 206.3 153.8 180.7 115.5 135.9 141.8 164.7 294.3 304.7
A pril ... 225.3 236.4 121.4 124.9 209.8 213.0 169.5 182.1 158.1 196.4 115.6 130.3 131.5 149.6 322.9 341.7
M a y __ 227.4 225.5 130.9 143.8 207.7 233.9 186.8 213.7 178.6 190.6 124.3 139.0 138.7 163.8 278.0 295.7
J u n e __ 234.5 241.5 141.8 128.6 201.9 210.3 198.4 203.7 200.4 192.5 134.8 129.7 143.4 157.4 242.1 230.1







■Computed from reports of Federal Reserve Bank of Minneapolis. Daily average.
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Income in Montana
MAXINE C. JOHNSON, Assistant Director 
Bureau of Business and Economic Research, School of Business Administration 
Montana State University, Missoula
Among the most useful data with which 
economists deal are estimates of personal in 
come: they provide the best measure of gen 
eral economic activity within an area, and 
their components reflect changes in vari 
ous parts of the economy. Converted to a per 
capita basis, these estimates make possible 
comparisons of income among states and also 
indicate the relative economic well-being of 
residents within different states.
State income estimates are prepared an-
TABLE 1
PERSONAL INCOME IN MONTANA, BY BROAD 
INDUSTRIAL SOURCES, AND COMPARISON 
OF GROWTH RATES, MONTANA AND THE 
UNITED STATES, 1950 AND 1960
Millions of Dollars Percent
Source 1950 1969 Change
Total personal income
Montana ................. 957 1,368 42.9
United States1 ___ 225,473 400,002 77.4
Farm income2
Montana ..... ............ 262 178 -32.1
United States _ 16,020 14,736 -  8.0
Nonfarm income
Montana _ __ _____ 695 1,190 71.2
United States ........ 209,453 385,266 83.9
Government income 
disbursements*
Montana ....... . 144 307 113.2
United States ____  36,311
Private nonfarm income4
74,406 104.9
Montana . 551 883 60.2
United States .. 173,142 310,860 79.5
’1960 figures include Alaska and Hawaii. Comb'ned, 
they accounted for approxim ately 0.5 percent of 
the total.
^ e t  income of farm  proprietors, farm  wages, and 
farm “other” labor income, less personal contribu 
tions under the OASI (social security) program. 
'Income disbursed directly to persons by the fed 
eral, state and local governments.
‘Total personal income less farm  income and gov 
ernment income disbursements.
Source: U. S. Departm ent of Commerce, Office of 
Business Economics.
nually by the U. S. Department of Commerce 
and are published in the August issue of its 
Survey of Current Business. They place total 
personal income for 1960 in the United States 
at slightly over $400 billion, 5 percent above 
1959, and in all fifty states new income rec 
ords were set. The 1960-61 recession is not 
reflected in these personal income figures; 
in fact, total income declined only slightly 
during the recession, and then not until No 
vember 1960.
Montana’s 1960 personal income amounted 
to $1,368 million, 4 percent above 1959 and 
the highest level of income in the state’s 
history. Our per capita income ($2,018) was 
less than the national ($2,223), and Montana 
ranked twenty-eighth, about midway, among 
the fifty states and the District of Columbia. 
In all states, per capita income ranged from 
$1,173 in Mississippi to $3,013 in Delaware.
Further comparison, however, leads to 
some much less favorable conclusions con 
cerning Montana’s income position. Many of 
them have been discussed in the Montana 
Business Review before; the 1960 income 
estimates released last August simply reaf 
firm some of these previously noted trends.
Most important, of course, is the failure 
of Montana’s rate of income growth, both 
total and per capita, to keep pace with that of 
the nation. Tables 1 and 3 illustrate this fail 
ure plainly enough. Between 1950 and 1960, 
Montana’s total income increased only 42.9 
percent, compared with 77.4 percent for the 
United States. Only government income dis 
bursements (payments to persons by the fed 
eral, state, and local governments) increased 
more rapidly in the state than in the nation; 
they have become the most important single 
source of income in Montana (Table 2). Farm 
income, less diversified in the state than in 
the nation, has fallen sharply in Montana, 
and the growth of important private non-
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TABLE 2
PERSONAL INCOME BY MAJOR SOURCE, 
MONTANA, 1950 AND 1960
Millions of Dollars Percent
Source 1950 1960 Change
Total ..... .. ....... 957 1,368 42.9
Wages and salaries - 479 788 64.5
Farm s __ __ 33 28 -15.2
Mining ........... 36 38 5.6
Contract construction 38 60 57.9
Manufacturing .... .. 60 105 75.0
Wholesale and retail
trade _____ _____ 100 156 56.0
Finance, insurance
and real estate .... 12 29 141.7
Transportation ...... 63 80 27.0
Communications and
public utilities ._ 15 30 100.0
Services ....... .... 40 72 80.0
Government ......... 83 189 127.7
Other labor income1 „ 11 32 190.9
Proprietors’ income2 329 289 - 12.2
Farm  _________ 228 152 -33.3
Nonfarm _______ 101 137 35.6
Property income3 .... . 95 180 89.5
Transfer payments* ... 54 111 105.6
Less personal con-
tributions for
social insurance 12 31
'Employer contributions under private pension and 
welfare funds, compensation for injuries, pay for 
m ilitary reservists, and other minor items.
2Income from unincorporated businesses and pro 
fessional service.
3Rental income, dividends, and personal interest in 
come.
^Social security payments, m ilitary pensions, relief 
payments, corporate gifts to nonprofit institutions, 
consumer bad debts, etc.
Source: U. S. Department of Commerce, Office of 
Business Economics.
farm industries has lagged well behind the 
national rate.
Growth in total income reflects increases 
in total volume of economic activity. More 
particularly, however, per capita income 
(total income divided by total population) 
mirrors changes in individual or family wel 
fare. Here again, Montana has fallen behind. 
In the early 1950’s when the state’s farm in 
come was unusually high, per capita income 
was slightly above the national average; it is 
now substantially lower. It may shock many 
Montanans to learn that between 1950 and
1955 their state ranked 42nd, and between 
1955 and 1960, 50th in rate of per capita in 
come growth in the United States. During 
the later period, only Michigan, with its well- 
publicized economic problems, had a growth 
rate lower than that of Montana. Indeed, if : 
per capita income is adjusted to reflect in 
creased price levels, Montana’s real per cap 
ita income fails to show any growth at all 
between 1950 and 1960. Nationally, a 16.6 
percent increase occurred.
If Montana’s per capita income and rate of 
growth are compared to those of neighboring
TABLE 3
PER CAPITA INCOME IN MONTANA, 
1950, 1955, AND 1960
Item 1950 1955 1960
Per capita income
Montana $1,600 $1,862 $2,018
United States _____ 1,491 1,866 2,223
Real per capita income1
Montana _____ $1,788 $1,840 $1,764
United States _ 1,666 1,844 1,943
'1954 dollars. Deflated by the implicit Gross Nation 
al Product deflator for the United States.
Source: U. S. Department of Commerce, Office of 
Business Economics.
states with similar economies, the story is 
much the same. Among the five northern 
Rocky Mountain states—Montana, Idaho, 
Wyoming, Utah, and Colorado—our state re 
cently has ranked in the middle in per capita 
income, higher than Idaho and Utah but low 
er than Wyoming and Colorado. But its per
TABLE 4
PER CAPITA INCOME, NORTHERN ROCKY 




Montana __________ .... $1,600 $2,018 26.1
Idaho ___________ ... 1,279 1,796 40.4
Wyoming _____ — 1,623 2,334 43.8
Colorado __ .... 1,444 2,320 60.7
Utah .. 1,282 1,910 49.0




capita income growth during the fifties was 
the smallest of the five states, even though in 
the early 1950’s it typically ranked second 
only to Wyoming. Unless Montana can in 
crease its economic growth to a rate compar 
able to that of other states, it may in another 
decade or so find itself among the “low” 
rather than the “middle” income states of the 
Rocky Mountain region and, indeed, of the 
United States.
There are a number of reasons for differ 
ences in regional or state per capita incomes. 
First, differences in earnings result from 
varying proportions of skilled and unskilled 
workers and from differences in the propor 
tion of workers employed in various indus 
tries and occupations. There may also be re 
gional variations in wages of workers of 
identical skills. Second, different proportions 
of the population of regions may be em 
ployed, and this difference also will affect
the per capita participation income (wages 
and salaries, other labor income, and pro 
prietors’ income) of an area. Third, there are 
regional differences in the ownership of cap 
ital, and therefore in per capita property in 
come (dividends, interest, and rent). Changes 
in any of the above factors may affect the 
rate of income growth within an area.
We know that the decline in the agricul 
tural labor force has adversely affected Mon 
tana’s economy, although the effects of 
changes in the nonfarm labor force are less 
well known. Data soon to be released as a 
part of the 1960 Census of Population will 
make possible a study of shifts in employ 
ment and labor force in all industry groups 
since 1950. Such an analysis may lead us to 
the reasons for Montana’s increasingly un 
satisfactory income levels and to possible 
remedies for the state’s predicament. A forth 
coming issue of the Montana Business Review 
will report on these findings.
Trends in Retail Creditand Credit Management 
in Montana, 1946-1960
R. C. HARING, Assistant Professor of Business Administration 
M ontana State University, Missoula
The purpose of this paper is to show the 
nature of the growth in retail trade and the 
use of retail credit in Montana, to point out 
why adequate credit facilities have become 
more important to retailers, and to explore 
trends in retail credit management.
Several trends in retail credit sales have 
appeared since 1946. Only through the in 
creasing use of retail credit has the regular 
growth in retail trade in the state been able 
to occur. Commercial banks and other finan 
cial institutions have met a growth in de 
mand for retail credit by increasing their 
participation in retail financing. The gradual 
change in retail credit management appears 
in its greater but more careful use; and re 
tail credit has become a necessary for sur 
vival in many businesses. Each year addi 
tional stores offer credit services; stores 
presently offering credit service add a d d i  
tional methods of financing consumer pur 
chases; and store managers have come to 
realize the importance of sound credit pol 
icies for attaining profits. Finally, retailers, 
bankers and credit men are learning to utilize 
credit resources to the maximum advantage 
of stores and consumers as well; and adap 
tive credit policies have grown to meet this 
need.
Growth in Retail Sales 
Retail sales growth has surpassed the 
growth rate of other major industries in Mon 
tana, but this expansion in retail selling has 
not been accompanied by great additions to 




Lum ber & 
Total T im ber Prod. 
Unadj. Adj. Unadj. Adj.
1960
P rim ary  Metals 




Ju ly  ..................  122.8 117.0 140.0 123.8 105.6 100.8
August ....... . 122.8 115.6 145.4 124.7 109.2 103.8
September ......  121.8 115.9 141.8 121.9 103.7 102.8
October ___  . 119.5 116.4 136.4 124.8 100.0 99.9
November ___ 117.1 116.2 130.9 125.5 98.1 100.1
December .. .. . 115.1 116.5 121.8 
1961
126.0 96.3 100.1
January  .......... 112.1 118.9 110.9 130.2 94.4 96.0
February .........  111.4 119.4 109.1 129.4 94.4 95.9
March ______  111.6 119.4 109.1 134.0 90.7 92.1
April ...............  113.6 117.6 112.7 135.0 90.7 90.4
May .................. 116.2 115.7 129.1 133.8 92.6 94.4
June .................. 122.2 117.4 143.6 129.1 94.4 93.0
July  ........ ......... 123.2** 117.3** 143.6** 127.0** 100.0** 95.5**
August ............ 124.5* 117.2* 150.9* 129.4* 100.0* 95.0*
CIS
N onagricultural Employm ent1
N ondurable
Mfg. Mining <
Unadj. Adj. Unadj. Adj. Uj
104.1 105.0 80.2 81.5 16
102.7 102.4 78.2 79.7 ie
109.6 106.2 77.2 78.4 16
115.1 103.6 76.2 78.1 15
109.6 103.5 77.2 75.8 14
102.7 102.1 76.2 75.1 12
100.0 101.5 75.2 75.6 11
93.2 98.2 75.2 76.3 11
94.5 99.3 67.3 67.3 11
94.5 100.0 68.3 67.5 13';
95.9 97.6 67.3 66.8 14,;
100.0 102.4 70.3 67.7 17!!
101.4** 102.3** 70.3** 71.4** 19!
100.0* 99.7* 70.3* 71.7* 19:'
Carloadings* Copper Zinc OilTotal N onagricultural Production5 Production5 Production"
1960
u n aa j. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Um
July  . ... 118.5 122.7 137.7 130.6 183.5 198.6 41.6 51.3 337.9 335.9 18 S;
August 134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339.5 344.3 19(
September ....... 152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339.6 21]
October ...... ... 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337.1 339.5 21 i
November ......... 152.8 135.2 143.0 135.9 181.8 166.9 15.9 13.2 336.3 338.7 224
December .. 
1961
126.3 128.9 136.5 139.4 186.6 184.6 15.3 13.7 330.6 330.6 201]
January  ...... . .  119.8 129.9 138.3 149.5 177.6 178.3 19.3 21.3 335.5 335.8 22C
February .... ... 110.5 126.6 124.3 135.8 182.3 189.3 17.5 16.3 334.7 333.7 187
March _____ . 108.7 130.5 133.8 148.8 171.7 171.2 14.9 15.1 327.4 327.4 196
April ............ .... 100.5 113.8 127.8 132.2 176.1 169.3 14.2 10.8 330.6 332.7 188
May .. ...... . 100.7 109.4 130.2 128.0 168.7 172.0 13.8 11.7 337.1 338.1 191.
June __ ... 109.7 112.0 141.3 134.8 185.0 187.2 16.6 15.0 332.7 325.5 199.
July  ......... . 195.2** 211.2** 17.7** 21.8** 343.1 341.0 190.
August ......... 188.6* 204.3* 16.6* 20.0* 199.
Adj.—Adjusted for seasonal variation. *—Prelim inary **—Revised
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- 
month.
‘Unemployment Compensation Commission of Montana. Number of work applicants at end of month. 
‘Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific I 
users for consumption within Montana, reduced to hourly average kilowatt hours per month.
‘Computed from reports of Board of Railroad Commissioners of the State of M ontana, comprising total carload 
“Computed from reports of U. S. Bureau of Mines. Daily average.
“Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
7Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana comm 
“Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
“Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 departm ent an 






& Utilities Trade G overnm ent
A pplicants3
(N um ber)
Electric Pow er 
Consumption8
Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj.
1960
90.0 86.0 118.3 114.2 145.5 146.4 8,038 12,272 205.8 216.8 ------------ Ju ly
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 ^ ______August
88.2 85.7 117.5 112.1 147.0 146.4 7,777 15,743 210.1 214.4 .... .... September
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 ..... ......... October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 .... November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 .........  December
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5 ....
1961 
____ January
82.3 85.9 108.3 116.7 145.1 147.4 23,445 14,287 206.1 193.0 .... ....... February
80.9 84.7 108.0 115.1 147.0 148.6 21,798 14,360 197.9 194.0 .... ... March
81.8 84.4 111.4 114.2 146.3 146.0 19,073 15,570 202.6 194.1 .... ............  April
84.1 84.0 112.8 112.8 148.5 145.7 15,368 17,424 209.1 199.5 - - _______ May
86.8 84.8 116.1 112.7 155.2 149.4 15,619 19,427 216.5 210.2 .... ___  June
88.2** 84.3** 116.7** 112.6** 149.2** 150.1** 11,725 17,901 212.3 223.7 _______ July
88.2* 84.8* 116.7* 110.4* 149.6* 150.0* 9,759 19,286 210.0 216.0 ... August
























5,481 1,418 385 1,871 1,807 113.5 123.1 90.0 80.0 .... ________ July
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 ....... . August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 ___ ....  September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 .... _____ October
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78.0 ___ ......  November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 78.0 . December 
1961
6,052 1,680 865 1,871 1,636 75.0 119.8 91.0 84.0 .... ........  January
4,531 1,588 334 1,467 1,142 77.9 121.2 93.0 78.0 ___ -----  February
7,450 2,529 511 2,608 1,802 97.2 121.2 95.0 78.0 .............  March
6,450 2,367 605 2,285 1,193 110.6 115.9 96.0 78.0 .. April
7,510 2,811 461 2,428 1,810 111.2 113.9 92.0 79.0 ...... ... May
7,601 2,511 353 2,896 1,841 112.9 123.8 89.0 80.0 ___ ________June










:ime wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
I Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial 
'eight loaded at Montana points. Daily average.
Daily average.
stores in Montana. Daily average.
A djusted for seasonal variation: This m eans th a t  in tra-annual repeti 
tive fluctuations in  the business indicators occasioned by the effects of 
climate, custom and convention have been allowed for statistically.
7
(Continued from page 5) 
the number of retail stores. Quite the re 
verse has occurred. The greatest concentra 
tion of retail trade lies in Montana’s 14 major 
cities which have accounted for over 50 per 
cent of total retail sales over the decade 1950- 
1960, but the total number of retailers in Mon 
tana’s 14 major cities has declined from 3,558 
in 1954 to 3,513 in I960.1 At the same time the 
average retail consumption per household has 
increased, along with a gradually rising level 
of personal income throughout the state.2 The 
total of retail sales in Montana has risen from 
$452 million in 1946 to $898 million in 1959: 
this is practically a doubling of retail trade 
since World War II, and obviously means 
that the sales volume per store has similarly 
expanded.
Retail sales in all major product groups 
have expanded over the decade 1950-1960. 
Apparel, automotive, gas station, lumber and 
hardware product groups underwent cyclic 
changes and erratic growth. The largest 
sales increases have come in the drug and 
general merchandise product groups. Drug 
stores have been particularly active in the 
selling of non-drug products by “scramble 
merchandising,” and in the liberal use of re 
tail credit in marketing these additional pro 
ducts. See Table I.
Growth in the Use of Retail Credit
The use of retail credit has grown tremen 
dously since 1946 although during the post 
war adjustment supply shortages and 
price controls plus accumulated liquid as 
sets created an artificial period in which 
actual sales do not fully depict the conditions 
of demand. Initial postwar consumption was 
predominantly composed of “cash” purchases, 
and until consumers became subject to per 
sonal budget limitations in their expenditures 
for goods and services the widespread use of 
retail credit could not develop. With unre 
stricted production of consumer goods after
1Sales Management Survey of Buying Power, 1947- 
1960.
2Cf. Maxine C. Johnson, “Personal Income in Mon 
tana, * Montana Business Review , various years.
1950 increases in retail credit were necessary 
to sustain the growth in retail trade. The 
gross business and personal loan activity of 
Montana commercial banks has increased 
three-fold since 1950. Commercial banks be 
came increasingly active in retail financing 
because of the increases in deposit accounts 
of consumers and business in this same 
period, and the growth trend in total and per 
family incomes.1 The volume of personal 
loans outstanding in banks each year clearly 
shows the decreasing popularity of single pay 
ment and miscellaneous types of loans. The 
greatest increases have come in instalment 
type loans made to cover a variety of pur 
chases. Each category of personal loans 
clearly follows a growth trend; retail auto 
loans show less variability than retail auto 
sales, repair and modernization loans, rela 
tively infrequent before 1950, have increased 
substantially in dollar volume, and this type 
of financing clearly complements retail sell 
ing in the building and hardware product 
group. As retail trade and credit in Mon 
tana expanded, branches of the largest 
nationwide consumer finance companies, 
previously scarce in this state, have located 
in our major cities, and already new credit 
institutions have sprung up from within the 
state.2 See Table II.
The financial institution picture is only a 
part of this growth in the use of retail credit. 
On a nationwide basis, 57 percent of depart 
ment store sales in 1961 were purchased on 
some form of retail credit; cash sales 43 
percent, charge account 42 percent and instal 
ment sales 15 percent.3 Within the state 
stores now offering credit services to consum 
ers have reached new proportions with prac 
tically all household appliances, jewelry,
’Maxine C. Johnson, op. cii.
2On a nationwide basis commercial banks are the 
core of the financial institutions which carry the 
retail credit demands. For example, commercial 
banks accounted for 37% % of all personal instal 
m ent type loans in 1954, and have dominated 80% 
the single-payment personal loan market. Cf Beck 
man and R. Bartels, Credits and Collections in 
Theory and Practice, (McGraw-Hill Book Co., 
New York 1955) p. 143.
3Survey of Current Business, (January, 1961).
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furniture, department stores and motor ve 
hicle dealers offering some form of credit 
service. As high as 40 percent of grocery 
stores can be expected to provide, although 
not stress, the availability of store credit. 
Medical clinics and many personal service 
businesses have also added credit facilities. 
Reasons for personal loans, uncommon in 
the 1940s, have become accepted by lenders 
and borrowers. Medical and dental expenses, 
travel, vacations, and education are now 
stable and dependable reasons for borrowing.1 
The growth in retail credit operations has 
required and demanded not only the in 
creased use of the monetary resources of our 
financial institutions, but also a smooth run 
ning financial relationship between business 
groups. One of the most significant changes 
in retail credit in Montana since 1946 has been 
in the management of credit operations.
Consumer Behavior and 
Trends in Credit Management 
Postwar experience in retail credit points 
up several patterns in consumer behavior 
which are important to credit managers. An 
examination of delinquent and paid-up cus 
tomers and their buying patterns suggests 
ways in which retail credit can be used more 
efficiently.
Delinquent customers who fall behind in 
[ the schedule of debt payments, or who fail 
to pay accounts, are much too typical; we 
see them every day. Large numbers of de 
linquent customers follow a regular pattern 
of buying behavior. First of all, if the cus 
tomer is delinquent in his account at a store, 
he will seldom purchase from that store on 
credit; often he intentionally avoids that 
store altogether. This may seem reasonable 
I —who wants a delinquent customer? But 
many of these delinquent customers are 
fundamentally credit worthy. And, when that 
i delinquent customer begins to buy at com 
petitors’ stores, and even opens new credit
T . N. Beckman and R. Bartels, op. cit., p. 148.
accounts, his behavior has serious implica 
tions for credit managers.
Paid-up customers, who are really only 
managing to meet the current debt payments 
as they fall due, behave in a strikingly dif 
ferent fashion from delinquent customers. 
To a paid up customer, the store where he 
has active accounts, is actually a preferred 
source of credit; the current size of his debt 
due sometime in the future seems to deter 
him little in his buying habits. The typical 
owner of new household furniture or appli 
ances, who really owns only a small part of 
the product, considers the product ALL HIS 
if he is paid up. The fact of the matter is: 
a customer who is paid up at a particular 
store will consistently shop there.
The answer to this paradox in buying be 
havior is in finding a way to make it easier 
for delinquent customers to pay more 
promptly, and thus develop better and more 
consistent buying from these customers at 
particular stores. Make a delinquent ac 
count change his ways? This is often not so 
easy. But the same effect can often be ac 
complished by adapting the form of retail 
credit to the customer. A customer who is 
delinquent on “open account” can often be 
transferred to an instalment credit plan on 
which he is able to meet the regular pay 
ments. As the customer becomes paid-up by 
this arrangement, will he continue to buy 
from that store? The answer is almost al 
ways yes. A variety of refinancing methods 
are available which extend the time period 
over which retail credit is liquidated and re 
duce the consumer’s monthly payment to a 
reasonable level. However, even adapting 
credit is easier said than done.
Adaptive retail credit requires high quality 
credit information so that the lending agen 
cies and store managers can accurately pic 
ture the consumer’s problem. Also, it re 
quires that lending agencies do not mistake a 
delinquent but credit worthy customer who 
needs a different plan of payment for an un 
sound risk. Accurate credit information in 
such a program is fundamental.
There are several conditions prevailing in
9
Montana which regularly result in signifi 
cant numbers of delinquent accounts even 
when the customer is credit worthy. Seasonal 
swings in production of the industries in the 
state often leave a worker temporarily unem 
ployed. Many times this unemployment 
should have been anticipated by the family; 
although it can happen unexpectedly. The 
household then becomes delinquent on its 
retail credit accounts. For example, during 
the 1957-1958 recession in durable goods in 
dustries in Detroit, a large number of laid- 
off workers actually began to rearrange their 
family budgets by “passing” on a payment or 
two of all forms of retail credit—this occurs 
in Montana as well. Yet if the customer 
is fundamentally credit worthy, these condi 
tions should not mean that the consumer feels 
it necessary to take his patronage from the 
stores which granted him the credit initially. 
A store with a progressive adaptive credit 
policy will retain the accounts of many of 
these customers. Adapting credit is a means 
of setting sound credit policies which help 
bpth consumers and businessmen.
Adaptive credit is often a necessary short- 
run answer to the loss of customers through 
delinquency, but longer-run credit policies 
can be founded in sound education methods 
of personal finance and debt liquidation: con 
sumers must be helped to realize these re 
sponsibilities. A delinquent account is caused 
by the misplanning of someone—but the 
blunt truth of the matter is that delinquent 
accounts occur all of the time. Credit educa 
tion programs in which your University and 
the Montana Retail Credit Association take 
an active part can produce a better under 
standing of retail credit among many groups 
of consumers.
Summary 
Increasing personal incomes and retail 
credit extensions in Montana have allowed a 
sustainable growth rate in retail trade. The 
retailing industry is expanding more rapidly 
than most of the other industries in the state 
through increased absolute growth and rising 
sales volume per store. Financial institu 
tions have soundly supported this growth 
with increased extension of retail credit 
which has required the coordination of store 
managers, credit reporting services, and 
lenders in improving credit management. 
The realization by store managers through 
out the state that credit is a fundamental part 
of modern retailing has led to a new man 
agement view of retail credit and its use. 
This is a view concerned with establishing 
profitable, but sound credit policies in which 
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General Aviation in Montana
JAMES D. CREELMAN1
General Aviation Defined
For regulatory purposes all civil aviation 
activities are classified as “air transporta 
tion by a certificated aircarrier” or “general 
aviation.,, General aviation thus is a very 
broad subgroup which includes all civil fly 
ing except that performed by the public 
air carriers; it is a branch of aviation whose 
operations are frequently overshadowed by 
the large public carriers and the military.
The conventional breakdown of general 
aviation is by activity into business, com 
mercial, instructional, and private flying. Ap 
proximately 98 percent of the civil aircraft 
fleet (including public carriers) in the United 
States is engaged in general aviation pur 
suits. It is estimated that in the aggregate 
these aircraft account for about three times as 
many hours flown as the scheduled domestic 
airliners.2 In 1960, approximately 79,000 gen-
Note: Sometime ago, the Montana Aeronautics Com 
mission requested the Bureau of Business and Eco 
nomic Research of Montana State University to do 
a study of the impact of general aviation activities 
(all civil flying other than that done by the public 
air carriers) in Montana. Originally, two compre 
hensive surveys were undertaken: (1) a sample of 
airport managers or owners was contacted in an a t 
tempt to obtain information on total investment 
in airport facilities and on expenditures made lo 
cally as a result of the existence of the airports and
(2) flight operators (firms and individuals engaged 
in commercial flying in the state) were requested to 
supply data on their operations and expenditures 
in the state. Unfortunately, little usable informa 
tion was obtained as a result of these surveys. This 
report on Montana general aviation therefore is 
based prim arily upon secondary published sources 
and presents only a partial picture of general avia 
tion in Montana.
'Mr. Creelman was a graduate assistant in the Bu 
reau of Business and Economic Research, School of 
Business Administration, Montana State Univer 
sity, during the year 1959-60.
“Federal Aviation Agency, General Aviation A ir 
craft Use (Washington: Government Printing Of 
fice, 1959) p. 1.
eral aviation aircraft in the United States 
flew about 12.2 million hours.3
Business flying accounted for 43 percent 
of the total hours and for half the aircraft 
miles flown in the general aviation category 
in 1960. This type of flying represents the use 
of aircraft as vehicles in the conduct of a 
business just as trucks and automobiles are 
utilized. The business fleet is made up of 
corporate-owned aircraft as well as those 
operated by small businesses, professional 
people, farmers and ranchers.
Commercial flying made up almost one- 
fifth of the hours spent in general aviation in 
1960. Generally performed on a “for hire” 
basis, it includes activities such as the aerial 
application of insecticides, fertilizers and 
chemical weed and fire controls; patrol and 
aerial survey work; and the use of aircraft 
hired to carry passengers and cargo.
Private flying and flying for instructional 
purposes accounted for the remaining 38 
percent of total hours flown last year. In 
structional flying, of course, involves the 
flight training of civilians, both dual instruc 
tion and solo flying under an instructor’s 
supervision. About 16 percent of the total 
hours flown in general aviation activities is 
devoted to the training of new pilots. Private 
flying, both for private transportation and for 
proficiency, ranked second to business flying 
in 1960. Table 1 summarizes national data on 
the distribution of general aviation among the 
four subgroups.
General aviation in the United States is 
growing rapidly; since 1952, when it hit a 
post-World War II low, the total number of 
hours flown annually has increased about 50 
percent. In Montana, general aviation acti 
vities also have been expanding. Unfortu-
SU. S. Department of Commerce, Bureau of the 
Census, Statistical Abstract of the United States, 
1961 (Washington: Government Printing Office, 
1961) p. 577.
2
nately, however, the abundance of data avail 
able at the national level is almost completely 
lacking at the state or local level. Therefore 
an analysis of the contribution of such ac 
tivities to Montana must be based upon such 
fragmentary information as can be collected 
for the state.
TABLE 1
DISTRIBUTION OF GENERAL AVIATION 
ACTIVITY IN THE UNITED STATES,







T o ta l______________ ....  12,203 100
Business ............... _______ 5,300 43
C om m ercial______ 2,200 18
Instructional ____ 1,700 14
Private travel ......... 2,950 24
O t h e r ___________ 53 _i
JLess than 0.5 percent.
Source: U. S. Departm ent of Commerce, B ureau of 
the Census, Statistical Abstract o f the United States, 
1961 (Washington: Government Prin ting Office, 
1961) p. 577.
General Aviation Activities 
in Montana
Montana’s vast area, its sparse population 
and its rough topography create a transporta 
tion problem in which the airplane becomes 
of particular importance. In addition the 
Montana economy presents numerous oppor 
tunities for the commercial applications of 
general aviation.
Montana is the fourth largest state in the 
Union, but one of the least densely populated. 
Its 1960 population-area ratio of 4.6 people 
per square mile, as compared with an aver 
age of 50.5 per square mile for the United 
States, illustrates the virtual isolation of 
many of its citizens. The state is served by 
only nine trade centers with a population in 
excess of 10,000. Most of these, with the 
[ exception of Billings, are located in the west 
ern half of the state; as a result many east 
ern Montana residents live at a considerable 
distance from a trade center of any size.
To execute the air transportation function
four scheduled air carriers serve fourteen 
Montana trade centers.4 These cities are: 
Kalispell, Missoula, Helena, Butte, Bozeman, 
Billings, Lewistown, Great Falls, Cut Bank, 
Miles City, Wolf Point, Sidney, West Yellow 
stone, and Glendive. The counties in which 
these cities are located contain 60 percent of 
the population of the state. Clearly the serv 
ice of these air carriers is out of reach of 
many Montana residents. In addition, sched 
uled air service to some of the cities listed is 
extremely limited in terms of number of 
flights and convenience. Thus, the general 
aviation activities in the state must supple 
ment the scheduled air carriers in the per 
formance of the rapid transportation func 
tion so necessary in modern economic life 
The extent to which Montanans utilize air 
craft other than commercial carriers can be 
partially illustrated by a few statistics. As 
of January 1, 1960, there were 984 active 
civil aircraft in general use in the state. This 
was 14.3 airplanes per 10,000 population—a 
higher ratio than in any other state except 
Alaska. The ratio for all fifty states is 4.0 
aircraft per 10,000 population.5 As of the 
same date, there were approximately 2,800 
active pilots in Montana.6 Thirteen FAA-
TABLE 2
NUMBER OF ACTIVE CIVIL AIRCRAFT 
IN GENERAL AVIATION, BY TYPE, 
MONTANA, JANUARY 1, 1960
Type of A ircraft Number
Total __________________________________   984
M u lti-en g in e ----------------------------    44
Single-engine --------------------------    940
4-place and o v e r ....................- .... -................  385
All o th e r ........ -..................................     555
Source: Federal Aviation Agency, Statistical Study  
of U. S. Civil A ircraft as of January 1960 (Washing 
ton: Government Printing Office, 1960).
‘Civil Aeronautics Board, Annual Report of the Civil 
Aeronautics Board, 1959 (Washington: Govern 
m ent Printing Office, 1959).
cFederal Aviation Agency, 17. S. Active Civil A ir 
craft by State and County as o f January, 1960
(Washington: Government Printing Office, 1960). 
°Only pilots who possess current medical of appro 
priate class are considered active.
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approved aviation schools—11 flight schools, 
one ground, and one mechanics school—were 
engaged in training additional civilian pilots.
The limited data available indicate that 
interest in aviation in the state is increasing. 
Between 1958 and 1960, the number of active 
civil aircraft in the state increased 6 percent 
and the number of active pilots (excluding 
military), 19 percent. The number of active 
aircraft in the state has grown steadily since 
1953 (earliest year for which figures are 
available), with an increase of 22 percent 
between that year and 1960. The number of 
active pilots, on the other hand, was approxi 
mately the same in 1960 as in 1953, after a 
decline (perhaps due to fewer student pilots) 
and a recovery during the intervening years.
TABLE 3
NUMBER OF ACTIVE PILOTS, BY CATEGORY, 
IN MONTANA, JANUARY 1, 1960
Category Number
Total __ 2 821
Private ...... 1,156
Commercial . 730
Airline tran sp o rt___ 34
Student .. 898
Other ........ ............... ----------------  3
Source: Federal Aviation Agency, FAA Statistical 
Handbook of Aviation, 1960 Edition (Washington: 
Government Printing Office, 1960).
Unfortunately, there is no information 
available as to total number of hours flown 
or as to the relative importance of various 
types of flying by general aircraft in the 
state. While private and instructional fly 
ing no doubt account for a substantial pro 
portion of total hours flown, perhaps the
TABLE 4
NUMBER OF ACTIVE CIVIL AIRCRAFT 
IN GENERAL AVIATION AND NUMBER 
OF ACTIVE PILOTS, MONTANA, 
JANUARY 1, 1953 and 1958-1960
Active Civil Active 
Year A ircraft Pilots
1960 --------------------------------------- 984 2,821*
*959 ------------------------   973 2,797
!958 ......:------------------------ 926 2,375
1953 ----------------------------   805 2,841
includes 34 pilots w ith airline transport certifi 
cates. Number for earlier years not available. 
Source: Federal Aviation Agency, FAA Statistical 
Handbook of Aviation, 1959 and 1960 Editions and 
U. S. Department of Commerce, Civil Aeronautics 
Administration, CAA Statistical Handbook of Civil 
Aviation, 1953 and 1958 Editions (Washington: Gov 
ernment Printing Office).
greatest potential lies in the business and 
commercial aspects of general aviation.
Commercial Flying. Montana’s large area, 
its topography, and the character of its econ- 
omy, particularly the importance of such in 
dustries as agriculture and forest products, 
explain the high utilization of aircraft en 
gaged in commercial aviation activities.7
There are approximately 80 firms or in 
dividuals (designated as flight operators by 
the Montana Aeronautics Commission) in 
Montana engaged in providing commercial 
air services, and 100 firms or individuals 
(agriculture aircraft operators) operating in 
the agricultural spraying business. There is 
considerable overlapping between the two 
groups. In some cases the “firm” consists
'Commercial flying may be distinguished from busi 
ness flying by the fact that it is performed on a 
“for hire” basis.
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only of an individual operator and a single 
plane; other operations involve sizable in 
stallations at airports. In addition to the 
flight services offered, they may provide 
maintenance, fuel, hangar, aircraft sales, and 
instructional facilities. In 1959 these firms 
employed 230 persons and paid approxi 
mately $1.2 million in wages.8 These figures 
include only wage and salary workers; pro 
prietors and self-employed operators are ex 
cluded.
Aerial application activities are the most 
important segment of commercial flying in 
the state. Three of the largest aircraft oper 
ators in Montana report that 50 percent or 
more of their activities are concentrated in 
aerial application, principally crop dusting. 
Smaller operators located in the eastern 
part of the state in many cases engage al 
most exclusively in crop dusting. Operators 
in a number of north central and eastern 
Montana locations indicate that 90 percent 
or more of their flying hours is spent in 
crop dusting. In western Montana, spray 
ing of forest areas is an important activity.
Aerial application flying is concentrated in 
the southern and far western sections of the 
United States. Operators in the eleven 
western states in 1957 reported approxi 
mately 45 percent of the total number of 
acres treated in the United States.9 Util 
ization of aerial application in the agricul 
turally important midwestern states was 
much lower. Apparently the larger scale 
agricultural operations in Montana and other 
western states are more suitable for aerial 
application activities. In addition to the 
necessity for relatively large acreages under 
one crop, weather conditions and charac 
teristics of the terrain are important in de 
termining the feasibility of this commercial 
application of aircraft. Aerial application of 
insecticides and chemical weed controls, and 
in some instances seed and fertilizer, can be
“Unemployment Compensation Commission of Mon 
tana.
“Federal Aviation Agency, General Aviation A ir 
craft Use 1957, (Washington: Government P rin t 
ing Office, 1959) p. 65.
profitably utilized by many agricultural pro 
ducers in the extensive, relatively flat farm 
areas east of the Continental Divide.
In recent years, agricultural income has ac 
counted for 14 to 20 percent of total personal 
income in Montana; thus the industry’s wel 
fare is obviously important to residents of the 
state. The commercial flying segment of 
general aviation makes a material contri 
bution to the productivity of Montana’s crop 
land. Crop yields often are materially in 
creased as a result of aerial application of in 
secticides, fertilizers, and chemical weed con 
trols.
Adding to the importance of aerial appli 
cation activities in the western states are the 
extensive forest areas. Montana alone has 
almost 16 million acres of commercial forest 
land10 which provide the basis for its im 
portant wood products industry. In the west 
ern part of the state the industry is a major 
source of income. Aircraft are widely used in 
the conservation of these valuable timber re 
sources. Aerial application activities in for 
ested areas have been intensified in recent 
years to combat insects which are indigenous 
to western forests. In addition to the appli 
cation of pesticides, aircraft are now used 
to seed burned-over areas in order to 
combat erosion and to fight fires with the 
relatively new and rather spectacular drops 
of fire retardant chemicals.
Other types of commercial flying of im 
portance in Montana include the use of planes 
and helicopters in air taxi services, contract 
service, and charter flights. Such services 
may involve transporting sportsmen into 
Montana’s wilderness areas, bringing ill or 
injured persons from remote locations to 
places where medical services are available, 
or providing transportation of persons or 
supplies between localities where scheduled 
air service is nonexistent or inconvenient. 
Even heavy equipment can frequently be 
(Continued on page 8)
10U. S. Departm ent of Agriculture, Forest Service, 
Timber Resources for America’s Future (Washing 





August ____ ~  122.8 115.6
September ... ... 121.8 115.9
October . ... 119.5 116.4
November . ... 117.1 116.2
December ... ... 115.1 116.5
1961
January  __ -  112.1 118.9
February . -  111.4 119.4
March -  111.6 119.4
April . ... 113.6 117.6
May .. .. -  116.2 115.7
J u n e __ ... 122.2 117.4
July _ ... 123.2 117.3
August ..... ... 122.6** 115.4**







P rim ary  Metals 
& O ther 
D urable Goods 
.  Mfg. 
Unadj. Adj.
145.4 124.7 109.2 103.8
143.6** 123.5** 105.6** 104.6**
136.4 124.8 100.0 99.9
130.9 125.5 98.1 100.1
121.8 126.0 96.3 100.1
110.9 130.2 94.4 96.0
109.1 129.4 94.4 95.9
109.1 134.0 90.7 92.1
112.7 135.0 90.7 90.4
129.1 133.8 92.6 94.4
143.6 129.1 94.4 93.0
143.6 127.0 100.0 95.5
150.9** 129.4** 100.0** 95.0**
147.3* 126.6* 98.1* 97.2*
MONTANA :
m
N onagri cultural Employment1
Nondurable
Mfg. Mining cu n aa j. Adj. Unadj. Adj. Un
102.7 102.4 78.2 79.7 16:
105.5** 102.2** 80.2** 81.4** 151.
115.1 103.6 76.2 78.1 155
109.6 103.5 77.2 75.8 147
102.7 102.1 76.2 75.1 12f
100.0 101.5 75.2 75.6 Ilf
93.2 98.2 75.2 76.3 114
94.5 99.3 67.3 67.3 115
94.5 100.0 68.3 67.5 134
95.9 97.6 67.3 66.8 147
100.0 102.4 70.3 67.7 172 i
101.4 102.3 70.3 71.4 192
105.5** 105.2** 69.3** 70.6** 170'
106.8* 103.5* 68.3* 69.3* 173
carioadings4 
Total N onagricultural C o p p e r ' z in c  Crude Oil- „ u n aa j.1960 Adj. Unadj. Adj. Unadj. Adj. U nadj' "A dj. Unadj" Adj. Unai
A u g u s t______  134.6 122.5 148.2 144.4 200.5 217.2 15.1 18.2 339 5 344 3 196September __  152.3 131.5 153.4 144.0 198.8 203.5 18.6 28.0 337.9 339 6 211O c to b e r____ 162.6 128.3 143.8 140.0 214.9 200.3 17.5 21.5 337 1 339 5 218November 152.8 135.2 143.0 135.9 181.8 166.9 15.9 13.2 336-3 338 7 224December _ 126 3 
1961
128.9 136.5 139.4 186.6 184.6 15.3 13.7 330.6 330.6 201.
January  .........  119.8 129.9 138.3 149.5 177.6 178.3 19.3 21.3 335.5 335 8 220F e b ru a ry ____ 110.5 126.6 124.3 135.8 182.3 189.3 17.5 16.3 334 7 333 7 137March ..........' 108.7 130.5 133.8 148.8 171.7 171.2 14.9 15.1 327 4 327 4 196-April ------ ----- 100.5 113.8 127.8 132.2 176.1 169.3 14.2 10.8 330 6 332 7 188 ■May ________  100.7 109.4 130.2 128.0 168.7 172.0 13.8 11.7 3.37 1 338 1 191 <June - .............. 109.7 112.0 141.3 134.8 185.0 187.2 16.6 15.0 332.7 325 5 199 £July  ........ ......... 123.4 127.7 142.0 134.7 195.2 211.2 17.7 21.8 343.1 341 0 190*August _____  122.6 111.6 139.4 135.9 188.6** 204.3** 20.2** 24.4** 350 0 355 0 199-£September ___ 126.4 109.2 141.5 132.9 181.0* 185.3* 35.5* 53.5* 347 9 349 g 201.1Adj.—Adjusted for seasonal variation. *—Preliminary **—Revised
’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all 
month. full- a
"Unemployment Compensation' Commission of Montana. Number of work applicants a t end of month.
‘Computed from kilowatt hour sales of Montana Power Company, Montana-Dakota Utilities Company, Pacific P' 
Risers for consumption w ithin Montana, reduced to hourly average kilowatt hours per month.
♦Computed from reports of Board of Railroad Commissioners of the State of M ontana, comprising total carloadi 
Computed from reports of U. S. Bureau of Mines. Daily average.
"Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
’Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana commt 
"Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
1(Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department an( 









Electric Pow er 
Consumption8
Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. 1960
90.0 86.5 118.6 112.2 146.3 146.7 7,939 15,690 208.9 214.9 _______ August
89.5** 87.0** 115.3** 110.0** 147.8** 147.2** 7,777 15,743 210.1 214.4 __ ... September
84.1 82.9 113.3 111.1 148.9 147.1 9,469 16,671 208.9 222.2 ____  October
83.6 82.3 112.2 110.9 145.9 147.1 14,487 16,114 212.5 225.1 ....._ November
82.7 83.7 114.4 111.3 145.5 147.6 17,577 14,455 204.8 208.1 __ ... December
82.3 85.6 108.9 116.3 146.3 148.5 22,670 14,924 201.0 196.5
1961 
___  January
82.3 85.9 108.3 116.7 145.1 147.4 23,445 14,287 206.1 193.0 _____ February
80.9 84.7 108.0 115.1 147.0 148.6 21,798 14,360 197.9 194.0 .... .............March
81.8 84.4 111.4 114.2 146.3 146.0 19,073 15,570 202.6 194.1 __ ........  April
84.1 84.0 112.8 112.8 148.5 145.7 15,368 17,424 209.1 199.5 . . .......... May
86.8 84.8 116.1 112.7 155.2 149.4 15,619 19,427 216.5 210.2 ............. June
88.2 84.3 116.7 112.6 149.2 150.1 11,725 17,901 212.3 223.7 ________  July
88.2** 84.8** 114.7** 108.5** 150.7** 151.2** 9,759 19,286 210.0 216.0 .....____  August
86.4* 84.0* 113.3* 108.1* 154.1* 153.5* 9,996 20,235 197.9 201.9 _ _September




ance Comm. Dept. Store
A gricultural
P rices10
Total Assocs. Cos. Banks Others Sales'* Livestock Crops($1,000) ($1,000) ($1,000) ($1,000) ($1,000) Unadj. A dj. Unadj. Unadj.
1960
5,832 1,437 483 2,214 1,698 140.5 123.8 91.0 76.0 _______ ____  August
5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 .... ......... ......... September
6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 _________________ October
6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78.0 . ____  November
5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 78.0 __  December
1961
6,052 1,680 865 1,871 1,636 75.0 119.8 91.0 84.0 .... _________January
4,531 1,588 334 1,467 1,142 77.9 121.2 93.0 78.0 .............. ............  February
7,450 2,529 511 2,608 1,802 97.2 121.2 95.0 78.0 ....... - .... ... March
6,450 2,367 605 2,285 1,193 110.6 115.9 96.0 78.0 _______ ____________ April
7,510 2,811 461 2,428 1,810 111.2 113.9 92.0 79.0 ___ ___ _____________ May
7,601 2,511 353 2,896 1,841 112.9 123.8 89.0 80.0 _______ .................. June
6,375 2,209 401 2,522 1,243 104.4 113.2 87.0 81.0 ..._____ .........................  July










[me wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the 
| Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial
ligh t loaded at Montana points. Daily average.
laily average.
[stores in Montana. Daily average.
A djusted for seasonal variation: This m eans th a t in tra -annua l repeti 
tive fluctuations in  the business indicators occasioned by th e  effects of 
clim ate, custom  and convention have been allowed fo r statistically.
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(Continued from page 5) 
flown into remote wilderness areas where the 
only other means of transportation is slow- 
moving pack trains. The Montana Fish and 
Game Commission has used planes to make 
game studies and counts and to stock re 
mote lakes with fish; the Highway Commis 
sion and engineering firms who hold con 
tracts for highway construction find aerial 
photographs useful in highway planning sur 
veys; and the National Park Service has 
used aerial photos to study glaciers in Glacier 
National Park. During the fire season the 
Forest Service maintains a constant daytime 
aircraft patrol to supplement the activities of 
the stationary smokespotters. Other Forest 
Service aircraft uses and aviation-related ac 
tivities include the training of “smoke- 
jumpers” and the maintenance of the fire 
control and research center adjacent to the 
Missoula County airport.
Business Flying. As in the case of com 
mercial flying, Montana’s concentration on 
business flying can be attributed to the vast 
distances which must be traversed and to the 
character of the state’s economy. The fact 
that an individual may also use the aircraft 
for recreation in many cases is another im 
portant reason for owning it. Many farmers 
and ranchers with relatively large holdings 
find it practical to own aircraft. The rapid 
transportation provided is often important 
to the large operator. Use of the aircraft 
allows him to minimize expensive “down 
time” on his machinery. Cattle producers 
may use the aircraft for herd inspection and 
for quick veterinary service. A few farm 
equipment dealers in the state use aircraft 
to provide quick service to isolated farms and 
ranches.
Montana’s oil and timber products indus 
tries also account for a significant portion of 
business flying. These operations make fre 
quent use of aircraft for rapid transportation 
of key personnel, and for patrol, survey, and 
chemical application work.
The ownership of aircraft is not confined 
to these three industries. A sample of air 
port managers reported use of their facil 
ities for business purposes by: (1) construc 
tion companies, (2) automobile dealers, (3). 
physicians, (4) public utilities, and (5) truck 
ing companies. The most frequently men 
tioned users were construction companies and 
automobile dealers.
The use of aircraft by a number of rela 
tively small enterprises is somewhat sur 
prising in view of the high initial cost of the 
aircraft, plus its maintenance and operating 
costs. But apparently the airplane can prove 
to be an economical transportation vehicle for 
many businesses, and can help to overcome 
the great distances which are an impediment 
to commerce in many areas of the state. How 
ever, it appears that if an aircraft is to prove 
economical, the business must have certain 
characteristics. Most businesses which own 
or frequently charter an aircraft sell a rela 
tively high-cost product or service in a large 
sales territory and depend upon the abilities 
of key individuals who must be “on-the-spot” 
to get the desired results.
Airports in Montana 
The Federal Aviation Agency records the 
existence of 142 airports in Montana as of 
January 1, I960.11 Forty-four of these are 
classified as “general-use” or “air commerce” 
airports. Included in this category are air 
ports that serve scheduled and large irregu 
lar air carriers plus all non-air carrier air 
ports providing minimum services such as 
keeping fuel available and providing an at 
tendant during normal working hours. 
Eighty-two airports in the state are classified 
as “limited-use”; they are available to the 
public but are not equipped to offer minimum 
services. The remaining 16 airports are “re 
stricted-use”; that is, use by the general 
public is prohibited except in case of forced 
landing or by previous arrangement. They 
are primarily military airports or airfields 
used for fire control in the primitive areas. 
All the general and limited-use airports serve 
•general aviation aircraft. Indeed, each of
"Federal Aviation Agency, F A A  Statistical Hand 
book of Aviation , 1960 Edition (Washington: Gov 
ernm ent Printing Office, 1960) p. 7.
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the state’s general or air commerce airports 
experiences appreciably more activity by 
general aviation aircraft than by public air 
carriers.
In terms of the relationship between num 
ber of public use airports and total amount 
of airspace, Montana appears to have a com 
paratively small number of airports. This is 
true despite the fact that the state has a large 
number of aircraft in proportion to its 
population. In 1960, there were 8.6 general 
and limited-use airports per 10,000 square 
miles in Montana compared to 11.2 per 10,000 
square miles in Oregon, 15.4 in Idaho, 22.4 in 
Washington, 19.7 in North Dakota, and 9.0 in 
South Dakota.12. One reason for this rather 
unfavorable comparison lies in the relation 
ship of population and area; Montana has the 
smallest population with respect to its size 
of any of these states, making it more diffi 
cult for its residents to finance an adequate 
number of airports.
In general, the historical American pattern 
in transportation has involved government 
participation with private enterprise in the 
financing of basic facilities. This has been 
particularly true while the specific method 
of transportation was young and expanding 
rapidly. Airport facilities have been devel 
oped in this manner and involved federal, 
state and local government participation in 
financing.
Prior to 1933 airports were primarily fin 
anced by local (city and county) govern 
ments. During the depression of the thir 
ties, large sums of money were advanced by 
the federal government for the construction 
and improvement of civil airports as a re 
lief measure. In 1940, Congress authorized 
funds for a program of airport construction 
(the Development of Landing Area Program) 
under the supervision of the Civil Aeronau 
tics Administration and in 1946 the Federal 
Airport Act was enacted. This act author 
ized federal aid to states and municipalities 
for the construction and improvement of 
publicly-owned airports. In general, funds 
are allocated to the states according to a
formula which is based on the relative area 
and population of the states. For smaller 
airports,13 typical of those in Montana, the 
federal government’s share of the cost of a 
project is 50 percent; for larger airports its 
share may be less than 50 percent. The pro 
gram is currently administered by the Fed 
eral Aviation Agency. In spite of the need 
for airport facilities in the state, Montana has 
at no time used all the federal funds allocated 
to it. The state’s primary need is for small 
airports dispersed throughout areas with cur 
rently inadequate facilities; often the type 
of facilities most practical for these areas do 
not meet the minimum engineering standards 
required for federal participation.
The total investment in Montana airports 
up to January 1, 1960, by the federal govern 
ment under the various relief programs of 
the thirties, the Development of Landing
TABLE 5
TOTAL INVESTMENT IN MONTANA CIVIL 
AIRPORTS BY THE FEDERAL GOVERNMENT 
AND MATCHING FUNDS PROVIDED BY THE 
LOCAL AND STATE GOVERNMENTS,
TO JANUARY 1, 1960 
Program  Amount
T o t a l ______________________________  $12,127,785
Federal governm ent..............................  9,784,785
Civil Works A dm inistration______ 272,916
Federal Emergency Relief
Administration __   60,786
Public Works A dm in istration___  189,135
Work Projects Administration __  2,605,948
Development of Landing
Areas (C A A )_________________ 3,921,000
Federal-Aid Airport Program
(CAA and FAA) ................    2,735,000
State and local government match 
ing funds under the Federal-Aid 
Airport P ro g ram ________________ 2,343,000
Note: State and local investment not made in con 
junction w ith federal expenditures and all private 
investment excluded because data are not available. 
Source: U S. Departm ent of Commerce, Civil Aero 
nautics Administration, Legislative History of the 
Federal Airport A ct, Volume One, Senate Action
(Washington: Government Printing Office, April 
1948) and Federal Aviation Agency, F A A  Statistical 
Handbook of Aviation  (Washington: Government 
Printing Office, 1960).
12Ibid., p. 6. 18Runways of 4,500 feet or less.
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Areas Program and the Federal Aid Airport 
Program, amounted to almost $9.8 million. 
Matching funds provided by state and local 
governments under the Federal Aid Program 
accounted for an additional $2.3 million, for a 
total of $12.1 million invested by these 
sources. This is by no means the total in 
vestment in Montana airports, for it ex 
cludes state and local investments not made 
in conjunction with federal expenditures and 
all private investment in airport facilities 
and in airports themselves.
The Montana Aeronautics Commission pro 
vides state funds for airport development 
with or without federal aid. Source of the 
funds is a one-cent state tax on aviation fuel. 
Interest-free loans of up to $50,000 are made 
to cities or counties for a period of five 
years, for use together with local and/or 
federal funds in the construction of landing 
strips, small airports, or municipal airport 
improvements. In addition, the Montana
Aeronautics Commission has developed and 
operates twelve recreational and emergency, 
landing strips for the convenience of aerial 
tourists and two airports on the Canadian 
border to facilitate international travel.
Conclusion 
Despite the dearth of statistical informa 
tion concerning general aviation in Montana, 
this brief survey clearly establishes its sig 
nificance to the state. In addition to provid 
ing rapid transport of passengers and cargo, 
aircraft contribute to the conservation of 
natural resources, the productivity of the 
state's agriculture and the recreation and 
pleasure of hundreds of private, noncom 
mercial pilots. These activities, of course, 
involve sizable investments in airport fa 
cilities and in aircraft, and substantial expen 
ditures for maintenance and operation both 
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ACCELERATED DEPRECIATION CAN 
INCREASE YOUR PROFITS
DONALD J. EMBLEN, Professor 
School of Business Administration 
Montana State University, Missoula
Today no business would neglect to take 
depreciation on its fixed assets because to do 
so would increase its liability for income 
taxes. The level of income tax rates makes 
depreciation highly advantageous since the 
entire cost of depreciable assets, such as 
buildings, machinery and equipment, is de 
ductible for income tax purposes over a 
period of years. Most business men recog 
nize the tax benefits that depreciation pro 
vides. What they do not always recognize 
is that there are different methods of deter 
mining depreciation, and that each method 
can result in a different tax benefit. Profit 
conscious business men should investigate 
the various depreciation methods that are 
generally acceptable in order to realize the 
maximum benefits allowed.
The Internal Revenue Code defines de 
preciation as, “A reasonable allowance for 
the exhaustion, wear and tear, and normal 
obsolescence of property (1) used in a trade 
or business or (2) held for the production 
of income. . . .” The annual depreciation 
deduction may be calculated in any manner 
consistent with recognized trade practices. 
The 1954 Internal Revenue Code specifically 
lists three depreciation methods; straight 
line, declining balance and sum of the years 
digits.
Business managers, deciding upon the de 
preciation method to elect, often select the 
straight-line method because it is the easiest 
to calculate and is the method most widely 
understood. On the other hand, accountants 
who are given the opportunity to select the 
method to be used will invariably choose one 
of the accelerated depreciation methods, such 
as declining balance or sum of the years
digits, in order to reduce their clients’ income 
tax payments for the current year. Acceler 
ated depreciation techniques result in larger 
depreciation deductions during the early 
years of an asset’s life than straight-line 
depreciation which consequently lowers the 
income tax liability.
To illustrate the different depreciation de 
ductions provided by the three depreciation 
methods mentioned above, let it be assumed 
that equipment is purchased at a cost of 
$11,000. It is estimated that the equipment 
will have a useful life of five years, and at 
the end of that period it is expected that 
$1,000 can be realized from salvage.
1. Straight-line depreciation.
$11,000-$1,000 *o/vm n ,---- — - -  —  = $ 2,000 annual depreciation
o
2. Declining-balance depreciation. The Internal 
Revenue Code allows a ra te  equal to twice the 
straight-line rate for most types of fixed assets. 
Salvage value does not have to be considered 
w ith this method. The procedure used auto 
matically provides for salvage value.
Year 1—$11,000 x .40=$4,400 
Year 2— 6,600 x .40= 2,640 
Year 3— 3,960 x .40= 1,584 
Year 4— 2,376 x  .40= 950
Year 5— 1,426 x  .40= 570
Total depreciation $10,144
3. Sum-of-the-years-digits depreciation.
Year 1—$10,000 x 5/15=$3,333 
Year 2— 10,000 x 4 /15=  2,667 
Year 3— 10,000 x 3 /15=  2,000 
Year 4— 10,000 x 2 /15=  1,333 
Year 5— 10,000 x 1/15= 667
Total depreciation $10,000
Both straight-line and sum-of-the-years- 
digits depreciation will result in the same
2
total depreciation over the five-year period. 
Total depreciation by the declining-balance 
method will be slightly larger because the 
full cost, disregarding salvage value, was 
used as the base. Theoretically, the excess of 
cost over total depreciation is supposed to 
represent salvage value at the end of five 
years. For the declining-balance method, 
salvage value would be estimated at $856 
(11,000-10,144), while for the other two 
methods it is $1,000.
Depreciation taken as a deduction for in 
come tax purposes lowers the amount that 
must be paid in taxes. Therefore, deprecia 
tion may be considered as resulting in a tax 
benefit measured by cash savings—the cash 
not paid out in taxes. The amount of cash 
savings realized will depend upon the tax 
payer’s tax bracket. Suppose, for example, 
that a corporation taxpayer is earning, and 
is expected to continue to earn, net income 
that places it in a 30 percent income tax 
bracket. The annual tax benefits that will 
be realized from the purchase of the $11,000 
fixed asset described above are summarized 






Sum of the 
Years Digits
1 $ 600 $1,320 $1,000
2 600 792 800
3 600 475 600
4 600 285 400
5 600 171 200
$3,000 $3,043 $3,000
To arrive at the tax benefits realized from 
depreciation the annual depreciation deduc 
tions were multiplied by the assumed tax 
rate of 30 percent. The resulting figure rep 
resents the income tax that does not have 
to be paid because of the depreciation de 
duction taken in computing the taxpayer’s 
income tax liability.
From the above tabulation it appears, at 
first glance, as though the three depreciation 
' methods are nearly equal in terms of tax 
benefits realized. However, if one takes a 
look at the cash savings generated by each 
method during the first and second years, 
the two accelerated depreciation methods
provide substantially greater savings. In 
fact, the declining-balance method provides 
savings during the first two years of $2,112 
in contrast to $1,200 for the straight-line 
method. The net increase in cash savings 
amounts to $912. This is money in the bank. 
It requires an investment of $7,600, yielding 
6 percent, to earn $912 in two years. Or, to 
look at it another way, the additional savings 
can be put to work in the business to generate 
additional income.
The goal of any business is to earn a profit. 
The Internal Revenue Code, by allowing one 
of three different methods of depreciation 
calculation, provides an option which, if 
taken, will increase business profits. There 
fore, a decision to select a particular depre 
ciation method should be made on the basis 
of the greatest profit advantage. Of the three 
depreciation procedures illustrated, the great 
est profit advantage accrues to the declining- 
balance and sum-of-the-years-digits methods. 
Straight-line depreciation appears to provide 
the smallest advantage; why use it?
The relative profit advantages of different 
depreciation methods can be more forcefully 
brought out by the use of a different illus 
tration. The use of money commands a rent 
in the form of interest which means that a 
claim on a specific sum of money to be paid 
five years from now should be worth a 
rmaller sum of money today. For example, 
if money costs 6 percent, $100 to be received 
five years hence would be worth only $74.70 
today. Therefore, by taking $100 worth of 
depreciation today rather than five years 
from now, $25.30 is saved. Tax benefits re 
sulting from depreciation deductions repre 
sent cash savings. What are these cash sums 
worth today to a business? By calculating 
the present worth of the different cash sav 
ings a superior method of appraising differ 
ent depreciation methods is possible.
The following tabulation shows the present 
worth of cash savings resulting from three 
different depreciation methods. In each case 
it is assumed that money is worth 6 percent. 
Therefore, the future cash savings are dis 
counted . at 6 percent.
3
Depreciation Method 1 2
Straight line ____ -_____ 600
600
Total present w o r th __
Sum of the years d ig its ..... _ 1,000
800
Total present worth __
Declining balance ........ ....... 1,320
792
Total present w orth __
No matter how you look at it, accelerated 
depreciation results in a decided profit ad 
vantage. The reason for this is that both 
accelerated depreciation methods provide a 
larger deduction at the end of the first year 
than does the straight-line method, and first 
year cash savings are worth more dollar for 
dollar than are savings in later years.
The depreciation method that provides the 
largest deduction at the end of the first 
year will result in the greatest advantage. 
In the above illustration, the declining-bal 
ance method appears to be the most advan 
tageous. This will be true as long as the 
estimated salvage value used in calculating 
sum-of-the-years-digits depreciation is ap 
proximately the same as that arrived at by 
using the declining-balance method.
Although straight-line depreciation is the
6%
Discount Present



















most commonly used depreciation method
today—probably because it is the oldest
method and because it is undoubtedly the
easiest method to calculate, nevertheless, bus 
iness men should take a look at their present 
depreciation methods in order to make cer 
tain that they are getting all the benefits le 
gally available. The impression should not be 
given that depreciation methods can be 
changed at will. Once depreciation has been 
started, for tax purposes, on a straight-line 
basis it is not possible to change to an accel 
erated depreciation without permission from 
the Internal Revenue Service, and such per 
mission is usually difficult to obtain. There 
fore, a decision to maximize profits by using 
an accelerated depreciation method applies, 
for the most part, to fixed assets just ac 
quired.
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THE DISTRIBUTION OF FAMILY INCOME IN MONTANA
MAXINE C. JOHNSON, Assistant Director 
Bureau of Business and Economic Research 
School of Business Administration 
Montana State University, Missoula
An article in a recent Montana Business 
Review discussed personal income in Mon 
tana, with emphasis on per capita income 
and its failure to keep pace with national 
growth.1 Per capita income, of course, is 
an average; it represents total income divided 
by total population. However, although it 
provides a useful means of comparing income 
in various areas, it tells us nothing of how 
income actually is distributed among the 
population in those areas, or of what pro 
portion of the residents are in the upper, 
middle, or lower income groups. Clearly 
such knowledge is essential to any complete 
analysis of personal income and economic 
well-being.
For several years, we have known that 
Montana’s per capita income, according to 
U. S. Department of Commerce annual esti 
mates, has been falling behind that of the 
United States; we have not known how 
Montana’s personal income was distributed 
among its residents or how this distribution 
compared with that of the nation. Such 
information becomes available only once 
every ten years, when the Census of Popu 
lation is taken. The 1960 Census report on 
“general social and economic characteristics” 
of Montana’s population was released just 
last month,2 making possible further analysis 
cf income within the state.3
’Maxine C. Johnson, “Income in M ontana”, Montana 
Business Review, October 1961.
'U. S. Bureau of the Census, U. S. Census of Popu 
lation: 1960, General Social and Economic Char 
acteristics, Montana, F inal Report PC (1) -28C. 
T he income figures cited in this report are not com 
parable to the Departm ent of Commerce’s personal 
income series. Personal income as estimated by the 
Commerce Department includes both money and 
non-money income (for example, changes in the 
value of farm  inventories) and is expressed in 
terms of total and per capita income. In  this 
analysis of Census data, we are dealing w ith family 
income—the combined money income of all mem-
How Montana Compares 
With the United States
The Census Bureau figures confirm the lag 
in Montana’s income growth. Between 1949 
and 1959, median family income4 increased 
about 74 percent in the United States but 
only 66 percent in Montana. As a result, 
Montana’s median family income, which had 
been higher than the national in 1949, was 
just about equal to the U.S. median in 1959, 
$5,403 compared to $5,417.5
bers of a family, before deduction of personal 
income taxes, social security, etc.—reported in 
term s of frequency distribution; i.e., the num ber 
of families having incomes in specified income 
classes. Data collected by the Census B ureau in 
1960 apply to the year 1959; they are comparable 
to figures for 1949 collected in the 1950 Census of 
Population.
‘Median income is the middle income; i.e., the 
amount which divides all incomes into two equal 
groups, one having incomes above the m edian and 
the other having incomes below the median.
By Census Bureau definition, a family consists of 
two or more persons living in the same household 
who are related to each other by blood, marriage, 
or adoption; all persons living in one household 
who are related to each other are regarded as one 
family. Income data for “unrelated individuals,” 
defined by the Census Bureau as members of a 
household not related to anyone else in the house 
hold or persons living in group quarters who are 
not inmates of an institution, are also reported by 
the Census but are not included in this report. 
■'The national figures quoted in this report are from 
the Bureau of the Census publication, Income of 
Families and Persons in the U. S.: 1959, Current 
Population Reports, Consumer Income, Series P-60, 
No. 35. Income statistics collected by the Census 
Bureau in the 1960 Census will not be available 
for all fifty states for some time. While there will 
be, of course, some differences between data from 
the two reports, they are likely to be very small in 
the cases of m edian income and the broad income 
distribution classes used in Table 1.









September ... ... 121.8 115.9 143.6 123.5
October ..... . ... 119.6** 116.4 136.4 124.8
November . ... 117.1 116.2 130.9 125.5
December ... ... 115.1 116.5 121.8 126.0
1961 
January  ....... 112.1 118.9 110.9 130.2
February . -  111.4 119.4 109.1 129.4
March . ... 111.6 119.4 109.1 134.0
April ______ -  113.6 117.6 112.7 135.0
M a y ____ ... 116.2 115.7 129.1 133.8
J u n e _______ ... 122.2 117.4 143.6 129.1
July  .. ... 123.2 117.3 143.6 127.0
August .........._  122.6 115.4 150.9 129.4
September _... 121.7** 115.8** 147.3 126.6




P rim ary  Metals
& O ther
Durable Goods N ondurableMfg.
Unadj. Adj. Mfg. Unadj. Adj. Mining Unadj. Adj. u
105.6 104.6 105.5 102.2 80.2 81.4 1.
103.7** 103.6** 116.4** 104.8** 79.2** 81.1** V
98.1 100.1 109.6 103.6 76.2 78.1 1!
96.3 100.1 102.7 103.5 77.2 75.8 li
102.1 76.2 75.1 l i
94.4 96.0 100.0
94.4 95.9 93.2 101.5 75.2 75.6 i :
90.7 92.1 94.5 98.2 75.2 76.3 l:
90.7 90.4 94.5 99.3 67.3 67.3 l i
92.6 94.4 95.9 100.0 68.3 67.5 13
94.4 93.0 100.0 97.6 67.3 66.8 14
100.0 95.5 101.4 102.4 70.3 67.7 17
100.0 95.0 105.5 105.2 69.3 70.6 17;
100.0** 99.1** 106.8 103.5 68.3 69.3 17





















Production6u n aa j. Adj. Unadj. Adj. Unadj. Adj.
-  152.3 131.5 153.4 144.0 198.8 203.5
... 162.6 128.3 143.8 140.0 214.9 200.3
152.8 135.2 143.0 135.9 181.8 166.9
126.3 128.9 136.5 139.4 186.6 184.6
-  119.8 129.9 138.3 149.5 177.6 178.3
-  110.5 126.6 124.3 135.8 182.3 189.3
..  108.7 130.5 133.8 148.8 171.7 171.2
... 100.5 113.8 127.8 132.2 176.1 169.3
100.7 109.4 130.2 128.0 168.7 172.0
109.7 112.0 141.3 134.8 185.0 187.2
123.4 127.7 142.0 134.7 195.2 211.2
122.6 111.6 139.4 135.9 188.6 204.3
126.4 109.2 141.5 132.9 180.8** 185.0**
157.4 124.2 144.1 140.3 186.4* 173.7*



















































’Computed from estimates of Unemployment Compensation Commission of Montana. Estimates include all full- 
month.
’’Unemployment Compensation Commission of Montana. Number of work applicants a t end of month. 
•Computed from kilowatt hour sales of Montana Power Company, M ontana-Dakota Utilities Company, Pacific : 
users for consumption w ithin Montana, reduced to hourly average kilowatt hours per month.
Computed from reports of Board of Railroad Commissioners of the State of M ontana, comprising total carloat 
“Computed from reports of U. S. Bureau of Mines. Daily average.
Computed from reports of Oil and Gas Conservation Commission of Montana. Daily average.
Computed from reports of Federal Reserve Bank of Minneapolis, based on data from banks in 16 Montana comn 
“Federal Home Loan Bank Board. Nonfarm mortgage recordings of $20,000 or less.
i Computed from reports of Federal Reserve Bank of Minneapolis, based on dollar sales of 80 to 89 department ai 





Transportation A pplicants9 Electric Pow er
& Utilities Trade G overnm ent (N um ber) consum ption8
Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. Unadj. Adj. 1960
89.5 87.0 115.3 110.0 147.8 147.2 7,777 15,743 210.1 214.4 ___  September
85.0** 83.7** 113.0** 110.8** 148.5** 146.7** 9,469 16,671 208.9 222.2 ............ October
84.1 82.9 113.3 111.1 145.9 147.1 14,487 16,114 212.5 225.1 __  November
83.6 82.3 112.2 110.9 145.5 147.6 17,577 14,455 204.8 208.1 _____ December
82.7 83.7 114.4 111.3 1961
146.3 148.5 22,670 14,924 201.0 196.5 __  January
82.3 85.6 108.9 116.3 145.1 147.4 23,445 14,287 206.1 193.0 February
82.3 85.9 108.3 116.7 147.0 148.6 21,798 14,360 197.9 194.0 _________March
80.9 84.7 108.0 115.1 146.3 146.0 19,073 15,570 202.6 194.1 _________ April
81.8 84.4 111.4 114.2 148.5 145.7 15,368 17,424 209.1 199.5 ....... -...... May
84.1 84.0 112.8 112.8 155.2 149.4 15,619 19,427 216.5 210.2 _________ June
86.8 84.8 116.1 112.7 149.2 150.1 11,725 17,901 212.3 223.7 __________ July
88.2 84.8 114.7 108.5 150.7 151.2 9,759 19,286 210.0 216.0 . August
85.0** 82.6** 113.0** 107.8** 154.1 153.5 9,996 20,235 197.9 201.9 ........ September
82.3* 81.1* 109.7* 107.5* 152.2* 150.4* 10,866 19,130 ______ October















($1,000) ($1,000) ($1,000) ($1,000) ($1,000) Unadj. Adj. Unadj. Unadj.
1960
1 5,556 1,788 571 1,640 1,557 126.5 117.3 95.0 77.0 ____________ September
) 6,750 1,831 709 2,602 1,608 135.1 121.0 92.0 77.0 .... -___________ October
) 6,080 1,674 410 2,115 1,881 137.4 115.9 91.0 78.0 . ................... . November
\ 5,467 1,417 469 2,405 1,176 203.4 122.4 90.0 78.0 ______  December
1961
J 6,052 1,680 865 1,871 1,636 75.0 119.8 91.0 84.0 .... _________  January1 4,531 1,588 334 1,467 1,142 77.9 121.2 93.0 78.0 .... ........................... February
I 7,450 2,529 511 2,608 1,802 97.2 121.2 95.0 78.0 .... ............ .................... March
6,450 2,367 605 2,285 1,193 110.6 115.9 96.0 78.0 .... .................................... April
7,510 2,811 461 2,428 1,810 111.2 113.9 92.0 79.0 - - __________________ May
7,601 2,511 353 2,896 1,841 112.9 123.8 89.0 80.0 - - __________________June
6,375 2,209 401 2,522 1,243 104.4 113.2 87.0 81.0 ....__________________July> 8,000 2,913 512 2,967 1,608 123.6 108.9 94.0 83.0 ....________________August
>
I










:ime wage and salary workers who worked or received pay during the pay period ending nearest the 15th of the
I Light Company, Bonneville Power Administration, and the Bureau of Reclamation to commercial and industrial
eight loaded a t Montana points. Daily average.
Daily average.
A djusted for seasonal variation: This m eans th a t  in tra-annual repeti 
tive fluctuations in  the business indicators occasioned by the effects of 
clim ate, custom  and convention have been allowed for statistically.
stores in Montana. Daily average.
(Continued from page 5)
Despite its slower rate of growth over the 
preceding ten years, Montana compared very 
favorably with the nation in the manner in 
which its income was distributed in 1959 
(Table 1). The most significant variation is 
a gratifying one: among its total population, 
the state had a somewhat smaller percentage 
of families with very low incomes (less than 
$3,000) than did the United States. Of 
course, the proportion of families in this 
group in both the state and the nation (20 
and 23 percent respectively) is distressingly 
high. Many of these families are retired 
persons living on pensions or social insurance 
payments; in other families the wage earners 
are either unemployed or underemployed, 
disabled, or dependent for other reasons upon 
public assistance for support.
When urban-rural residence is taken into 
account, some interesting differences be 
tween income distribution in the state and 
the nation are revealed. It is no surprise, of 
course, that Montana’s farm and ranch fami 
lies enjoy an income pattern well above that 
of all the nation’s rural-farm residents; in 
deed, their median income was 53 percent 
above the national median in 1959. It is
somewhat surprising to find that Montana’s 
urban families (those living in towns and 
cities of over 2,500 population) also have a 
higher median income and a smaller pro 
portion of low-income families. Only among 
the third large residential group, rural-non 
farm, is Montana’s median income lower than 
in the United States. This group includes 
families residing in towns and villages of 
less than 2,500 population, but not on farms.
A number of other contrasts are possible 
for the reader who wishes to make a closer 
study of Table 1. In general, the money 
incomes of Montana families compare quite 
favorably with the national pattern.6 But 
unless the current trend toward a slower 
rate of income is reversed, the state may not 
be able to maintain this favorable position.
Income Distribution Within the State
The Census figures are the only source of 
detailed state income data according to type 
of residence (urban and rural) and to county 
and town. Table 1 below gives income dis 
tribution and median money incomes of resi-
°Since no data on living costs by states or localities 
are available, we have no way of contrasting real 
incomes in different areas.
TABLE I
PERCENT DISTRIBUTION OF FAMILY INCOMES AND MEDIAN INCOMES 
BY URBAN AND RURAL RESIDENCE,
MONTANA AND THE UNITED STATES, 1959
Total Money All Families Urban Families1 Rural-Nonfarm Families2
Rural-Farm
Montana U. S. Montana u. s. Montana u.s. Montana U.S.
Under $3,000 .......... . ___  20 23 15 18 22 22 32 53$3,000 to $4,999 .. ___  24 22 21 21 27 23 27 24$5,000 to $9,999 ... ___ 44 43 50 46 43 44 29 18$10,000 to $14,999 .. 8 9 10 11 6 8 8 3
$15,000 and over .. 3 3 4 4 2 3 4 2
Median income4 ___ _ _$5,403 $5,417 $5,918 $5,755 $5,050 $5,361 $4,289 $2,800
% of all families .. ___  100 100 51 61 33 30 16 9
Note: Percentages may not add to 100 due to rounding.
Families living in towns and cities of over 2,500 population.
^Families living in towns and cities of less than 2,500 population or in other rural areas, but not on farms, 
fam ilies Iivrng on places of 10 or more acres from which sales of farm products amounted to $50 or 
more m 1959 or on places of less than 10 acres from  which sales of farm  products amounted to $250 or 
more in 1959. r
Money incomes only. Median income is the middle income; i.e., the amount which divides all incomes 
into two groups, one having incomes above the m edian and the other having incomes below the median.
Source: U. S. Bureau of the Census, U. S. Census o f Population: I960, General Social and Economic
Characteristics, Montana, Final Report PC (1) -28 C and Income of Families and Persons in the 
U. S.: 1959, Current Population Reports, Consumer Income, Series P-60, No. 35.
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dential groups in Montana; Table 2 lists 
median income by county and indicates the 
proportion of very low (under $3,000) and 
high (over $10,000) income families in each 
county. Further details of income by county 
and by city are available in the Census re 
port, cited in footnote 2.
Fifty-one percent of Montana’s families live 
in urban areas; half of these families had 
incomes in excess of $5,900 in 1959. Of the 
33 percent living in rural-nonfarm areas, half 
had incomes of over $5,050. The 16 percent 
of Montana’s families living on farms and 
| ranches had a median income of $4,289. Farm 
income, of course, varies greatly from year 
to year; there is really no such thing as a 
typical farm year. Total farm income was 
lower in 1959 than in other recent years; 
therefore, family incomes for that year also 
were lower than usual. In addition, there 
is another very real difficulty in comparing 
median incomes of farm and nonfarm fami 
lies. Most farm and ranch families receive 
income in the form of housing as well as 
goods produced and consumed on the ranch, 
the value of which is not included in the 
I money income figures. When these omis- 
I sions are considered, the proportion of farm 
families in the lower income brackets is 
much smaller and real farm family incomes 
are much closer to nonfarm incomes than the 
data indicate; indeed, they probably exceed 
the incomes of rural-nonfarm families.
The data in Table 2 show large differences 
in median income among Montana counties, 
with a range of from $6,461 to $3,311. In 
general, incomes vary according to the urban- 
rural distribution of the county population. 
(We have noted above that these discrepan 
cies are exaggerated because of the omission 
of certain non-money income of the farm 
population.) Of the fourteen Montana coun 
ties with highest median incomes (the upper 
25 percent), seven are predominantly urban 
, and an eighth, Flathead, has an urban center 
in Kalispell. Four others—Liberty, Chou 
teau, Petroleum, and Wheatland, with me 
dian incomes ranging from $5,400 to $5,858— 
are counties with very high agricultural in-
TABLE 2
MEDIAN INCOMES OF MONTANA FAMILIES 
AND PERCENT OF FAMILIES WITH INCOMES 
UNDER $3,000 AND OVER $10,000 IN 1959









The state ... . $5,403 20.2 11.5
Lewis and Clark .. .... 6,461 12.3 17.6
Hill .. ... 6,210 14.7 18.4
Yellowstone ______ ..... 6,150 13.5 15.7
Cascade __________ ... 6,032 14.2 14.0
Toole 6,023 12.7 17.0
L ib e r ty __________ 5,858 16.0 23.7
Missoula ... ... 5,769 16.4 12.5
M ineral __________ 5,758 12.7 8.7
Chouteau .... ........... 5,610 17.8 18.1
Dawson __________ 5,554 18.7 11.9
Lincoln . 5,483 16.8 8.3
Petroleum  .. 5,418 17.8 7.3
W heatland ... 5,400 21.8 14.5
F la th e a d ...................... 5,392 20.0 9.4
Powell . 5,384 18.4 8.3
G a lla t in __________ 5,360 21.3 9.8
Judith  Basin ......... 5,332 21.8 16.6
V a lley ........ 5,325 21.1 11.6
Silver Bow .. 5,283 18.8 9.2
Teton . 5,267 25.1 15.0
P a r k ______________... 5,253 20.4 7.6
Glacier ........................ 5,169 28.7 12.2
Custer . 5,160 21.9 10.6
Pondera ....... 5,078 21.8 14.2
Deer Lodge .... . 5,022 13.1 6.3
Beaverhead ... 4,998 24.0 11.4
Fergus . 4,992 24.2 9.6
Jefferson .. 4,989 25.0 13.0
S a n d e r s ____ ______ 4,969 20.8 7.1
Meagher . .. 4,949 21.7 8.9
Granite __ .. 4,937 20.4 5.0
Musselshell ........... .. 4,927 27.8 7.6
Powder River ... 4,797 28.1 14.8
Stillw ater . 4,790 22.2 7.4
Fallon 4,694 26.1 5.9
Roosevelt ... 4,562 30.7 8.6
Sheridan - 4,550 27.9 6.6
Treasure . 4,538 32.8 7.2
Daniels . 4,488 29.1 6.1
Madison .. .. 4,470 31.5 7.6
Prairie .. 4,470 28.8 10.8
Richland .................... 4,462 28.6 8.4
Blaine __ _ 4,416 30.8 9.4
Rosebud .. 4,399 31.6 9.0
Big Horn ... 4,375 31.0 9.0
Phillips . 4,353 30.6 7.5
C a rb o n ____________ 4,336 30.3 5.6
Sweet Grass ... 4,333 28.6 9.1
Carter .... ......... 4,199 30.2 13.1
Lake .. 4,183 32.9 4.6
Golden Valley .. 4,044 35.4 7.6
Broadwater . 3,988 32.7 6.8
McCone .. .. 3,915 37.1 8.3
Ravalli .. 3,819 38.8 5.7
W ibaux . 3,431 44.0 3.1
Garfield .. 3,311 46.2 9.3
Source: U. S. Bureau of the Census, U. S. Census
of Population: 1960, General Social and Economic
Characteristics, Montana, F inal Report PC (1) -28 C.
9
comes in 1959. Hill County, whose popula 
tion is largely urban, also had a very high 
farm income; its median income was $6,210. 
Mineral and Lincoln counties, with no urban 
population, have a high proportion of rural- 
nonfarm residents, many of them employed 
by the lumber industry.
Of the fourteen counties with the lowest 
median income, four (Blaine, Rosebud, Big 
Horn, and Lake) have large percentages of 
non-white population, mostly Indians. Thir 
teen have no urban centers; Big Horn in 
cludes the city of Hardin. In ten of these low- 
income counties, a majority of the residents 
live in rural-nonfarm areas. Thus, another 
piece of evidence points to the small rural 
town as one of Montana’s economic trouble 
spots. Many of these towns are trade centers, 
dependent upon a declining farm population 
for support. In addition to the generally 
lower wage rates which prevail in such com 
munities, the inequality between incomes in 
Montana’s very small towns and its urban 
areas may be due partly to fewer employ 
ment opportunities for wives and other 
members of the family. Family income, as 
noted earlier, includes the income of all 
members of the family, and the high median 
incomes in some urban counties are largely 
due to a high percentage of working wives. 
In Helena, for example, 46 percent of all 
married women are members of the labor 
force; largely because of this Lewis and 
Clark County has the highest median family 
income of all fifty-six counties.
In many instances, the only solution for 
low income families in rural areas (both 
farm and nonfarm) may be to seek better 
paying jobs elsewhere, either in Montana’s 
urban areas or outside the state. This is a 
process which has been in progress for some
time, as evidenced by the rapid population 
growth of Montana’s urban centers and the 
substantial state population loss by net out 
migration (estimated at 25,000) which oc 
curred between 1950 and 1960.
Conclusions
Several conclusions can be drawn from 
this brief survey of data on income. Between 
1949 and 1959, median family income in Mon 
tana did not increase as much as did the 
U. S. median. Whereas twelve years ago, 
Montana reported a median family income 
higher than the national, in 1959 its median 
income was a few dollars less ($5,403 com 
pared to $5,417). On the other hand, distri 
bution of income among Montana families 
not only compares quite well with the United 
States, but income inequalities appear to be 
somewhat less in the state. There are sev 
eral reasons why this should be. Montana’s 
population is more homogeneous in terms 
of race and years of education completed 
than is the U. S. population as a whole. The 
state’s farmers and ranchers are among the 
most prosperous in the nation. In other 
areas, it is frequently the non-white resi 
dents, the persons with little schooling, and 
the agricultural population who are concen 
trated in the lower income groups and who 
pull the average and median incomes down.
These things are pleasant to report, but 
they should not be allowed to overshadow the 
fundamental weakness in Montana’s income 
position—the slow rate of growth. If we 
cannot increase our total and per capita in 
come growth to a rate equal to the national, 
then over the long run we cannot expect to 
maintain a pattern of income distribution 
comparable to the United States.
10
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